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COVER Justin F. Way, vice president, 
Saginaw (Mich.) Lumber Co., left, studies 
MAGAZINE OF NEWS MERCHANDISING his ad utilizing American Lumberman’s 
new ADviser mat service with Lyman 
DISTRIBUTION e MANAGEMENT Anson, space salesman, Saginaw News 
Read ‘‘Dealer Tests ADviser.’ Starts on 
Page 54 
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New Dealer 


Advertising Mat Service 
See page 49 





A COMPLETE NUTONE VENTILATING FAN 
DEPARTMENT IN 3 FEET OF FLOOR SPACE 


WOE 


Will you trade just 3 feet of 
dle space in your sales room 
for HUNDREDS OF EXTRA 
DOLLARS? NuTone offers 
you this 


smart, modern. self 


demonstrating display FREE! 


Why Not 


Make More Mone 


A COMPLETE 






@ Displays NuTone Wall 
and Ceiling Fans. 


@ Ready to plug in any- 
where. 


@ Fully equipped with 
switches. 


@ Beautiful 4-color back- 
ground. 
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NUTONE CHIME DEPARTMENT 
IN ONLY 3 BY 4 FEET OF WALL SPACE 





with these Nufone 
mall Space Displays 








This NuTone Door Chime and 
Pushbutton display will MAKE 
MONEY FOR YOU! It's fully 
wired with front and rear 
door pushbuttons and trans 
FREE Chimes offset 


cost of board to you 


formers. 


with these attractive 












Dress up your showroom 


self-selling 


NuTone displays. See your Distribu 


write for free 
NuTone, Inc 


Cir nnat 27. Ohio 
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Dept. AL-2 
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@ Shows 8 popular priced 
short and long tube 


NuTone Door Chimes. 


@ Display is fully wired 
ready to hang on wall. 


@ Beautifully decorated 
in contrasting colors. 














held at the 
National Association 
of Home Builders 
Convention in Chicago 
January 18 through 22 
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FIRST PRIZE 


and other prizes 
totalling $7,000 were 
awarded to contestants 


First prize winner and his time 
will be announced next month. 
Installations* were made in record 
time with Kwikset Installation Aids 
featuring the new three-hole jig 
used with power drills. 


*Installation did not include strike. 
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you can lift it out entirely enaeeianainiaiiiiee,. 


ALABAMA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


IF IT’S AN R-O-W oar mnt 
ae van CENTRAL ReOeW DISTRIBUTORS OF ARKANSAS 


North Little Rock, Arkansas 
CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY CO 
Richmond, Fresno, Oakland, Sacramento 
T. M. COBB CO 
Los Angeles, San Diego, California 
COLORADO 
LUMBER DEALERS, INC. 
Denver 17, Colorado 
CONNECTICUT 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
DELAWARE 
DEALERS WAREHOUSE SUPPLY CO., INC 
Baltimore, Maryland 
DISTRICT OF COLUMBIA 
JOHNSON & WIMSATT, INC. 
Washington, D. C. 
FLORIDA 
V. E. ANDERSON MFG. CO 
Bradenton, Fla. 
GEORGIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
IDAHO 
BOISE SASH & DOOR, INC 
Boise, Idaho 
ReOeW SALES AGENCY 
Spokane, Washington 
ILLINOIS 
ReOeW WINDOW CO. 
Joliet, Minois 
IMSE-SCHILLING SASH & DOOR CO 
St. Louis 16, Missouri 
V. E. ANDERSON MFG. CO 
Owensboro, Kentucky 
INDIANA 
V. E. ANDERSON MFG. CO 
Owensboro, Kentucky 
ROYAL OAK WHOLESALE CO 
Royal Oak, Michigan 
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WA 
HERRICK REFRIGERATOR CO. 
Waterloo, lcwa 

KANSAS 
MARTIN MATERIAL CO. 
Kansas City, Missouri 
WHELAN LUMBER CO. 
Topeka, Kansas 


KENTUCKY 
V. E. ANDERSON MFG, CO. 
Owensboro, Kentucky 
ReOQeW WHOLESALE DIST., INC 
Norwood, Ohio 
MAINE 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., INC. 
Baltimore, Maryland 
JOHNSON & WIMSATT, INC 
Washington, D. C. 
MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
MICHIGAN 
PORTER-HADLEY CO 
Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO 
Royal Oak, Michigan 
FLINT SASH & DOOR CO. 
Flint & Saginaw 
MINNESOTA 
ANDREW A. KINDEM & SONS, INC 
Minneapolis 2, Minnesota 
MISSOURI 
IMSE-SCHILLING SASH & DOOR CO 
St. Louis 16, Missouri 
MARTIN MATERIAL CO 
Kansas City, Missouri 
MONTANA 
INTERSTATE LUMBER CO 
Missoula, Montana 
WESTERN BUILDERS 
Billings, Montana 
wate . ¢ , 99 LUMBER YARDS SUPPLY CO 
The key word today is “‘convenience. Great Falls, Montana 
7 . ; eO-« 5 
It is wrong for anyone to think that Spokane, Washington 


: . . NEBRASKA 
our modern architects are primarily THE SOTHMAN CO 


° ° ° Grand Island, Nebraska 
concerned with designing homes for NEW HAMPSHIRE 


: IN 
beauty alone. The best architects pw Ang way le ceee 
. , ; re > , NEW JERSEY 
put convenience first, then beauty. a 
whi . ef de North Bergen, New Jersey 
Architects prefer R-O-Ws by 2 to 1. pode ee 
Westville, New Jersey 
NEW YORK 


R+O-+W SALES COMPANY 1324++68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN THE WHITMER-JACKSON CO., INC 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK—Contd. 
A. ROBERSON & SON, INC, 
Binghamton, New York 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
NORTH CAROLINA 
MILLER MILLWORK CORP 
Charlotte, North Carolina 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
DALTON- BUNDY LUMBER CO., INC 
Norfolk, Virginia 
NORTH DAKOTA 
JACK R. KINNARD & CO 
Minot, North Dakota 
ReOeW SALES AGENCY 
Spokane, Washington 
OHIO 
THE MAHONEY SASH & DOOR CO 
Canton, Youngstown, Ohio 
ReOeW WHOLESALE DISTRIBUTORS, INC. 
Norwood, Ohio 
FABROW MFG., INC. 
Toledo, Ohio 


OKLAHOMA 
LUMBERMEN’S SUPPLY CO 
Oklahoma City, Oklahoma 
OREGON 
OREGON PULP & PAPER CO 
Salem, Oregon 
ReOeW SALES AGENCY 
Spokane, Washington 
PENNSYLVANIA 
ADELMAN LUMBER CO. 
Pittsburgh, Pennsylvania 
JOHNSON & WIMSATT, INC 
Westville, New Jersey 
A. ROBERSON & SON, INC 
Binghamton, New York 
RHODE ISLAND 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
SOUTH CAROLINA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO 
Watertown, South Dakota 
ReOeW SALES AGENCY 
Spokane, Washington 
TENNESSEE 
V. E. ANDERSON MFG. CO. 
Owensboro, Kentucky 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
TEXAS 
CHUPIK WOOD MFG. CO., INC 
Temple, Texas 
B. |. BARFIELD & SONS, INC 
Amarillo, Texas 
H. E. WOODRUFF CO. 
Corpus Christi, Texas 
LUMBERMEN’S SASH & DOOR CO 
Dallas, Texas 
SOUTHWEST SASH & DOOR CO 
Houston, Texas 
UTAH 
R. W. FRANK & CO. 
Salt Lake City, Utah 
VERMONT 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 
VIRGINIA 
DALTON-BUNDY LUMBER CO., INC 
Norfolk, Virginia 
JOHNSON & WIMSATT, INC 
Washington, D. C 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
WASHINGTON 
ACME MILLWORK, INC 
Kirkland, Washington 
ReOeW SALES AGENCY 
Spokane, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 
WEST VIRGINIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
WISCONSIN 
WISCONSIN WINDOW UNIT CO 
Merrill, Wisconsin 
WYOMING 
FOWLER & PETH 
Cheyenne, Wyoming 
ReQeW SALES AGENCY 
Spokane, Washington 
CANADA 
Ww. H. CLARK LUMBER CO., LTD 
Edmonton, Alberta 
D. PORTER & SON 
Stellarton, Nova Scotia 
M-P PRODUCTS, LTD 
Vancouver, B. C 
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wash both sides indoors 


IF IT’S AN R-O-W 


Eliminate the annoyance and hazard 
of climbing ladders to wash windows. 
R-O-W patented construction permits 
removal of the window from inside 
the house for easy washing, painting, 
or glazing indoors. And—snug-glide 
construction is an R-O-W exclusive. 


R*O°W SALES COMPANY 1324+*68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 





-oeif Moves 
the year ’round 


and here’s why! 


DEMAND for Trinity—the whitest white—is broad and 
growing. Used in concrete products, stucco, terrazzo, light 


reflecting floors, etc., etc. 


A FINE Propuct. Made of selected oyster shells and 
clays that are pre processed before actual manufacture be- 


gins. Tested for quality 200 umes during each days run 


ADVERTISED Continuously since 1941 and currently 
appearing in more than 20 publications reaching all 


segments of the building field 


Stock Trinity White for 
year round profits! 
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A Product of GENERAL PORTLAND CEMENT CO, Chicago + Dallas + Chattanooga - Tampa Los Angeles 
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Living fungi, which break down the substance of wood 
are microscopic and abundant. But they need a certain amount 
of WARMTH and DAMPNESS to develop. Dampness will also 


peel off paint, crumble plaster, rust iron and steel. 


Some insulations promote and retain destructive condensation 
inside walls and other structural spaces. In addition to warmth, 
vapor of water also flows through paper, plaster and most butlding 
materials, including ordinary insulations, and sometimes even 


through asphalt paper. Vapor condenses when it strikes a colder 
surface and reaches a dew-point. 


An empty space is the best insulator against heat flow by Con- 
duction; but does not prevent heat flow by Radiation and Convec- 
tion. Of all heat transferred through structural spaces, 50% to 
80°% is by Radiation; all but 5©% of the rest is Convection. Mul- 
tiple accordion aluminum sheets throw back all but 3% of the 
Radiation which strikes them, and block Convection. Their in- 
significant mass, 1 oz. to the square foot, and their multiple air 
space construction, minimize Conduction. 


They have zero permeability to water vapor and all other gases, 
including air, hot and cold. Because of their structure, they are 
practically non-condensation-forming, for a dew-point is not 
reached on any of their surfaces. 


Simple and illuminating discussions of vapor and heat flow, 
including explanations of how to prevent timber rot, will be found 
in the 5th edition of “Simplified Physics of Vapor and Thermal 


Insulation,” 56 pages of facts and figures. 


The commercial forms of tough, multiple accordion aluminum 
sheets are Infra Type 6, Type 4, and Type 4 Jr. 


INFRA INSULATION, INC. 
525 Broadway, New York, N.Y. — WORTH 4-224] 
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Please send FREE “Simplified Physics of 
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INFRA THERMAL FACTORS. TYPE 6 
Up-Heat  €.089, R 11.23 = 43 dry rockwool 
Wall-Heat (.073, R 13.69 = 55” dry rockwool 
Down-Heat €.044, R 7272= 9" dry rockwool 
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WASHINGTON REPORT 





Skill and Imagination Still Needed in Home Design 


The change of tenants in the 
White House brought out a mildly 
melancholy story that’s pretty 
much in our field. When the new 
people moved in, Mrs. Eisenhower 
discovered that the bedroom, de- 
signed and built for the President's 
wife, had but one closet and no 
dressing room. 

Mrs. Truman, knowing she wasn't 
to remain long at 1600 Pennsy!- 
vania, had patiently stored much of 
her wardrobe in rooms on the floor 
above the Presidential living quar- 
ters. 

There may be an explanation. But 
here’s a remodeling project costing 
more than five million dollars and 
intended primarily to shelter one 
family; and when the designs were 
fixed up somebody practically ig- 
nored, and almost crowded out, the 
mistress of the mansion. 

The story is one for our industry) 
to ponder. First, some background: 
Most analysts, and especially gov- 
ernment housing officials and econ- 
omists, have been sayirg that resi- 
dence building this year is going to 
be good; should reach a million-unit 
goal. But it ought to be added that 
in the industry itself there’s a little 
stuttering; some reluctant whispers 
that maybe the boom has passed its 
peak. There’s worried and urgent 
talk about polishing up salesman- 
ship and putting more steam behind 
it; some pushing to get VA and 
FHA interest rates increased and 
down payment requirements re 
duced. 


Critical prospects 


There’s not complete agreement 
about the wisdom of higher interest 
rates and lower down payments; 
but those who disagree about means 
join each other in wanting to do 
SOMETHING to give home owner- 
ship a forward push. 

In fact the industry has called 
upon the new Administration to 
block any slump in home building; 
on the grounds that such a slump 
might cause a serious crisis of un- 
employment, together with loud po- 
litical repercussions. 

Well, here’s a minor factor—or is 
it so minor ?—-suggested by the slip- 
up in designing the country’s most 
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famous residence. Now that the 
edge of panic shelter-buying has 
been blunted, prospects are looking 
critically at what they’re being of- 
fered. This means, among other 
things, that they’re looking for 
house designs in every bracket that 
have been fixed up with some imag- 
ination and a pretty full under- 
standing that a house is built for 
a family to live in, comfortably and 
with full and efficient use of the 
living space. Last year, the industry 
encountered rising buyer resistance 
to houses so small that the prospec- 
tive Missus, having walked in, 
turned around and walked right out 
again. 

An example of the skill and imag- 
ination needed especially in the de- 
signing of small houses showed up 


some time ago in a West Coast low- 
cost housing development; a device 
built outside the house to make 
more room inside the house. It was 
the extension of the car port by a 
couple of feet, with the added space 
inclosed and equipped with doors 
that would lock. A place for tri- 
cycles, scooters, stilts, wagons, pogo 
sticks, roller skates and other pieces 
of apparatus dear to the hearts of 
the small fry. 


With no basement, this equip- 
ment would have to come into the 
house; to the demoralization of 
home life. The toy garage made a 
good many house sales to dis- 
traught young parents. A sugges- 
tive example of the kind of design 
that’ll give salesmanship needed 
help. 


Lumber and the Eisenhower inaugural 


When you looked, via TV, at 
those acres of inaugural stands and 
bleacher seats on the east Capitol 
plaza and stretching along the route 
of the Eisenhower inaugural pa- 
rade, you probably wondered about 
the lumber; how much there was 
of it, where it came from, who did 
the construction and what was done 
about the stock after the ball was 
over. 

It seems that something like a 
million feet of lumber, apparently 
all new stock, got put into these in- 
augural affairs. It was of good 
grades; much of it No. 1 common, 
some of finish quality. The southern 
pine came chiefly from the neigh- 
boring States of Virginia and the 
Carolinas; the Douglas fir and west- 
ern pine, of course, from the Inland 
Empire and the Pacific Northwest. 


Started in 1921 


The construction was done by 
Skinker & Garrett, a widely known 
contracting firm that, so we're told, 
has built the stands and bleacher 
seats for all these big performances 
since the Harding inauguration in 
1921. There’s one gap in the list; 
the inauguration of 1945. Because 
of wartime austerity there was no 


parade that year, hence no bleacher 
seats; and Mr. Roosevelt took the 
Presidential oath while standing on 
the south portico of the White 
House. This page was present; 
stood in six inches of snow on the 
south lawn. We could have used 
some of the Skinker & Garrett 
handiwork. 

The contractors this year, as us- 
ual, agreed to dismantle the vari- 
ous structures; and the used lumber 
has been purchased by the Hech- 
inger Company, one of the big 
building materials merchandising 
concerns of Washington. Hechin- 
ger’s estimated that there’d be 
enough framing lumber for the 
skeletons of 500 average-size resi- 
dences. 


New OPS orders 


The OPS---remember about it? 
has just jacked up the ceiling price 
on window glass by three and a 
quarter per cent; also on asphalt 
insulating siding by eleven and a 
half per cent. The agency has also 
permitted producers of asphalt 
items to add to their prices the in- 
crease in transportation costs that 
have been authorized since May 15, 
1951. 





Small Rooms are Roomier — 
Have more Sales Appeal 


e 
th © STEEL SLIDING 
baits CLOSET DOORS 
Today, no home is completely up-to-date unless equipped 
with sliding-door closets. They save valuable space through- 
out the house — make small rooms larger — put waste door- 
swing area to practical use. Builders all over the country 
report dwellings so equipped move faster — bring better 
prices. 
GAIN 6 TO 9 SQUARE FEET PER CLOSET-AMWELD K-D 
Sliding Closet Door units save extra floor area and wall space 
— permit use of entire closet — allow easy access to closet 
contents. 
TWO FINISHES TO CHOOSE FROM—Grey Prime, Baked-on 


Finish, ready for a color of your choice. Natural Birch Grain 
Finish; no other finish required. 


NO MAINTENANCE COST — Sturdy construction provides 
lasting beauty — no sag, no warp — cannot swell or stick. 
® Easy-to-install instructions included in carton. 

® All hardware snaps in place. 


® Available for 3, 4, 5 and 6 foot wide openings 
— standard 6'9''' height. 





Shaded area is _ 
space saved! 





oo 


* “sy 
4 


Another AMWELD time and money saver 
Inter-Lok steel door frames 


@ 5 easy steps—one man can erect in 
11 minutes. 


@ Hammer only tool needed—no screws 
or bolts, 


@ Supplied in 4%"’, 5%", 6%"' jamb 
thicknesses—door widths 16’, 2'0'', 2'4"', 
L Oe", 7" ott SO". 








ya 
DEALERS 
AMWELD dealerships open in a few choice 





q areas, Write for complete information. 





AMWELD’ 


THE AMERICAN WELDING & MANUFACTURING COMPANY, 320 DIETZ ROAD © WARREN, OHIO 


ey BUILDING PRODUCTS DIVISION 
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NEWS BRIEFS 





FHA approves service charge. Builders of low cost homes under 
FHA title 1, Section 8, who have experienced difficulty in marketing the 
$4,750 maximum mortgage, should find the recent FHA action helpful. 
A one-half of one percent service charge on outstanding balances was 
approved by FHA, effective in January. 


Straw in the wind. As may be expected, this action is being inter- 
preted as a forerunner of a general interest rate increase on other FHA 
loans as well as VA. For details read the complete story on this subject 
elsewhere in the news section. 


The budget and housing. The budget sent to Congress has a total 
of $691 millions for all housing and community facilities for fiscal 1954. 
Not all this goes to HHFA, and a little over half of the figure represents 
urban redevelopment authorizations already approved by Congress. Much 
of the $691 millions represents paper authorizations since HHFA asked 
for only $175 million in direct appropriations. The budget notes that 
federal assistance has been granted or planned for 200,000 new defense 
housing units and 19,000 temporary units. 


Lumber saves the day. Lumber was used almost exclusively to 
repair Washington’s Union Station after the runaway train crash. Heavy 
wooden beams, strong solid timbers and rugged heavy-duty planking 
was used to build a temporary floor over the destroyed section. 


Lumber a “natural”. Because it could be cut to the exact size needed 
right on the job lumber proved ideal for speeding the station repairs in 
less than 72 hours. Lumber, too, was readily available from warehouses 
in the Washington area. 


Cost of doing business. The survey conducted by the Southern 
California Lumber Association last year revealed startling figures. Net 
profit before income taxes dropped from 5.66% in 1951 to just 2.12% 
in 1951. In March the association will send members forms on the 1952 
survey and the results should be extremely interesting. 


CPR 181 stock millwork. This new regulation establishes ceilings 
for direct sale of stock millwork and specialities produced from ponderosa, 
Idaho, sugar, northern and northeastern pine and Douglas fir for window 
and door frames. All prices were adjusted to dealer carload levels. 


Building trend to watch. The growth of housing co-ops is regarded 
by the National Association of Home Builders as a good answer to low- 
cost housing problems. FHA will guarantee loans on cooperatives and 
because the greater number of borrowers the lender’s risk is reduced. 
Costs are cut by mass construction methods. FHA now has applications 
for 610 such projects. 


Drafting warranty bill. Rep. Rains (Ala.) is now at work drafting 
a bill that would institute a nation-wide builder's warranty on homes 
constructed under FHA and VA programs. The mandatory warranty 
was one of the recommendations contained in the recently issued report 
by the sub committee on housing. Washington authorities feel the bill 
has a fair chance for passage. 


Douglas fir misses record. Sawmills cutting Douglas fir missed by 
a “slim plank” cutting as much lumber in 1952 as in the previous year. 
The 1952 output totalled 10.314 billion board feet, just 102 million feet 
below the all-time high cut of 10.416 billion feet of 1951. The West Coast 
Lumbermen’s Association, said that fir mills came within a few carloads 
of shipping as much lumber as was produced, and that orders were only 
217 million feet less than the year’s production. 


Military, DPA oppose ending vontrols. The National Production 
Authority has submitted a report recommending an end to the Controlled 
Materials Plan as of April 1, but is running into serious opposition from 
the Defense Production Administration and the military. It is considered 
unlikely that a quick decision will be made but the NPA recommendation 
could be accepted. The possible step-up in Korean planning may change 
the situation overnight. 


BUILDING PRropucts MERCHANDISER 


STEEL FRAMEWORK for large 
ranch-style homes at low cost is a 
new building development. A complete 
range of studs, joists and accessories 
are offered for the erection of steel 
building framework. Sections are fab- 
ricated from strip steel by cold roll- 
ing in a open web design. 


Mortgage Rates 
May Be Boosted 


The new Eisenhower Administra- 
tion—chancing strong political re- 
percussions may boost Govern- 
ment mortgage rates. 

That’s the opinion of Federal 
housing officials and influential con- 
gressional leaders. They look for 
the new regime to increase the 4° 
rate on Veterans Administration- 
guaranteed home loans and to hike 
the 419% charge on Federal Hous- 
ing Administration-insured mort- 
gages. 

Reason for the increase: Bring 
these mortgage rates more in line 
with higher-yielding conventional 
(non-Government-guaranteed or in- 
sured) home loan charges. Private 
builders have long complained that 
mortgage lenders haven't been in- 
terested in the V.A. and, to some 
extent, F.H.A. mortgages at present 
rates. 

The political potency of the de- 
cision to boost F.H.A. and especial- 
ly V.A. mortgage rates can be seen 
in the gingerly manner rate hikes 
have been handled in the past. Ap- 
prehensive of the multi-million 
member veteran organizations, 
which have strongly opposed in- 
creasing the 4% G.I. home loan 
charge, Congress and the previous 
Administration did some fancy po- 
litical foot-work, according to some 
private builders and mortgage 
bankers. 

The new Administration, how- 
ever, is not expected to duck the 
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issue despite the 


cations, 


political impli- 
according to informed 
sources. They say that rising in- 
terest costs in all sectors of the 
economy have made the 4% G.I. 
loan in all areas and the 414% 
F.H.A. loan in many areas “even 
more unrealistic than ever.” 

“The Federal Reserve Board fi- 
nally recognized that interest costs 
have gone up by allowing the sys- 
tem to boost the rediscount rate 
(charged on loans to member 
banks) to 2% from 1%,%,”" noted 
one official. 


He added: “It’s ridiculous to try 
to maintain a 4% or 414% mort- 
gage price when all other yields 
are so much more effective.” 


December Starts 
Show Decline 


Housing starts for the last month 
of 1952 will be close to 76,000 new 
dwelling units, a decline of about 
10,000 over the previous month. 

The Bureau of Labor Statistics’ 
monthly figures on housing starts, 
showed 4,000 public starts during 





HARCO 





chen counte in 


You can tell a lot about a fabric by its feel. 
factor that controls the texture of flooring is the tree from which it 
Originates, 

HARCO Appalachian Oak flooring is manufactured from timber 
that grows in the Great Smoky Region of the Appalachian Mountains 


source of 


America’s finest hardwoods. 


OR Gn am a OOM Saka, mc 


flooving a! 


But the fundamental 


Through long years of slow 


growth, HARCO flooring is endowed, by nature, with a fine, even 


gr ain and uniform texture. 


Exacting care in seasoning and manufacture result in a precision 


product that lays up tight—with perfect matching and satin- smooth 


surfaces . 


HARCO 


PALLETIZED 
FLOORING } 


flooring 


Make 
HARCO 


car of oak 
NOFMA 


your next 
br and—the 


grade-marked flooring that will back up in 
service every sales point you make for it. 


@ Overhead goes down and profits up, when 
you buy your oak flooring in HARCO Pallet- 


ized units. 
handling costs as 
double floor space capacity. 
tive folder. 


These modern packaged units cut 
75% almost 


Write tor desc1 ip- 


much as and 


EACH-MAY-WILSON, INC. 


ALCOA 


’ 


v8 Woe: £2 
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December and 72,000 private. The 
figure for December a year ago was 
60,800, and for December 1950, the 
record year in homebuilding, 93,600. 

The seasonally adjusted figure 
for December will probably rise 
above the 1.2 million mark for the 
first time since its beginning last 
June. Before Regulation X is re- 
imposed, however, it will be neces- 
sary for the figure to exceed 
1.2 million for three consecutive 
months. Even if this should hap- 
pen, government officials think it 
is unlikely that Reg. X would be 
put back into effect. The law states 
that in this event controls would 
go into effect the following month, 
which in this case would be March. 
The law expires the end of April, so 
it is extremely doubtful if Reg. X 
would be imposed for only one 
month. 


Open-End Mortgage 
Urged by NRLDA 


The National Retail Lumber 
Dealers Association has urged the 
tions to take full advantage of the 
members of its Federated associa- 
Mortgage Advance (Open-End 
Mortgage) Plan for helping custo- 
mers finance home repair and mod- 
ernization jobs at a low monthly 
outlay. 

In a pamphlet recently issued 
NRLDA points ouf that the Mort- 
gage Advance Plan has gained new 
importance following the offer of 
several title companies to insure 
titles at a moderate cost and with 
little delay when advances are 
made. Previously, the high cost of 
obtaining title insurance following 
an advance had made the plan too 
expensive to use in many cases. 

Under the plan, home moderniza- 
tion jobs can be financed by in- 
creasing the unpaid principal 
amount of an existing mortgage, 
provided the holder of the mort- 
gage is willing to make the ad- 
vance. 

Since the cost of the job then 
can be paid for over the remaining 
life of the mortgage at the rate of 
interest specified in the mortgage, 
the monthly payment often is con- 
siderably lower than can be ar- 
ranged otherwise. 

The retail lumber dealer will 
benefit from the use of this plan 
because the customer will be more 
likely to go ahead with a sizeable 
modernization job when he finds 
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THIS Is 
ONE OF = 


THIS 
HUGE 
DRY 
SHED 


is one of five at C. D. Johnson’s Toledo mill. 
Here one and a half million feet of quality 
kiln-dried lumber await rail shipment to every 
part of the country. Careful storage and loading 
in covered sheds assure that your shipments 
from C. D. Johnson always arrive in prime 
condition. Contact C. D. Johnson first for mixed 
car shipments of quality kiln-dried lumber. 


BuILDING Propucts MERCHANDISER 


Manufacturer: PACIFIC COAST LUMBER 
Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 


Sales Offices: AMERICAN BANK BUILDING 
PORTLAND 5, OREGON 


. a ne 
~, L. \ 
4A (* et 1-WVe 31 ) 


Trademark of Quality Lumber 


6 suestorary oF 


Sb P) HY GroRGIA—PACIFIC o\1 wood company 


13 





the monthly payments are to be so 
moderate. 

The purpose of the folder is to 
give the individual dealer the in- 
formation needed to go to his local 
lending institution to find out 
whether they are willing to make 
mortgage advances to home owners 
whose mortgages they hold. 


BLS Figures Show 
4°. Hike in Starts 


Housing starts last year totaled 
1,131,300, an increase of 4% over 
the 1951 total, the Bureau of Labor 
Statistics reported. 


Preliminary estimates for 1952 
showed that public starts totaled 
57,000 and the remaining 1,074,300 
were privately owned. Although 
this total is slightly below the rec- 
ord, 1,396,000 units started in 1950, 
it is the second highest number of 
starts since 1949 when builders first 
went over the million mark. 

Most of the 1951-52 increase in 
total volume occurred in the latter 
half of the year. For the first and 
second quarters, 1952 volume was 
under that for 1951, but in the third 
quarter it was greater by 10% and 
in the fourth quarter by 17% 





NRLDA Asks FHA 
Mortgages to $20,000 


FHA should be permitted by 
Congress to insure mortgages up to 
$20,000 to enable families needing 
larger homes to obtain the benefits 
of mortgage insurance, H. R. Nor- 
thup, executive vice president of 
the National Retail Lumber Dealers 
Association, stated recently. 

“The existing limit of $14,000 be- 
ing enforced by FHA, although 
Congress has authorized loans up 
to $16,000, is preventing many 
growing families from obtaining a 
suitable home in view of today’s 
building costs,’ Mr. Northup said. 


“There is no good reason why 
the benefits of mortgage insurance 
should be made available only to 
those who do not need a large home 
or are satisfied with a smaller one, 
especially in view of the fact that 
the FHA mortgage insurance pro- 
gram is self-supporting and re- 
quires no federal subsidy. 

“In many cases, these larger fam- 
ilies need the benefits of lower down 
payments and lower monthly pay- 
ments even more than do the small- 
er families which can live in less 
costly homes.” 





for top quality 


HARDWOOD and 
MODERN PINE Lumber 


ss Our motto is wa sell to Serve Again”, and 

Calion. Ark. we mean it. We appreciate your first order, 

Springhill, La. but it’s your repeat business we ‘re really after, 
and that takes quality! Consis- 
tent quality! Give us a chance 
to prove it! 


THREE 


BROS. AOD AN. 


PHONE L.D. 16 


See 


Page 49 


TWX 461 


reper 6 URBANA, ARK. 
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another NATIONAL LOCK f/f... 
— the /JOW . | es 


Le y; ta Pak a... 


for fast, profitable wood screw sales 


Handy “PAK” has clear acetate cover 


Merchandise in full view at all times 


Attractive eye-appealing display 


Slide cover provides new customer convenience 


compact, metal “Select-a-Pak”’ 


screw dispenser included 


this sturdy metal dispenser 
included with the No, 24 screw 
assortment at no additional 


cost (you pay only for the 
merchandise) 


Select-a-Pak" is the perfect answer to 
consistent wood screw profits. It's easy for 
you to service... easy for your customers to 
use. Assortment consists of 24 proven-popular 
wood screws...all those most frequently 
requested. Dispenser is a hard-hitting silent 
salesman. Everything is ready for prompt 


delivery NOW! Order your assortment today, 


order from your jobber...open stock when desired 


distinctive hardware...all from ] source 


NATIONAL LOCK COMPANY 


Merchant Sales Division ° Rockford, Illinois 


Bui_tpinc Propucts MERCHANDISER 





Wouldn t you RATHER 


have a 112 











tooK FoR 


THIS 
TRADE MARK * 


The Ready Hung Door 
A door and frame packaged unit 


@ Ready Hung Door units are now available to 
speed home construction and solve finish carpentry 
problems. These units serve the same purpose for 
hinged doors as the window unit does for windows 

Just what the name implies, the Ready Hung Door 
is a door and frame packaged unit having the door 
hinged, the lock installed and the frame trimmed 
both sides, ready to install in any inside wall open 
ing. The jamb, with trim or casing attached, is made 
in two parts which slip apart for installation from 
opposite sides of the wall opening. Jambs are adjust- 
able for wall thicknesses from 4'4 to 5'2 

One semi-skilled man can install 24 units in 8 hours 
since nail driving only is required to install it. The 
unit, while assuring high quality workmanship, looks 
identical to conventional frames when installed 


SOLD THROUGH LUMBER DEALERS 


For further information write the mill nearest you 


BIRMINGHAM, ALA > 
BURBAMK, CALIF: 
OAcLAS. TERAS' 
DENVER, COLORADO; 

GRAND RAPIDS, MICH * 
HOUSTON, TEMAS Fryer 
MEMPHIS, TERR. S 

WEW VORR, MW. V. Mtns 
SAW ANTONIO, TEXAS 55: 

SIOUX FALLS, S. OAK 
TORONTO, CANADA here 0 0, Ont 


erence S18 
Bendy Hong Door Corp. Fort Worth 2, Texas 
"1 ma 080 UY 5 fal OFF 
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Predicts 75% 
Will Own Homes 


Three out of four U. S. families 
will be home owners at the end of 
the next 15 years, if recent trends 
continue, Donald E. Ryan, vice 
president in charge of mortgage 
operations for Investors Diversi- 
fied Services, Inc., Minneapolis, pre- 
dicted in a year end statement. 

Since 1940, Ryan estimated, an 
average of more than 928,000 
households per year have’ been 
added to the total number of home 
owners in the United States. This 
trend has boosted the total num- 
ber of home owning households at 
an annual average rate of 1.2% 
per year, with the result that about 
58° of the country’s 46,000,000 
households are now home-owning 
families, while about 42% are ten- 
ants, whereas in 1940 only 43.6% 
of occupied dwelling units were 
owned and 56.4% were rented. 

Ryan, whose company is one of 
the nation’s largest home con- 
struction lending institutions, 
pointed out that even if the rate 
of new family formation slows 
down in the next 15 years, the 
huge number of antiquated dwell- 
ing units will exert a strong in- 
fluence upon the trend toward home 
ownership. 

“More than 46° of our urban 
dwelling units are now more than 
33 years old,” he said. ‘Needed 
replacement of these 13,000,000 or 
more antiquated housing units 
should make for a high level of 
residential construction for many 
years.” 


| THE COST OF BUILDING A HOUSE 


St. Regis Leases 
Georgia Timberland 


St. Regis Paper Company an- 
nounces the acquisition of forest 
management and timber cutting 
rights for a period of 60 years on a 
tract of 34,200 acres of long leaf 
and slash pine in Worth and Turner 
counties, Georgia, through an 
agreement with the Aultman fam- 
ily of Warwick, Georgia. 

The Aultman tract, located in the 
upper coastal plain of Georgia, ap- 
proximately 150 miles northwest of 
the new St. Regis kraft pulp, paper 
and board mill at Jacksonville, 
Florida, is in an area that includes 
some of the finest timber producing 
land in the Southeastern United 
States. 

As a result of this addition to 
its raw material resources, the 
company now has over 600,000 
acres of woodlands owned or under 
long-term management leases in the 
south, of which around 300,000 
acres are within a radius of 100 
miles of the new Jacksonville mill. 
Wood from the Aultman tract can 
be shipped to Jacksonville, the com- 
pany states, by the Southern Rail- 
way and the Seaboard Air Line 
Railroad. 

St. Regis announces that it plans 
to plant two million slash pine seed- 
lings annually during the first seven 
years of management. 

The company has long-term man- 
agement and cutting rights on the 
Suwannee tract of 217,000 acres in 
Georgia and an area of 47,500 acres 
in Madison and Hamilton counties 
of Florida. 





RPGL = 
Cost of Building in Selected Years a House Which Cost $5,000 in 1913, Based Upon 
the Index of Construction Costs of the American Appraisal Company 





1913 


$10,850 








$10,000 $21,500 _ 








1950 








$25,000 
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Convention Dates 


FEBRUARY 


10-12, Illinois, Chicago, Sherman Ho- 
tel. 

17, Northern Indiana, Southern Mich- 
igan, Oliver Hotel, South Bend, Ind. 
17-19, Wisconsin, Milwaukee, Audi- 
torium. 

18-20, Virginia, Roanoke, Roanoke Ho 
tel. 

25-27, Nebraska, Omaha, City Audi- 
torium. 


MARCH 


3-4, N. Dakota, Fargo, City Audi- 
torium. 

3-5, Indiana, Indianapolis, Murat Tem- 
ple. 

5-7, Intermountain, Salt Lake City, 
Hotel Utah. 

11-12, Mississippi, Jackson, Heidel- 
berg Hotel. 

11-13, Iowa, Des Moines, Iowa Ex- 
hibitor’s Building. 

17-19, Carolina, Asheville, N. C., Mu- 
nicipal Auditorium, Battery Park & 
Vanderbilt Hotels. 

18-19, Louisiana, New Orleans, Jung 
Hotel. 

24-26, Tennessee, Galtenburg, no ex 
hibits. 

25-27, Independent, Minneapolis, Rad- 
isson. 

26-28, N. Jersey, Atlantic City, Hotel 
Claridge, no exhibits. 

30-31, April 1, Georgia, Augusta, Bon 
Air Hotel, no exhibits. 


APRIL 


7-9, S. California, Los Angeles, Stat- 
ler Hotel. 

8-9, Arkansas, Little Rock, Hotel 
Marion. 

13-15, N. California, Yosemite Na 
tional Park, Ahwahnee Hotel 

15-16, S. Dakota, Sioux Falls, Coli 
seum. 

16-18, Florida, Miami Beach, Sherry 
Frontenac & Monte Carlo Hotels. 
19-21, Texas, Galveston, Municipal 
Pier. 


MAY 


14-16, Arizona, Grand Canyon Park, 
El Tovar & Bright Angel Lodge. 
































“Could I ask a teeny-weeny favor?” 
Courte LIL-AD FEATURES, Santa 
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All of the frame homes in the nauonally-known 
Park Forest, Illinois Community Development are 
equipped with Dura-seal Combination Metal 
Weatherstrip and Sash Balance. And this — 
visual feature helps these homes sell themselves! 
With Dura-seal, windows open and close easily 
and smoothly with finger-tip control. Four spring 
balances (enclosed in metal housings) are aoe 
each window to assure true balance. Dura-seal’s 
complete weatherstripping saves 20% to 40% in fuel and 
prevents drafts and dirt from entering. It is cut to the 
pitch of the sill—providing an attractive and 
efficient window. It is self-adjusting and assures 
trouble-free operation for the life of the building! 
These are a few of the reasons why Dura-seal is a 
favorite with thousands of builders and architects. 
Be sure to look into Dura-seal nou see your 
sash and door jobber! 


ZEGERS Incorporated 
8090 South Chicago Avenue, Chicago 17, Illinois 


47 ZEGERS 
cacuntl one =. = CM bie tte 


a 
member woot a desirable 


flexibility which maintains 4 Combination 


surface, pro 
eal and smooth . 

— cqorelion even when Metal Weatherstrip 

the sh expands of contracts Sash Balance 

due to changeable atmospheric 

conditions. 








Residence of Mr. & Mrs. Charles Camalier, Jr., Bethesda, Md., roofed 
with “Century” No. 5 Red Asbestos-Cement Shingles. Architect: J. Lee Lane. 


Further proof that K&M shingles 
have what builders and owners want 









18 








The owner of the fine house pictured 
above has built more than 500 units in 
the area around Washington, D.C. When 
he built his own home, he specified a roof 
of Century” asbestos-cement shingles 
the same roofing that had more than 
proved itself in his business 


Hundreds of other builders and con 
tractors have endorsed Century" asbestos 
cement shingles with similar confidence 
There are many good reasons for this 
widespread approval 


First, builders have found a “Century” 
asbestos shingle roof is an economical 
roof—easily applied, large size units, with 
a minimum number of shingles to a square. 


Second, they know this roof has great 
appeal to home buyers. There are several 


KEASBEY & MATTISON 


COMPANY «+ AMBLER 


attractive permanent colors among three 
shingle styles. ““Century’’ shingles won't 
burn, rot, or rust, and they are impervious 
to rodents or termites 


You can boost your roofing and siding 
sales by offering your customers the 
builder-approved, buyer-approved line of 
“Century” asbestos-cement shingles 
You'll find your selling job ts 
easier, because “Century” shingles are 
nationally advertised in Better Homes G 
Gardens, Country Gentleman, Successful 
Farming, Progressive Farmer, American 
Builder, Practical Builder, National 
Roofer, American Roofer, House & Home, 
and Sweet's Architectural File. 


Ask your K&M _ = adistrthutor for furthe a) 
information, or write directly to us 





* PENNSYLVANIA 


America’s First Maker of Asbestos-Cement Shingles 
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HE'S LOOKING FOR MR. SHORT 















































Will he find him at your address 


—oddiseratt — 





RODDIS PLYWOOD CORPORATION 
Marshfield, Wisconsin 


NATIONWIDE KoDdDisrraft WAREHOUSE SERVICE 


Cambridge 39, Mass. 229 Vassar St 
Charlotte 6, N. C 123 E. 27thm St 
Chicago 372,11! 3865 W. 41st St 
Cincinnati 4, Ohio 836 Depot St 
Cleveland 4, Ohio 2717 E. 75th St 
Dallas 10, Texas 2800 Medill St 
Detroit 14, Mich. 11855 E. Jefferson St 
Houston 10, Texas 2425 Sabine St 
Kansas City 3, Kan. 35 Southwest Bivd 


Los Angeles 58,Calif., 2620E.VernonAve. 


Louisville 10, Ky. 1201-5 S. 15th St 


Son Leandro, Cal. 


Marshfield, Wis 115 S. Palmetto St. 
Miami 38, Fila 255-315 N.E. 73rd St. 
Milwaukee 8, Wis 460! W. Stote St 
New Hyde Park, L. I., N.Y 

1756 Plaza Ave 
New York 55, N. Y. 920 E. 149th St. 
Port Nework 5, N. J 103 Marsh St. 
Philadelphia 34, Pa., Richmond & Tioga St 
St. Lovis 16, Mo 3344 Morgunford Road 
San Antonio 6, Texas 727 N. Cherry St 
San Francisco 24, Cal., 345 Williams Ave 

720 Williams St 











Buitpinc Propucts MERCHANDISER 


Yes—thousands of home craftsmen are 

looking for short sizes in hardwood ply- 
wood, Many home modernization and other 
home craftsmen’s projeets can be done better, 
cheaper, and with less cuttir 
lengths under 8 feet. 


ig with plywood 

You can buy short sizes in hardwood ply- 
wood for less. You can pass these savings on 
to your customers — build a big business with 
home craftsmen. 

Its a multi-million dollar business immune 
from the fluctuations of the building cycle. 
Now is the time to insure a steady home crafts- 
men’s business. 

Get a reputation with a few home craftsmen 
for filling their needs, and you will become 
headquarters for all home craftsmen’s needs. 

Get complete information from your nearest 
Roddiscraft warehouse. 
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Hammer home the advantages of this 


New Siri-COLOR 


--.in Flintkote Sidings for 1953 


WEATHERED WHITE « 
...with embossed striated 
surface texture... 

gives your customers 
wonderful single or 
combination color effects! 


tt 
Brews 








De ees Reed en 
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Stock up now ... so you'll be ready for 
the first call of spring. 














SLT ENS IE 


Home owners, contractors and dealers 
will love WeaTHEeRED Wurre which has 
just been added to Flintkote’s beauti- 
ful and already very popular line of 

FOR MODERNIZING S C ‘A | ini . Canes Gitte 

EXISTING HOUSES SOTRI-CCOLOR sbestos-Cement . " ngs, 
the sidings that made such a hit last 
vear. 


“ 
































Flintkote Stri-Color Sidings are per- 


fect for modern new construction... 
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or for modernizing existing houses. 








Use them for mono-color jobs, for two- 
tone effects, or in combination with 
stone, stucco, brick, ete. 


















































Stri-Color Sidings ... protected by 
Flintkote water-repellent, stain-resist- 
ant Dura-SHiELp* FINisH won't rot or 
burn. 


Stock up now! 
Tue Funtrkore Company, Building 


Materials Division, 30 Rockefeller 
Plaza, New York 20, N. Y. 
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Unwelcomed eyes can't see what's stored in the garage 
when a ponel of glass block is used instead of windows 


A better way to make garages lighter and private 


O' rSIDERS CAN NEVER TELL what's 
inside a garage that has panels of 
Insulux Glass Block® 


dows 


instead of win- 
That's just one of the benefits 
that Insulux panels bring to any building, 
new or old 


Insulux blocks sight lets in all 


the daylight. Insulux protects valuables 
stored inside a panel is exceptionally 
hard to break; makes a difficult entry 
for thieves. Insulux is maintenance-free 


because it Can't rust, rot or corrode 


you can be sure it will give a lifetime 
of trouble-free service. Insulux insulates 


cleans with an easy wipe 


Glass blocks are noncritical and im 


mediately available in quantity. Instal 


lation is simple and quick in new 
homes or old requires only ordinary 


mason’'s tools 


often 
Home 


ap} lications are practi illy limitless 


One glass block installation 


points the way to other jobs 


Kitchen, bathroom, basement—to name 


just a few places—offer excellent oppor 
tunities for the installation of panels of 


glass bl € k 


Get all the 


many | rofitable glass block applic ations 


information about the 
you can find in the average home 
don't overlook this method for keeping 
your volume up in the face of increased 
rite Insulux Glass Block 
Division, Kimble Glass Company, Dept 
\L2, Box 1035, Toledo 1, Ohio 


com} etution 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio- 


Subsidiary of Owens-Illinois Glass Company 





pe NEW WOOD 


NORTH IDAHO 
ENGELMANN 
SPRUCE 








CLEAR 

STRAIGHT 

CONTROLLED MOISTURE 
LIGHT 

STRONG 


























All Spruce is not just Spruce. North Idaho 
Engelmann Spruce is a species in a class by 
itself. Your customers will be delighted with this 
handsome, durable, easy-to-work-and-finish wood 
which is ideally suited for both exterior and 


interior uses Available only from... 


D 
ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 ° TELETYPE SP. 105 © TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont 
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Why keep your paint sales under wraps when 
washable, one-coat Flatlux cam put you out in front 
and keep you there. Geared to your customer's 


year long, Flatlux will make your paint department 
produce as never before. And believe us, you'll 
feel the tremendous sales pull of wonderful 
Flatlux in a hurry. Go Flatlux today! 








needs and formulated to return top profits all’ 














THE PATTERSON-SARGENT COMPANY 
1325 East 38th Stree? 
Cleveland 14, Ohio 


I'd be interested in proof of how Flatlux can increase sales the very first ma 
a 


ee 


a 





“NOW...A Special Thi 


Sales Features 
Never Needs Waxing! 


The buffing action of walk 
ing feet improves appear- 
ance. Stays Pright with 
casional washing. 


Defies Destruction! 
Super-resistant to oils, fats, 
greases, even cleaning fluids 


and alkalies. 


Anti-Slip Surface! 


Safe to walk on, always. 


Maximum Wear! 


It’s the same material from 


1 Oc- 


thickness . . . 80 gage . . . for home 
installation. The “handy-man mar- 
ket” goes for this floor tile . .°. it 
handles easily, is easy to cut and is 
economical to buy. 

Cash in on this profitable source 
of business! Cash in on your cus- 
tomer’s confidence in the names 
B. F. Goodrich and Koroseal — their 


ickness 


fee The Do i Younseyy marker 
B. F. Goodrich Koroseal Floor 


Tile has been developed in a special 


assurance of dependability and 
quality. Cash in on the many sales- 
producing features in B. F. Good- 
rich Koroseal Floor Tile — each de- 
veloped and perfected through re- 
search by B. F. Goodrich the 
originators of flexible vinyl plastics. 
Send today for color chart and 
detailed information. Write Dept. 
L2, B. F. Goodrich Co., Flooring 
Division, Watertown 72, Mass. 





top to bottom no ¢ 
no lamination, 


oating, 





See the B. F. Goodrich Koroseal Floor Tile full-color, two-page adver- 
tisement in the February 7,1953 issue of The Saturday Evening Post. 


FLOORING PRobucr. 


VINYL PLASTIC TILE - 





RUBBER TILE ASPHALT TILE - RUBBER COVE BASE - ACCESSORIES 
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Cub-powered blade can clear 280 feet of 
snow a minute. The 4'4-foot hydraulically 
controlled blade makes quick work of grad- 
ing, leveling, filling mud holes. 


aS 


Cub-powered trailer gives you pull-power 


to haul heavy loads of coal, sand, cement, 
lumber, supplies and materials at speeds up 
to 644 mph. 


ee 


Cub-powered loader with hydraulic bucket 


lifts Mee poe loads 8 feet, 3 inches. Loader 
equipped with crane hoists 300-pound loads 
to 12 feet, 8 inches. 





——— 


than with any other tractor 
at anywhere near the price! 


See how one man and a Cub tractor can do 
many of your power jobs—loading, conveying, 
sawing, carrying, hauling, grading, maintain- 
ing—in a fraction of the ¢éme...at a fraction 
of the cost! Think of all the other jobs you can 
handle with the Cub. Consider its low initial 
cost. Consider its operating economy—it uses 
only two quarts of fuel an hour. You'll see that, 
dollar for dollar, the versatile, thrifty Cub is 
your best power buy. 


Cub-powered trailer manuevers easily in small work areas, saving 
time and labor. 


Prove to yourself the Cub’s superiority on your 
job. Check the classified section of your phone book 
for the name of your International Harvester Dealer 
or District Office. Call today. Ask for a free Cub 
demonstration on your job. See for yourself how a 
Cub can solve your power job problems... save 
you both time and money. 


If you live in or near Chicago, call C. A. Mertz, ANdover 
3-4200; in New York, call H. F. Burton, MUrray Hill 6-3438. 


INTERNATIONAL 
HARVESTER 


International Harvester products pay for themselves in use—McCormick Farm 
Equipment and Farmall Tractors Motor Trucks Crawler Tractors and Power 
Units .. . Refrigerators and Freezers—Genera!l Office, Chicago 1, Iilinois 


Cub-powered conveyor gives you a mobile, labor-saving unit for 
loading trucks, piling coal, sand, bricks, gravel, elevating concrete, 
handling bagged or baled materials. 


MAIL COUPON TODAY for free Cub literature. 


(ee 


International Harvester Co., 
P. O. Box 7333, Dept. Al, Chicago 80, Ill. 


Please send me information telling how the Cub has solved power job 


problems for businesses like mine 
Name 


Address 
. e 4 * ee. : ~ _. A abs E 4 a a 
Cub-powered Carry-Lift gives you thrifty power to make quick 
work of moving materials and supplies. Hydraulic Touch-Control 
lowers, raises platform for easy loading and fast transport. 


My business is 


Se ieee | 


ie as saath aah nm alia tae ea 
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| 
| 
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Plasterers and lathers 


prefer Keymceak, 


galvanized reinforcing 


IT STOPS PLASTER CRACKS BEFORE THEY START... 
THAT'S WHY PLASTERERS AND LATHERS USE IT FOR 
OVER-ALL UNIT REINFORCING OF PLASTER... AND, 
THAT'S WHY YOU CAN SELL MORE KEYMESH FOR 
THIS PURPOSE. Unit reinforcing is accomplished 
by applying Keymesh over an entire room area so 
that the finished plaster becomes a complete, un- 
broken, strongly reinforced unit. This unit rein- 
forcing with Keymesh distributes stresses and 
strains evenly, prevents plaster cracks, and per- 
mits a wider variety of interior design and con- 
struction possibilities for commercial and residen- 
tial buildings, and private homes. 


Keymesh goes into place flat and laps without 
bulges. The open-mesh design permits quick, easy 
troweling. Keymesh has no jagged edges to tear 
the hands. It’s flexible, too. It forms easily around 
corners and arched, curved or rectangular sur- 
faces. It cuts quickly to shape around windows 
and other openings. Keymesh is available in 150’ 
by 3’ or 4’ rolls, 18 or 20 gauge, galvanized 
hexagon 1” mesh steel wire fabric. Other widths 
and gauges available. 


The ‘Keystone System”’ outlines a fast, practical 
method for unit reinforcing over-all interior plaster 
with Keymesh. Write for your copies of the 
“Keystone System,”’ today. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, lilinois 


KEYMESH - KEYMESH-KORNER «+ KEYSTONE TIE WIRE ¢ NAILS 
NON-CLIMBABLE FENCE - KEYSTONE ORNAMENTAL FENCE WELDED FABRIC 
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18,000 ibs. on rear axle 
with a 3 yd. payload 


Legal for single axle trucks 


For single axle trucks, this “MIX PLUS” model adds 
important 1953 improvements to the fast-charging, 


fast-discharging,-dual-mixing Jaeger design. 


Perfected “Comatic” hydraulically actuated trans- 
mission, improved transmission mounting and closer 
coupled intermediate drive insure no deflection over 
the roughest ground both on and off the road. Im- 
proved A frame and drum roller supports carry 
maximum drum loads. 


Open end loader with improved “Back-Away” gate 


closes the lower half of drum opening to prevent 


THE JAEGER MACHINE 


cement blow-back and water spillage when charging, 
and loss of concrete when climbing grades. Backs 
away instantly and completely from the drum for 
unimpeded discharge. Sealed end loader also avail- 
able, if desired. 


“Dual Mix” drum produces higher strength concrete 
because of correct diameter-to-length ratio, continu- 
ous spiral mixing blades and exclusive throw-back 
blades. Built for 8 to 10 years service compared with 
the 4 to 5 years life of cheaply built mixers. 


See your Jaeger distributor for complete information 
or write us direct. 


COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


Buitoinc Propucts MERCHANDISER 


World’s Largest Builders of Truck Mixers, Agitators * Pumps * Compressors * Concrete Mixers * Paving Machinery 
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Acme Steel Strappin 
insures ham 


Saves time and money on shipments anywhere! 


‘ 3 ~ : 
SAFE ARRIVAL ON THE ROOF OF THE WORLD. A load of lumber held secure 
and safe with quickly applied bands of Acme Steel strapping is about to be 
dropped on a high mountain pass for a new construction base—part of the 
Aluminum Company of Canada’s Project British Columbia, world’s greatest 
aluminum-hydroelectric development, under construction 400 miles up Can- 
ada’s Pacific Coast. 


se . 


| ee . " 
ee 2 ears eee 
You may think that pioneering on the roof of the world is a far A FLEET OF 8 HELICOPTERS makes as many 
. fro r evervd: life And hile da a ad f as a hundred round trips a day to moun- 
cry from your everyday ife nd while goods dropped from tain-top bese, fying meat, milk, feel and 
helicopters need the protection of Acme Steel strapping, what has machinery all bound with Acme Steel 
that to do with you? strapping. In six months of these moun- 

‘ ; tain ‘copter lifts, not a single dropped load 

The fact is, Acme Steel strapping helps insure safe arrival of was broken! 


anything, anywhere, anytime. Cuts packing and shipping costs, 
too—saves real money for shippers. 


More and more shippers have found this to be true. For specific 
examples, write to Acme Steel Products Division, Dept AL-23. 


act STEEL Co 
ccaee 


ACME STEEL COMPANY 


2808 Archer Avenue, Chicago 8, Illinois 
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Swingin’ on the Gate 


2,400 pounds of Jeep and People hang from a 42 pound gate! IMPOSSIBLE?, NO!, 
WHY? It’s an ALPRODCO, tempered ALUMINUM “Life-Time” gate. Bull-strong, Light 
and Beautiful. Sizes four to sixteen feet ready to hang. Also made of galvanized 
Spring-steel. 


The Farmer is Ready to Buy! Be Ready to Sell! 


FOR COMPLETE DESCRIPTION AND Prices Write the Factory 
wil™ ge Nearest You 


hers: ALPRODCO, INC. 
anc 
MINERAL WELL, TEXAS 
ALPRODCO, INC. 
KEMPTON, INDIANA 
ALPRODCO, INC. 
DUBLIN, GEORGIA 
ARMSTRONG PRODUCTS, INC. 
BOX 437, ONTARIO, CALIF. 
ATLANTIC ALUMINUM CO. 
WAYNESBORO, VA. 
CARTWRIGHT COMPANY 
COLLIERVILLE, TENN. 
HENRY FIELDS ALUMINUM 
PRODUCTS 
SHENANDOAH, IOWA 
WAYSIDE INDUSTRIES 
MENTOR, OHIO 
MARSHALL COMPANY 
4747 W. COLFAX, DENVER, COL. 
MARSHALL COMPANY 
ARLINGTON, NEBRASKA 


we oY 
pavertis© . culation aR 
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you'll be glad you DID 


OVER 400,000 
ALREADY IN USE 


poten: eo aaa 


— me, 
is tea 


w oe 


er same 





After frame is set plumb and 
true insert glass holder har- 
ness in place. 





Method of insertion of 
glass into glass holders 
showing glass length com- 
pensating spring. 


Metal Arts Manufacturing Co., Inc. 
P.O. Box 4144 Atlanta, Ga. 
Att’n: Dept. 400-J 
Please send me complete information on your CURV-TITE giass 
jalousie. 


Name: ——— 





Co. Name = 


St. Address: ___ 




















plete bly showing 
ease of installation of screens 
or storm sash. 





Simplification and labor saving dollars mean satisfied custom- 
ers and profit dollars for you. The CURV-TITE jalousie is as 
easy to install as any type of window made. Eighty-two billion 
dollars are spent in remodeling every year; this is your key 
to that potential market. Step by step illustrated instructions 
with every unit make it the builder’s dream. 


METAL ARTS MFG. CO., INC. 


P. O. BOX 4144 ATLANTA, GEORGIA 
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“SAIL Advertising brings customers in... 
SKIL Name sells Home Shop Tools!” 


says Stephen Biahut, 
proprietor, 
Wood Avenue Hardware Co. 
Linden, New Jersey 




















eerereree 


“I'm completely sold on the SKIL 
Home Shop Line,”’ says Mr. Blahut. 
“Why? Because so many of my 
customers are sold on SKIL quality, 
performance and completeness of 
line before they come into my 
store. Once they do come in— 
brought here by SKIL advertising 

the sale is half made. With such 


a complete line, SKIL retailers like 


me get extra profits selling tools 


ay 
’ AD 7% _ 


var 
STS - FARMERS « REPAIRMEN 





There are 16 Tools in The SKIL Home Shop Line ] 


... The Most Complete Line 


SKIL Home Shop Saw 


SKIL Home Shop Drill Kit 


SKIL Home Shop Belt Sander 


not found in competitive lines 
do a big volume in repeat tool 
sales and accessory sales. 

“The only kind of advertising 
that means anything to me,” this 
successful retailer concludes, ‘‘is 
the kind of advertising that rings 
up sales on my cash register. And 
that’s exactly what SKIL Home 
Shop ads do!” 

Are you getting your share? 


HOME 


SKIL 


TOOLS 


SKIL Products are made only by SKIL Corporation 
formerly SKILSAW, INC 
5033 Elstan Avenue, Chicago 30, Illinois 
Skilsaw Factory Branches in 34 Principal Cities 
In Canada: Skiltools, Utd 
3601 Dundas Street West, Toronto 9, Ont 


FOR COMPLETE INFORMATION ABOUT THE SKIL HOME SHOP LINE, GET IN TOUCH WITH YOUR SKIL WHOLESALER NOW 


BuitpiInc Propucts MERCHANDISER 
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QUAKER STATE Metal. COMPANY 


(Successor to NEW HOLLAND METALS COMPANY) 


NEW CROSS CRINMAPED 


ia” sera OY einer a A L U M ! cS U M 
1%'" corrugoted, 5-V crimp and 


othe roofing with 
Mh yy built-in 
yp Uf 
Nyy Mig SALES ADVANTAGES 


Wi 






















“yy, By, ’ 





Two sections of 1%'' corrugated, 
placed one on top of the other, 
illustrate the lack of unsightly end 
and side laps. 





*Extra Strength —*No Sun-Glare—*No Unsightly Side or 


Remember End Laps. Because of the important advantages of Quaker 
i I L x 
Quaker State Metals Company State Cross Crimped Aluminum Roofing, every one of your 
manufactures profitable sales of this better material builds greater cus- 
tomer satisfaction. Quaker State Cross Crimped Aluminum 
@ Plain or Cross Crimped Aluminum Roofing has 
Roofing and Siding. S Peas 
@ Aluminum Neils, Ridge Rell and EXTRA STRENGTH — approximately 28% more rigid than 
Roofing Accessories. : . ’ 
ordinary aluminum of the same gauge. 
© Aluminum Flashing, Roll Valley , 
@ Heavy Aluminum Industrial Roof- LESS SUN-GLARE—cross crimping breaks up the glare yet 


ing and Siding. the roofing still reflects up to 95% of the heat—keeps building 


up to 20° cooler. 


Aluminum Gutter and Down Spouting. 


@ Aluminum Elbows, Mitres and Rain NICICLITE Yc . Ry . : . 
Cervying Equipment. NO UNSIGHTLY SIDE OR END LAPS—cross crimping 
6 Aletta Reecttes Wein. eliminates visible seams and overlapping. 











Also available in Plain Mill Finish. 


Make QSM your HQ for aluminum! 


Write today for full information, delivery and prices. 


QUAKER STATE Metal. COMPANY 


Mountville, Pennsylvania 
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NEW 


TRANSPORTATION 


IDEAS 


LOW-BED WHITE Ideal Unit for Glass 
The WHITE MOTOR Company Transport for Max Balik’s Son, Inc. 


; NEW YORK—Transporting glass in large cases is one of 
Cleveland l, Ohio the very spocielisah sae which the White 3000 does in 
grand shape, according to reports from Max Balik’s Son, 
Inc. The story goes back to 1926, when this progressive 
firm first started its search for a “low-bed” truck ideal 
for this work. 

The first Model 3015 put into this service led to three 
more. When the need came for larger truck for box glass, 
a Model 3026 was the answer because of its low level, 
plus the other exclusive White 3000 features. 








TWICE AS MANY LOADS PER DAY 
FOR MERRY BROS. WITH WHITE 3000 


AUGUSTA, GA.-- This White 3020 has a payload of 3000 
bricks. Operated with a special hydraulic device for load- 
ing and unloading, it doubled local deliveries and saved 
a helper for Merry Bros. Brick & Tile Co. The White is 
ideal for this service, teamed with modern materials 
handling methods, because of its excellent maneuver- 
ability, visibility and driving ease. This company has 
six Whites on local delivery and eight tractors on 
long-distance hauling. 





White 3000 is Salesman 
on Wheels for 
MOLONEY DOOR COMPANY 


CLEVELAND — Here’s a case where pay- 
load advantages of the White 3000 
tractor are almost matched by the hand- 
some appearance of this modern unit. 
The White will pull a 35-ft. trailer and 
stay within the 45 ft. overall length lim- 
it, so deliveries can be stepped up with 
increased carrying capacity. Moloney 
Doors, however, consider this unit a 
rolling billboard advertising their mod- 
ern product. It’s an important extra! 


SEE YOUR WHITE REPRESENTATIVE FOR FACTS ABOUT THE 
ADVANTAGES OF WHITE SPECIALIZED DESIGN FOR YOUR APPLICATIONS 








There's 
no substitute (4a 


for Opal! (Fy 


For the biggest profits ever, stock the finest wire screen! Galvanized 
Opal’s exclusive Multi-Strand edge lies flat, fits smoothly. Its long-wearing, precision- 
made, uniform mesh will satisfy your most particular customer. For the 
three-way parlay that always pays off, you can’t beat Opal Steel, 
Aldura Aluminum and Liberty Bronze. 


NEW YORK WIRE CLOTH 
COMPANY 


3 Park Street, New Canaan, Conn. 
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This TTT will build 
averl bigger demand for fence posts 


pressure-creosoted 
with 
USS Creosote Oil 


ARMERS will find just the information they’ve been 

looking for in this new guide. It describes in full 
detail approved methods of fence construction using 
pressure-creosoted wood posts as recommended by lead- 
ing agricultural authorities. 


And—most important to you—it recommends that 
wood fence posts should be pressure-creosoted for maxi- 
mum economy and not set in the ground untreated. 


This guide is another part of the big promotion pro- 
gram that United States Steel is conducting to help 
dealers sell more pressure-creosoted posts. Extensive 
advertising in leading farm magazines has been telling 
farmers about the savings that are possible when wood 
posts are pressure-creosoted with U’S'S Creosote Oil. 
And now, this new guide, ‘“‘Fences That Pay,”’ is being 
offered to farmers to assist them with their fencing. 


It will pay you to look over this guide. See how it 
can fit into your fence sales program. Just fill out and 
mail the card below to order your sample copy and to 
inquire about a pressure-creosoted post dealership. 


MAIL THIS CARD TODAY—NO STAMP NEEDED! 


United States Steel Corporation 

Room 2809-U, 525 William Penn Place 

Pittsburgh 30, Pennsylvania 

PLEASE SEND ME A SAMPLE OF YOUR NEW GUIDE, 

“FENCES THAT PAY.” 

[] I’m presently handling pressure-creosoted fence posts. My 
supplier is 

[] I’m interested in handling pressure-creosoted fence posts. 


Please send me more information and put me in touch with 
pressure-treaters who produce this product. 


Name 


CREOSOTE : ; eee 
: rity 


State 












Don't pass up this opportunity 
to build volume and profits in 


PRESSURE-CREOSOTED 
FENCE POSTS 











FIRST CLASS 


Permit No. 3117 
(SEC. 34.9 P.L.&R.) 


Pittsburgh, Pa. 




















BUSINESS REPLY CARD 


No Postage Stomp Necessary If Mailad in the United States 





— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2809-U, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 
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wave Hardware Week, 


rour HIGH-PROFIT WEEK 











MODEL 1440-GDK 


@ RUGGED, POWERFUL pistol-grip 
drill with gear-type chuck. Special-duty 
design for ample power. Ball thrust bearing 
tokes drilling load. Forced ventilation for mixing. 
cool running. 


@ DRILL SAW attachment cuts up to 1” 


GEAR-TYPE CHUCK 


rm = SAW KIT ‘in iiaiida 


PET is the fastest-growing name in power-tools 
today. That’s because this line gives the buyer top 
quality at the right price. To you, the retailer, that 
spells top turnover. 

Shown here are three typical examples of PET 
power-tool value. These are special-duty tools— 


BACKED WITH NATIONAL ADVERTISING 
Speatheaded by the POS’ T 





BUILDING 


Propucts MERCHANDISER 


deep. Adjustable for angles from 90° to 45°. 





wove. uso-6 24 ELECTRIC DRILL 


SAW-TYPE GRIP and a gear- 
type chuck. Identical with Model 1440-G 
in all other quality features. 


$2495 RETAIL ZA oA, 


MODEL 1440-6 1,” ELECTRIC DRILL 


PISTOL-GRIP and gear-type chuck. 
Special-duty design for ample power. 
Ball thrust bearing takes drilling load. 
All others are oversize, oil- 
retaining bronze 

bearings. Forced 

ventilation 

for cool op- 


hand-type chuck 


@ COMPLETE SET of attachments for $ 95 
grinding, sanding, polishing, buffing, paint 


retail RETAIL 


@ DURABLE ‘'HIP-ROOF'’' TOOL 
CASE of quality, all-metal construction. 


rugged, sturdy, first-quality throughout. Yes, and at 
standard, value-giving prices. 

Feature these PET power tools during IRHA’s 
great national merchandising event. Do that and 
you'll go a long way toward making Hardware Week 
your High-Profit Week! 


PORTABLE ELECTRIC TOOLS, INC. 


320 W. 83rd St., Chicago 20, Ill. AL-23 


in Canada: Portable Electric Tools, lid 


452 Birchmount Rd., Toronto 13, Ont 
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Choice of 4 complete 


wood window units... 
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FLEXIBLE is the word for the new 
Flexivent Window Unit, newest Andersen 
WINDOWALL. Ribbons, groups, stacks! 
Awning or hopper sash operation! 


— r — 


Versatile HEIVENT window—newest Andersen unit 


VERSATILE—You never saw a win- 


| dow with more uses than the new many uses ! 
JUST LOO K! Andersen Flexivent. Hundreds of com- 

















l binations possible from 9 sizes of units. 
F Outswinging R | B B 0 N S 
awning sash LOW IN COST—Simple hardware, 
sae, simplicity of design and simple opera- ° 
i tion on friction hinges have kept the 
L ; cost of Flexivent low. Fine for medium [=| STACKS 
SASH OPERATIONS 2.'™ir9in and low priced houses! 


* hopper sash = 








== ae 


HIGHLY WEATHERTIGHT-—Flexi- 
FROM JUST | vent is completely weatherstripped. 

Outside double glazing panel optional. = 
ONE UNIT! neon = =| —| 


«bats 


Nomeerneries. eam ...Or with other windows 

















—_ Se is Vee ae ae ee i 
ANDERSEN CASEMENT WINDOW 
UNITS—Many sizes, including picture 
window combinations. Two sash widths; 
2244” (illustrated) and 18”. One light, 
horizontal, or cut up glazing. 


i4 


TRADEMARK OF ANDERSEN 


RPORA 


Andersen WINDOWALLS are complete wood 
window units... carefully engineered and pre- 
cisely manufactured from beautiful insulating 
wood. Sold only through regular lumber and 
millwork channels. For specification data and 
details, see your millwork distributor or write 
Andersen Corporation. 


° 
Andersen Corporation BAYPORT © MINNESOTA © WINDOW SPECIALISTS FOR 50 YEARS 


ANDERSEN PRESSURE SEAL 
WINDOW UNITS have vertically 
sliding sash that lift right out for 
easy cleaning and painting. 


” 





ANDERSEN GLIDING WIN- 
DOW UNITS... Sash open easily 
from side to side in plastic tracks. 
Large sizes available. Picture win- 
dow effect with operating sash! 











































































































Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 


manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements 


The M. B. Farrin Lbr. Co... . Cincinnati, Ohio 
Kila-Dried and Air- = gl a achian Hardwoods. 


“Century” 
aple Flooring. 


*M. E. Crisp Lbr. Co 


West Virginia and Kent Appalachian Hardwoods, Oak. 
Popler. Beech, Maple, Ash ickory. Chestnut and other bard 
woods. Al) facilities. 


Welch, W. Va. 


*Cherry River Boom&Lbr.Co.,Richwood,W.Va. 


Appalachian Hardwoods. Flooring, Mesing Mill Products. 
Glued Dimension 


*Bemis Hardwood Lbr. Co., Robbinsville, N.C. 


Hemlock, Hardwoods, Flooring, Dimension 


D. D. Brown .. Elkins, W. Va. 


Mires. Band and Circular Sawn West Vi ia Appalachian 
Hardwoodsa—Kiln-Drying and tiepiee ll Facilities. 
Establisned 1880 1880 


*Meadow River Lbr. Co.....Rainelle, W. Va. 


Manutacturers of West Virginia Hardwood Products. 


*Wood-Mosaic Co., Inc.......Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring Lumber. 
Veneers, Dimensi 


*McCracken & McCall, Inc...Lexington, Ky. 


Aepclaction Beséweets POPLAR eye SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, O. 
Mills at Combs. Ky. and West Irvine. Ky. 
Complete Line of Appalac Se Seeenss. Maple and Oak 
coring 


*J. P. Hamer Lbr. Co. Kenova, W. Va. 
anufacturers 


M 
Appalachian Hardwood Lumber 


*The Mower Lbr. Co... 


*Christian Lumber Co Monticello, Ky. 


A lachian Hardwoods Exclusively 
pping Point: Burnside. Kentucky 


. Charleston, W. Va. 


West Virginia Hardwoods, Ploorin Glued-up Dimension. 
Dry Kiln and pianiog mill facilities. Valle: © re. roeneee Dailey. 
n. Colcord & Pettus, W. 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc, 
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TEMLOK® 
BOARDS 


Insulation and wall 
boards 4x6’, 7’, 
YF, , ee 
Thicknesses: 3%", 2”. 
Colors: Ivory and 
Light Ivory. 


TEMLOK 
PLANK 


A handsome inte- 
rior finish. 8”, 12”, 
16” x8' and 12’. 
Thickness: 2°. Lok- 
Bevel Joint. Color: 
Suntan Blend. 


TEMLOK 
TILE 


A decorative fiber- 
board ceiling finish. 
2° 22”, Ts 
24”, 16" x 16”, 16” 
x32”. Thickness 
V2’ Lok-Bevel 
Joint. Light Ivory 
or Snow White. 


PERFORATED 
TEMLOK TILE 


A fiberboard, sound 
absorbing ceiling 
tile. 12” x 12”, 16” 
x 16”. Thickness: 
9 Lok-Bevel 
Joint. Light Ivory 
or Snow White. 


CUSHIONTONE® 


A highly efficient 
fiberboard acous- 
tical tile. 12” x 12” 
x". Beveled 
edge. Two-coat 
washable white 
paint finish. 


HARDBOARDS 


Patterned, tem- 
pered, untempered, 
and plain panels in 
a variety of sizes 
and thicknesses. 


Stock and sell 


the ARMSTRONG LINE 
of BUILDING MATERIALS 


Available from an Armstrong wholesaler near you 


INSULATING 
wool 


Enclosed Roll 
Blankets 
Enclosed Batts 
Utility Batts 
Pouring Wool 
Perimeter Insulation 


TEMLOK 
SHEATHING 


An asphalt-impreg 
nated sheathing for 
bracing strength 
and insulation. 2’ 
x 8’, 4° x8, 4 x 9, 
49" and 55,” thick. 


TEMLOK 
LATH 


Provides an efficient 
plaster base. 18” x 
48”. Thickness: '2”. 
Screen surface. 
Shiplapped edges 
with scoop bevel on 
four sides. 


M.67* 
MONOWALL® 


A decorative panel- 
board with a tough 
plastic finish. Three 
designs, 27 color 
combinations. 4’ x 
fr, &, #,.%, 
12’. Thickness: 44)”. 
* T.M. applied for. 


For further information on the entire line ARMSTRONG’S 
of Armstrong’s Building Materials, see your 
Armstrong wholesaler or write to Armstrong 


cork Company, 4702 Ocean Avenue, tonconter,tc, DUILDING MATERIALS 


BuimpInNG Propucts MERCHANDISER 


4] 





FOR TODAY’S LOW-COST HOUSING 


the Preference ig for OAK: FLOORING 


You can count on Oak Flooring as a steady 
profit-producer. Although architectural 
styles change radically and homes in differ- 
ent price ranges move in varying volume, the 
big demand is for Oak Flooring. 

In low-cost homes, Oak Flooring is being 
laid over concrete slabs by an FHA-approved 
method. And for the top-priced homes, Oak 
is the preferred flooring for living rooms, 
dining rooms and bedrooms. 


Home buyers demand Oak Flooring—men 


Overwhelming Preference. 


* ARCHITECTS 80% 
* CONTRACTORS 88% 


...SAY DEALERS 


because of its durability-women because 
of its long-lasting beauty. So, whether you 
figure the cost of Oak Flooring by the 
board foot or by the square yard, it gives 
the builder and the home buyer more value 
for the dollar. 


Promote Oak Flooring and enjoy the extra 
income from this year-in, year-out profit- 
producer. 

National Oak Flooring Manufacturers’ Asso- 
ciation, Sterick Bldg., Memphis 3, Tennessee. 


oe .. eee 


OA KG Dimmencion 


* REAL ESTATE AGENTS 96% 
* FUTURE HOME OWNERS 83% 
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The National Gypsum Company Creed 


These are the business tenets to which we subscribe, 


and which will guide us during 1953, and in the years ahead. 


W; will make each Gold Bond Product equal to or better than the best 


We will produce it at a cost as low as the most efficient, and sell it at no higher price. 


We will hold a good customer as our most valued asset. We will 


earn his loyalty by helping him sell at a profit. We will keep his loyalty by 


fulfilling our commitments, however costly; by early attending to his 


complaints, however small 


We will be consistent in our plan of distribution, the result of years 


of experience. We will advise the trade promptly and fully of any change in policy 


We will dedicate our efforts to producing and selling. Our research 


will vigorously pursue new ideas 


new products, improvements of existing 


products, and new ways to meet the needs of our customers 


We will continue the progress that has in the past attracted capable employees 


These employees w ill be advanced as they qualify, to permit a reserve of experienced 


people, seasoned in responsibilities, and ready for future management 


You'll build or 


remodel better with 


Propt Cre 


Gold Bond 


MERCHANDISER 


We believe in advertising as a vital 

force that can be made to create nation 
wide public acceptance of “Gold Bond‘ 
We will continue to use this force 
intelligently to help our customers increase 


the sale of each Gold Bond Produet 


A, — 


CHAIRMAN OF THE BOARD 
NATIONAL GYPSUM COMPANY 
BUFFALO 2, NEW YORK 





the most spectacular 


PROFIT- MAKING COMBINATION 


Super Kem-Tone 
The deluxe, latex-base wall paint 
that’s super washable and super 
durable. It’s ready to use and easy 
to apply. $5.19 a gallon retail, fair- 


traded to insure your profit. 


order now— FROM ANY OF THESE SEVEN 
LEADING PAINT COMPANIES OR YOUR KEM-PRODUCTS JOBBER: 


Acme Quality Paints, Inc. W. W. Lawrence & Co. The Lowe Brothers Co. John Lucas & Co., Inc. 
Detroit Pittsburgh Dayton Philadelphia 


The Martin-Senour Co. Rogers Paint Products, Inc. The Sherwin-Williams Co. 
Chicago Detroit Cleveland 
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IN PAINT RETAILING ! 


KEM-GLO The miracle alkyd 


enamel that gives walls and woodwork 
a finish that looks and washes like 
baked enamel. $2.49 a quart retail, 


f fair-traded to insure your profit. 


Kem-Tone The resin emulsion 
wall paint. It’s America’s top value 
in thrifty home beauty . . . con- 
sumer’s cost $2.73 a gallon when 
mixed, ready to apply. $4.10 a gal- 


lon retail, paste form. Fair-traded. 
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‘WHILE YOU HUNT RABBITS? 


Is it possible your present window business is 
“small game” compared to the sales you can set 
your sights for with 


THE WINDOW WOMEN WANT MOST? 


Auto-Lok is the window your builders need, too, because: 
Auto-Lok alone may change “FOR SALE” to “SOLD” 


wWwooD WINDOWS 





Today's unprecedented demand for ‘awning- 
type’’ windows is being felt by builders and 
dealers everywhere. And AUTO-LOK is the leader 
in the field. Never before has any window had so 
much influence over the quick sale of homes. Never 
before has any window offered owners so mary 
good features, with none of the disadvantages 
they've put up with in the past. 


AUTO-LOK WINDOWS reduce inventory prob- 
lems because they're quickly available direct 
from a jobber in your territory ...in the widest 
possible variety of sizes and combinations. They're 
delivered to you completely assembled ... easy 
to handle, easy to store. 








In hunting or business you can't afford to ignore 
big game. Put an AUTO-LOK demonstrator on 
your sales floor—now. You'll quickly see why 

TIGHTEST CLOSING WINDOWS EVER MADE! AUTO-LOK SELLS ON SIGHT. 


For name of your jobber and complete L D Sd A ¢ 
information, write: 


Box 4541, Dept. AL-2, Miami, Florida 


UDMAN LEADS THE woruonod IN winodow ENGINEERING 
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EDITORIAL 


The Mathematics of Pricing 


You may have to add 9% to your average mark-up 
on cost to secure an extra 4% Net Profit on Sales. 


Enough reports have reached us from dealers 
throughout the United States and Canada to in- 
dicate that the year end net profit results for 1952 
were disappointing to the “average” dealer. 


The typical dealer at the beginning of 1952 
aimed for an 8 to 10% net profit before taxes on 
a reasonable volume of sales. 


At the end of the year he found his sales 
volume quite satisfactory but he wound up the 
year with a net profit of 4 to 5% on sales before 
taxes instead of 8 to 10%. 


If we are correct in surmising that this situ- 
ation is quite prevalent it might be well to examine 
what happened to the carefully laid profit plans. 


Assuming that the average dealer’s expense 
was in the neighborhood of 21°% on sales, in set- 
ting up a pricing program for 1952 his planning 
was something like this: 

Cost of doing business 21% of sales 

Desired profit 8% of sales 


Gross Margin Needed 29° of sales 


To get 29° on sales he computed what mark- 
up was necessary in this manner: 
100 less 29 equals 71 
29 divided by 71 equals 40.8% (41% for 
easy figuring) 


He found he needed 41% mark-up on cost of 
goods to achieve a net profit (before taxes) of 8% 
on sales. 


He then established prices on his various items 
of merchandise to average 41°, mark-up and 29% 
gross profit on his total volume of sales. (Some 
items of course carried more than 41%, other 
items less, but the average mark-up aimed at was 
41%). 

Something went wrong. He aimed for 8% 
profit (B.T.). He priced for 8% net, but he got 
only 4%. What happened? In answering this, 
we put our finger on the Achilles heel of retailing, 
the net profit drains and leaks which shrink the 
net profit. These include, discounts to employees, 
sales to other dealers, wholesale sales, pilferage, 
breakage, grade depreciation, etc. 

But the most important single item of leakage 
was the times during the year when the price 
was shaved on this or that piece of business to 
meet competition. 


ING Propuc rs \IERCHANDISER 


Each time a piece of business was taken during 
the year at a concession from the normal mark-up 
—that concession—every penny of it—came right 
out of the Net Profit! 


What's to be done in 1953? The average dealer 
must meet certain competition during the year to 
protect his customers and their volume. He must 
compensate in his pricing structure for this 4% 
net profit drain as though it were a cost of doing 
business. 


Here is a vital secret of profitable retail pricing. 
In order to get an extra 4% net, your average 
mark-up on cost may have to be increased as 
much as 9%! 


Using the average dealers’ figures again, if he 
wants to compensate for this 4°7, net profit leak- 
age his computations for 1953 would look like this: 


Cost of doing business 21% of sales 
Net profit leakage 4% of sales 
Desired net profit 8% of sales 


Gross margin needed 33% of sales 
To get the desired 33°% gross margin he com- 
puted as follows:: 
100 less 33 equals 67 
33 divided by 67 equals 49.2% (50% for 
easy figuring) 


You will note to get 29% gross margin the 
mark-up on cost is 41°%-—~but to build this up to 
33°% and secure an extra 4% net profit, it is neces- 
sary to get a mark-up on cost of 50%—to get 
1 you must add 9! 


So, assuming he has a normal profit leakage 
of 4%, the average dealer with a cost of doing 
business of 21° must have an average mark-up 
of 50° on his cost of goods to achieve a net profit 
of 8% before taxes. And 8% net before taxes 
would seem to be little enough reward for the 
burden of running a retail building material busi- 
ness these days. 





Core Assembly 
starts bere. 


Wee encral Gobbee 


Buying a big stock of doors in order to earn a discount 


may prove a costly economy. But, when you use the 


General Jobber-Distribution plan, your door stock is 


“liquid”, with no capital tied up in slow moving sizes and 


styles. You make a positive profit on sales, 


instead of a speculative profit on purchasing. 


Ihe panels on General Gibraltar 
and Kentucky Colonel Doors re- 
main permanently parallel and flat 
because the core is the strongest 
cylindrical fibre support known to 
the industry. Inert 3” fibre rings are 
precisely spaced 1!/," apart, and the 
whole assembly is bonded with gen- 
erous spreads of highest grade 
glues, pressed under a half million 
pounds pressure. No wonder they 
withstand the thunderous tread of 
an elephant! 


Consider these other reasons for 
General quality: 

THE WORLD’S MOST BEAUTI- 
FUL DOORS—Premium door face 
panels are either one-piece or per- 
fectly matched for grain and color. 


MOISTURE CONTROL— Lumber 
is dried to a limit of 5 to 7% mois- 
ture in General’s own giant kilns. 
Secretly processed to relieve grain 


general door quality is an “inside job” 


stresses. Warpage is eliminated. 
THREE-PLY PANELS — 33!14% 
thicker than most door panels— 
made to rigid standards under our 
control. General’s huge veneer 
plants are devoted exclusively to 
General Door panels. 

HOT PLATE PRESSED — Glues 
are driven deep into panels, frames 
and cores with more than a half 
million pounds pressure, and then 
set by heat for all time. 

BELT SANDING—Finished on the 
most modern double belt sanders, 
for satin-smooth, flawless surfaces. 


From log to veneer .. . from panel 
to finished door . . . every step in 
the manufacture of General Doors 
is quality-controlled and inspected. 
General’s extensive facilities are 
your positive assurance of uniform 
satisfaction — year after year — for 
you and your customer. 


GENERAL PLYWOOD CORFORATION 


LOUISVILLE 12, KENTUCKY 


The doors that pass the "Elephant Test” 
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American Lumberman’s new service will give 
bed 


New Advertising Service for Dealers 


your newspaper advertising and direct mail more sales 


punch. 


Read the details of this practical plan w'v'ch 
p p 


includes everything needed for a hard-hitting news- 


paper advertising campaign. 


In this issue American Lumber- 
man introduces the ADviser, an 
exclusive feature which sets a new 
high standard of subscriber serv- 
ice by a business publication. The 
ADviser is a practical plan of ad- 
vertising aid for building material 
dealers that offers timely sugges- 
tions and a complete series of 
specially produced mat _illustra- 
tions to help our readers prepare 
attractive, effective newspaper ads, 
direct mail, handbills and other 
printed materials. 

The ADviser plan was conceived 
after a long study of dealer ad- 
vertising. The rapid growth of 
the modern building material de- 
partment store in recent years has 
created the competitive necessity 
for aggressive local advertising 
that holds and stimulates store 
traffic. Many dealers are already 


doing an effective advertising job 
that compares favorably with the 
best retail advertising in other 
fields. The majority, however, are 
handicapped by budget limitations, 
the high cost of original art and 
plates and the lack of a _ steady 
supply of suitable illustrations that 
can be used in ads of any size and 
style. The purpose of the ADviser 
plan is to help overcome these 
problems. 

Mats will be offered at the low 
price of $3.95 per page—a small 
fraction of the cost of producing 
the original art and engravings. 
Each page contains a heading il- 
lustration and many small mats on 
individual proudcts. A _ different 
mat page will be featured in each 
issue of the American Lumberman 

The ADviser plan will be espe- 
cially helpful in meeting the coun- 





Frequency — every issue of 
American Lumberman will feature 
ten to twelve mat illustrations of 
different products and projects. 


Flexibility — mats are readily 
used for any size advertisement 
from one column to a full page. 
They are ideal for multi-item ads 
that are now proving so success- 
ful with many dealers. Mats may 
be combined easily with manufac- 
turer’s materials. 


Copy and layout—each issue will 
give suggestions showing how ads 
of various sizes may be laid out 
using ADviser mats. Copy sugges- 
tions will be included. 


Quality—the finest art work and 
top quality mats for crisp, clean 
reproduction ia your local news- 
paper will be offered by the AD- 
viser Service 

Cost—extremely low, just $3.95 
for the complete set of mats il- 
lustrated in each issue. 





Facts About American Lumberman’s 
ADviser Service 


Theme — each ADviser page will 
feature a home improvement proj 
ect or seasonal dealer activity. The 
“theme” illustration, for example, 
may show a recreation room, attic 
expansion or a special drive on 
Spring merchandise. Smaller mats 
will feature the individual prod- 
ucts directly related to the 
“theme” campaign. 


Timeliness—The ADviser Serv- 
ice will follow the seasons of the 
year. In the Fall, for example, in- 
sulation, weatherstripping,  etc., 
will be stressed giving you perfect 
sales timing 


How to order—send your check 
or money order for $3.95 direct- 
ly to American Lumberman, 139 
N. Clark St., Chicago 2, Ill. For 
your convenience an order coupon 
is included on the next page. Deal- 
ers may also subscribe for twelve 
sets of mats avoiding the bother 
of ordering each issue 
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try-wide need for low-cost illus- 
trations for use in preparation of 
“multi-item” ads featuring a vari- 
ety of products. This type of ad 
has proved to be highly effective 
in producing store traffic and es- 
tablishing the ‘department store” 
character of building material 
stores. 

The ADviser program is. de- 
signed to supplement the assist- 
ance you are now getting from 
manufacturers, your present mat 
service or your local newspaper. 
It will save time for dealers who 
lay out their. own advertising by 
providing suggestions and a wide 
choice of valuable product illus- 
trations and headings. Since the 
mats are adaptable to any size or 
style ad competing dealers in the 
same city can use them with little 
risk of having ads look alike. 

Much has been written and said 
in criticism of building material 
advertising. Too often, the sugges- 
tions made for improvement have 
been impractical from the cost 
viewpoint. 

The ADviser brings you not only 
constructive ideas but the mate- 
rials, required to put those ideas 
into practice. It will be helpful to 
dealers both large and small. It 
can save you hundreds of dollars 
in ad preparation cost, permitting 
a larger share of your adversitine 
budget to go into actual advertis- 
ing space. 

3v ordering each mat page as it 
apnears, you will gradually build 
a complete file of illustrations on 
the products you sell. 

We suggest that you save the 
ADviser pages for handy reference. 
With this library of material you'll 
save time and money and your ad- 
vertising will be much easier to 
plan successfully. 

Turn the page and see what ei 


ADviser offers in No. 1 in 


this new series, 
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The page you just turned tells how the ADviser 
brings you practical assistance in preparation of your 
newspaper, direct mail, handbills and other printed 
advertising. You'll want to order every one of the mat 
pages offered, bec: ese will prove to be the best 
advertising investment . ever made. 

ADviser will give spec::! attention to your mat 
needs for advertising aimed at the home repair and 
modernization market. This represents a tremendous 
sales opportunity, particularly for home-expansion 
jobs such as recreation rooms, all-purpose rooms, fin- 
ished attics, porches, bedroom additions, breezewayr 
and garages. 


Number One of a Series 


3ut all this home-improvement business we resd 
about isn’t just going to fall into our laps. If we 
wait for that, the first thing we know some other 
merchant has the prospect on the dotted line for 
new furniture, appliances or a car—and then you 
can write that one off for some time to come 

The best way to convert home-expansion prosnects 
in your community into customers is to advertise. 
Advertise as frequently, and make your ads as large 
as your budget permits. But remember, size of snace 
is not the only measure of effectiveness. It’s what vou 
sav and what you show in that space that determines 
whether people will stop, read, believe and buv. 

Your ads will do a better selling job if thev em- 
rhasize the finished project — not just the various 
products that go into the job. Illustrations of 2x4’s 
and tileboard alone aren’t going to jolt many home- 
owners into the realization that your ad answers 
their problem of too little living space. An attractive 
room drawing in combination with a forceful head- 
line and good copy might do it. 

Remember, too, the first person to recognize the 
need for more room is the boss—herself. Sell her on 
doing something about it and the sale is half made 
There's “appeal to the woman” in our beautiful recre- 
ation room drawing. Also in the cartoon, because it 
expresses an understanding of the housewife’s prob- 
lems in a crowded room. 


The suggested layouts below show how you 
can use ADviser mats in large or small ads. 


YOUR NAME OR SIGNATURE CUT HERE 


~  f¥ 

BN +5 ‘4 fo h ms These three layout 
ri m | sketches usin 
\\ : S/iNA Well hel i transtowm 


\er fe J itour basement of powds into oe a ge 
‘ S ’ wae Pe. anna opposite page, sno 

. ec B> Tarra EECETATION ROOM how ADviser mats 
are easily adapted 
to various styles 
and sizes of multi- 
item ads Your 
newspaper will set 
type. (Mats of the 
complete ads that 
are sketched here 
are not offered.) 


MAT 
no’ 





YouR NAME HERE 








Please print or type your order 
AMERICAN LUMBERMAN 

139 N. Clark St., Chicago 2, Ill. 

Send me ADviser page No. 1. Attached 
please find $3.95 in check or money order 
for the entire mat page. 

| would like you to send me the next 12 
ADvisor mat pages. Please bill me. 

NAME 

COMPANY 

ADDRESS 





CITY STATE 
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3-column layout using large 


cartoon (mat No. 2) 


l-column layout shows how t 
ADviser mats can be used MA HW 
in small space ads. Om Ne 


YOUR NAME 
YOUR NAME NERE 


—o + 


‘ 


Sart" tines 2-column layout using mat 


.~ No. 4 as headline illustra- 
the tion 


Fr | COPY SUGGESTION 
o- (Heading) 
mat 


Need More Room? 
We'll help you transform 
your basement or porch 

into a family 
RECREATION ROOM 


(Copy “A’’) 


Every family needs a rec- 

maT reation room where chil- 

Noe dren and grown-ups alike 

can have loads of fun, enter- 

tain friends, enjoy hobbies 

or relax in comfort. Our 

Nea room planning experts will 

mat maT help you design just the 
No.l? Noll room that fits your needs 

de ~ and give you a complete es- 

timate of materials without 


YOUR NAME HERE obligation. 
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| ADviser Mat Page No. 1 To attract more remodeling business, use these 12 mats 
bse nieeenaamicaaal in your newspaper, direct mail and handbill advertising. 








Mats are shown actual size. To order, use 
coupon on opposite page. The mats come to 
you in one sheet, arranged as below. You get 
all twelve mats for only $3.95—a fraction of 
actual cost of any one of the drawings. 






































— - (o\ Ceiling Tile MAT NO. 5 
or 1-col. ad MAT NO. 3 


Recreation Room f 




















Plywood or Wallboard MAT NO, 7 Knotty Pine Panelling MAT NO. 8 





NEXT ISSUE will offer 
mats and layout sugges- 
tions for ads on Attic 
Room remodeling and the 
products you want to sell 
for such jobs. Don’t miss 
the ADviser in the issue. 








MAT NO. 11 MAT NO. 12 


BUILDING Propucts MERCHANDISER 51 





Right: John Eisinger, president, and Roger Eisinger, secretary- 
treasurer, explain Reynolds Aluminum Windows in their new 
home-planning service center. 


Below: Main office and salesroom, with a 100-car parking lot. 





How Eisingers’ Built a Solid Business with 


REYNOLDS /éime ALUMINU 











“A complete package under one roof to the builder and 
homeowner’’—that’s the policy of Eisinger Builders Supply, 
Inc., Bethesda, Md. And John Eisinger goes on to say: 
“Reynolds building products have certainly helped us 
achieve it.” 

Though this Company was only founded as a separate 
organization in 1948, it inherited the 50-year window-man- 
ufacturing and selling experience of Eisinger Mill and 
Lumber Company, Inc. The parent company had never 
dealt in metal windows. The new company recognized 
at once the trend to aluminum — and stocked Reynolds 
Aluminum Casement Windows. Soon they were also selling 
Reynolds Aluminum flashing, gutters, reflective insulation 
and nails. And in four years their foresight has paid off 
handsomely. Aluminum nails have become a popular spe- 
cialty—nail orders up 400% over the first year. John Eisinger 
reports 20% of his total sales are in aluminum building 
products! 

Eisinger’s 50 dealers in the Maryland-Virginia-West Vir- 
ginia triangle recognize the excellent service rendered by 
the company’s 12 salesmen and 9 trucks — and the energetic 
promotion, which has included sponsored news broadcasts. 
Dealer meetings are held twice a year and the annual 
Christmas party has become a popular tradition for Eisinger’s 
Collings ere covered with 12,006 accounts. Participation in builder's and trade shows and in 

civic affairs is considered important — Roger Eisinger is this 
square feet of Reynolds new Acous- , a : he 
‘ year’s President of the Chamber of Commerce. 
tical System. Aluminum Corrugated a ” : ae . 
Mr. John” sums it up. “We knew aluminum was the 
and fascia flashing brighten the , : . : 
coming thing. We proved it first with Reynolds casements. 
corridor walls : : ? S 
Look at our erected window jobs around here and you'll 
know we were right!” 


Published in the interest of better 
company - jobber -dealer relations. 
Write for literature. Reynolds Metals 
Company; Building Products Division, 
2001 So. Ninth St., Louisville 1, Ky. 
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Eisinger’s new warehouse and office 
building. Note aluminum corrugated 
at gable end. This building increases 
enclosed warehouse space to 
35,000 square feet, besides anacre 
of outside storage space. 


Reynolds Aluminum Reflective Insu- 
lation is a fast over-the-counter 
seller at Eisingers’' — customers can 
easily take home these 250 square 
foot rolls. And they get, at low 
cost, highly efficient insulation plus 
perfect vapor barrier. 














To the Casement Windows with which 
Eisingers’ started their aluminum 
profits, Reynolds has added Awning 
Windows and Double-Hung Windows 
exceptional in finish and design. Write 
for 20-page catalog of the complete 
Reynolds line. 


Reynolds Lifetime Aluminum Gutters and Downspouts combine beauty 
with rustproof permanence — at low cost. For many homeowners they 
are a take-home item —to put up themsélves. Ogee and Half-Round, 
smooth or stipple-embossed. 3 ‘ 





LO AO a TR A BETTS 


Military d ds for alumi limit pres- 
ent supply of these products, but Reynolds 
aluminum capacity is rapidly catching up. 
Keep checking your supply source. 
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JUSTIN F. WAY, vice president of Saginaw Lumber Co 
left, personally checked proofs of the first ADviser 


ad 
with a representative of the 


Saginaw News 


Dealer Tests ADviser 


Saginaw Lumber Co., Saginaw, Mich., 
tries new advertising service and finds it 


brings in the customers. 


“This is the kind of advertising material I’ve always 
wanted,’ commented Justin F. Way, vice president, 
Saginaw Lumber Co., Saginaw, Mich., when he was 
given a “preview” of American Lumberman’'s new 
ADviser service. 

“I like it because now I can prepare effective, hard- 
hitting advertisements that will rival even the best 
ads used by leading department stores and mail-order 


houses.” 


Selected because of their firm belief in consistent 


newspaper advertising Saginaw Lumber Co., recently 


eg eR 99333), “pa 
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WOOD PANELING was another item advertised and 
backed up with good displays. Leonard Haitsch, office 


manager, points out the wide variety of paneling avail 
able to a prospect 


54 


EXTERIOR VIEW of the Saginaw Lumber Co., main 
office and salesroom. Erected just after World War II 
the building barely accommodates the expanding Sagi- 
naw organization 


became the first dealer to use the ADviser service 
announced in this issue. The ADviser service becomes 
the second promotion “package’’ produced by Ameri- 
can Lumberman that has been carefully field checked 
with dealers. Previously the A.L. “Do it yourself” kit 
was also reviewed by scores of retailers before being 


released to readers. 


How it works. Using the ADviser is extremely sim- 
ple but the steps required for preparing the Saginaw 
ad will be interesting to dealers who are just begin- 
ning to think seriously about regular newspaper ads. 


Production of the ad began with an informal meet- 
ing with a representative of the “News,” Saginaw’'s 
progressive daily newspaper. Mr. Way reviewed the 
ADviser service and pointed out that the “theme” of 
the first home project selected was very suitable after 
the holidays because so many owners of small homes 
had probably discovered that an amusement room was 
definitely desirable. An amusement room would make 
entertaining much easier. 


SKILLED SUGGESTIONS for either new construction 
or remodeling are always available from Saginaw Lum- 
ber Co. Floyd Holcomb, assistant retail manager, is 
hown discussing a home repair job with a customer 
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EVERY PRODUCT edvertised was well displayed in the 
showroom. Dorothy Hughs, Saginaw Lumber sales- 
woman, found the self-order board effective for assisting 
customers interested in ceiling tileboard 


This thought became a “must” for written copy to 
be used with the heading illustration. Way next dis- 
cussed the question of the best technique for handling 
both contractor and consumer business in the ad 
Saginaw believes that both are important and that 
advertising must successfully sell both sides of the 
street. 

The final solution of this problem offers a sales pat- 
tern may be used by any dealer. The ad was divided 
under two headings: “we will build it for you” and 
“vou build it yourself.’ Customers interested in hav- 
ing the job done for them are promptly referred to a 
qualified contractor. They appreciate this friendly 
gesture by Saginaw, especially during winter months 
when new home building is slow. 

Because they know many customers can’t afford 
hiring professionals Saginaw also aims advertising 
directly at this growing market. The phrase “you 
build it yourself’? has proved to be very successful. 

Both premium quality and economy amusement 
rooms were featured in the Saginaw ad. The products 
offered were accurately described and listed by brand 
name. They feel that in this way they increase reader 
interest and capitalize on the national advertising of 
the brands sold. 

The most productive Saginaw ads have always in- 
cluded prices of either a suggested home improvement 
project or individual products. The average amuse- 
ment room is about 14 by 20 feet and the bill of 
materials was estimated using these dimensions. Sagi- 
naw then translated these costs into monthly pay- 
ments for the home owners. The line used “as low as” 
avoids any difficulty in quoting on specific jobs that 
eventually materialize from the advertising. 

(continued on page 160) 
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Let mee help you 
transform your basement or porch 
into a family RECREATION ROOM 





Did the Holiday Season find you wishing 
for more 1oom to graciously entertain your 


aver? 


De you heve te crowd femily work study 
and pley wte the same room, off at the 
seme tome) 


Then why not convert unused basement 
spece o porch te @ charming hen 
room—where children and 
can heve loads of fun, o 
enjoy hobbies or just relas 


We will help you design just the room that 
fits your needs—aend your budget Wel 
recommend of procure. « contractor (or 
competent udder), of give you suggestions 
on how to budd ¢ yourself 


Easy Budget Payment Plan—nothing down 


36 months to pay Extimates gladly 








given. Come in tomorrow 





WE WILL you 


Build l¢ For You Build i¢ Yourself 


1 DELUXE ROOM a recommended expert 1 KNOTTY PINE ROOM cor 
man ati er 


will build your baser recre wwe Lat 


top grade kiln-diie 
A 


? ECONOMY ROOM~ prac! 


of US Gys 


bleache 


t 


SE ge 


Typical ede cone «= VOSS 


Quality materials lor home repair and remodeling 


CLEAN.UP 1-M ASPHALT FLOOR TILE 


— Odd t M Aspt 


ARMSTRONG CEILING TILE 
6—o sens : 
F 


» 


WALL BOARDS FOR LOW.-COST INTERIORS 


~ P ‘ iy! ‘i 
| ) Tl eaapeanl SNCS. 


10',c oq. ft 
ABe aq. ft 


BEAUTIFUL KNOTTY PINE PANELING 


Kiln dried, satin 


ET 





For VISIT OUR HOME PLANNING DEPARTMENT 


Use our budget plan for Pians 
Suggestions 
remodeling, repairing and Estimates 











additions. No down pay 
ment required % 
months to pay at a d 


t 





count rate of only 5 


4 
per year! LUMBER COMPANY 








319 MeCOSKRY 








Phone SU 





SAGINAW LUMBER prepared this four column ad from 
ADviser materials, showing the versatility of the serv- 
ice. Ad appeared Sunday on the building page of the 
local newspaper. 





Which one 
will they want... 


Day after day, customers come in 
for one or more of these hardware 
products. Build your sales around 
the Cortland Brand line. Specify 
Cortland Brand next time you or- 
der from your jobber. 


BRAND 


INSECT WIRE SCREENING 


NAILS & 
srano BRADS 


naa a 


srano NETTING 


—} 





BRAND 


HARDWARE CLOTH 


BRAND 
WICKWIRE BROTHERS. INC., CORTLAND, N.Y. 














SOMETHING NEW in sales training 
selected personnel of the Gee Lumber & Coal Co., Chicago. 


is a design course recently offered to 


Brain child of 


Jim Gee, left, the course is held weekly in Gee’s cafeteria. Zay Smith, right, 


of Zay Smith Associates, 


Chicago industrial design firm, is the lecturer 


Course In Design Problems 


Contractors and salesmen are students at special 
series of lectures sponsored by Chicago dealer. 


Are your sales people qualified 
to talk intelligently to customer: 
on anything above price, perfor- 
mance or application of materials? 
Do they have a working knowledge 
of esthetics, taste, architectural 
styles, good design? Are these 
things important when it comes to 
making a sale? 

Jim Gee, treasurer of the Gee 
Lumber & Coal Co., Chicago, thinks 
they are. ‘‘Customers are always 
asking, ‘Do you have any ideas on 
remodeling?’ I think our people, 
especially our outside men, coun- 
ter men, and contractors, should 
be able to these things 
with confidence. That’s why we've 


discuss 


started this course on design,” Jim 
says. 

Zay Smith, a Chicago architect 
and industrial designer, is the man 
Jim selected to conduct his short 
course on design fundamentals. 
Smith, a former teacher, has di- 
vided it into five weekly sessions, 
each with two 1!5-hour periods. 
Under discussion are such topics 
as style cycles; traditional styles; 
the philosophy of modern; funda- 
metals of esthetics; solving de- 
sign problems; selling the client, 
and others. Open discussion is en- 
couraged. Jim reports a noticeable 
“shot in the arm’ among those 
who attended the first session. 
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Build this New Way to Save More Space! 


SLIDING SIDE DOOR FOR HOME GARAGES 


with Nt terling in a Complete Packaged Set! 


HARDWARE 


HINGED SIDE DOORS IN HOME GARAGES 
ARE ALWAYS IN THE WAY 
Now, Sterling offers an easy solution to this problem. The 
new Sterling No. 890 Sliding Door Set ts designed espe- 
cially for sliding side doors in home garages. Here is a side 
door that is never in the way as it slides along the wall. The 
door can be made as wide as desired so lawn mowers and 
large equipment can be taken in and out of the garage easily. 


Here Is The Package! 
Sterling No. 890 Sliding Door Set 


ve 


Adjustable Hangers Edge Guide aligns Floor Guide elimi- 


with Track for doors door in closed position nates track on the floor | 
up to 3’ wide and makes it secure. No grooving of door 














Back Stop permits full Flush Pulls. Large for 
door opening, yet pro- easy operation. Two 


tects fingers and key. furnished. Write for complete information on 


Other STERLING PRODUCTS 
”— @ RESIDENTIAL SLIDING DOOR 
6 HARDWARE 
STERLING SLIDING DOOR LOCK ° CASEMENT Wenow NanownnE 
© PULL-TITE CLOSERS 
e STORM SASH HARDWARE 
e TRANSOM OPERATORS 


No. 1025 Rim Type Lock with Cylinder. This new lock is designed 
for sliding side doors. Not included in Set but available as an extra. 


Sterling Hationally tog Mail Coupon Today! 


be peencacscecscocencsncesssacs 
HARDWARE Mer ine § STERLING HARDWARE MFG. CO. Dept. sp.22 
see our anally in Sweet's iF 


2345 W. Nelson St., Chicago 18, Illinois 
Batis File and Builders’ File 
* Visit our Display at. 
The Architects Samples Corp., New York City 


STERLING HARDWARE MANUFACTURING. C0. 


2345 W. Nelson Street Chicago 18, Illinois aaa pperapscs 


Zone State 








Please rush complete information on new 
Sliding Door Set and Lock 
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Lowe Brothers 
give you the 


BIG KEY 


to more 
PAINT SALES! 


Established preference + Great color system + Powerful advertising support 


iRST, take a line of paints 
whose supreme quality 
through the years has resulted in wide consumer 
acceptance and preference. Add an up-to-the-minute, 
sensational system of color selection. Then, back the 
entire proposition with a powerful, integrated adver- 
tising program! That's the combination —the big “key” 
which opens the door to more and faster sales and 
profits for Lowe Brothers Dealers everywhere! 
Mrs. America is more “color-conscious” today than 
ever before ... and she finds just what she’s looking 
for in Lowe Brothers new Stylist Paint Colors. These 


authority-selected colors (in flat and semi-gloss) make 


it possible for you to offer the colors she wants without 
the problems of “in-store” mixing and matching, or 
complicated inventories. The unique Stylist Color 
System personalizes your service, simplifies your sell- 
ing, produces extra profits! 

A giant program of consistent advertising support 
tells consumers the big story of Lowe Brothers high 
quality products and authority-selected colors. This 
aggressive support program, based on proven prin- 
ciples of modern paint merchandising, “rounds out” 
Lowe Brothers great, sales-building combination! 
Write for agency particulars. 


The Lowe Brothers Company * Dayton 2, Ohio 


Lowe Brothers PAINTS * VARNISHES 


y 9 1953, 
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Sell “Pennvernon” 
not just window sass” 


that when you sell 


. to all your window elass customers, regardless of unnoticeable. You can be sure 
the size of the building they're glazing. Pennvernon “Pennvernon” . hot just “window glass” you are 
has a brilliant, reflective surface with a finish that’s offering your customers window glass at its best 


so smooth and hard it resists the accumulation of Your customers will be reminded to buy window 


dust and dirt, and is easy to clean, hard to scratch vlass from you 
handy merchandising helps which Pittsburgh Plate 


if you take advantage of the many 


Fine visional qualities make Pennvernon ideal for 
| 


glazing buildings and homes of every size and type Giass Company has made available. There are win 


dow displayers, counter merchandisers and enve lop 
local Pittsburgh Phate 


Pennvernon’s color is constant, it doesn’t fade or 
deteriorate with the years and, when properly stuffers. Why not call your 


installed, its degree of distortion is so slight as to be Glass Company branch or jobber for your supply 


Pennvernon = Window Glass 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
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DOOR DISPLAY FIXTURE located 
the entrance, 
sales room, 


ROOFING SAMPLES are mounted on panels in a spe- 
clal floor-level display The firm carried 10 different 


patterns 





directly in front of 
catches the farmer's attention as he enters 





age space 


““Operation Farm Trade’’ 


Here’s what one Kansas dealer did when he de- 


termined to get his share of rural business. 


Just a little over a year ago, 
when S. R. McCrea, president and 
general manager of the Ottawa 
(Kans.) Lumber Co., decided to 
concentrate on selling the farm 
market, he moved his yard from a 
downtown location to a highway 
location near the city. Reason: to 
provide more services, more room 
for his facilities and more parking 
space for his busy farmer custom- 
ers This parking space at the 
vard is especially advantageous for 
the loading of heavy materials. 

“There is 


more repairing and 


60 


building being done on farms in 
our primary territory—-which cov- 
ers an area within a 35-mile radius 
of Ottawa-—than ever before,” says 
Mr. McCrea. “In setting up our 
inventories in our new quarters, 
we concentrated on building up 
departments with a heavy farm ap- 
peal. 

“We have big sales of fencing 
and posts, so we 
stocks of field fence, gates and 
treated posts to cover a wider size 
range. We now carry field fencing 
in 26, 32, 33 and 47-inch widths. 


increased our 


KITCHEN SALES 


started when farm 


at Ottawa Lumber are frequentl: 
women ask S. R. McCrea about stor- 


PAINT DEPARTMENT is a heavy traffic hub for rural 
shoppers. Ottawa Lumber features paint in its newspaper 
ads, both summer 


and winter. 


Seven-foot posts to 20-foot poles 
are also carried in stock. 

“Since this is a large dairying 
region, we reasoned that we would 
funnel in extra farm traffic if we 
stocked lime for use in dairy barns. 
It was a good idea. More farmers 
are visiting our yard than ever be- 
cause it is handy for them to drive 
up to our sheds and pick up lime 
in one to 50-pound bags. This extra 
traffic has helped sales in all de- 
partments.” 

The farm wife plays a key role 
in the company’s plans. An all- 
steel, modern kitchen is set up in 
the sales room. This kitchen in- 
cludes a combination § steel sink 
and storage cabinet unit including 
a garbage disposal unit plus other 
wall cabinet units. 

“Store demonstrations and lead 
follow-ups are the best way to sell 
kitchens,’ says Mr. McCrea. “We 
find that we can start the ball roll- 
ing for four or five kitchen sales 
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in a farm neighborhood simply by 
getting one kitchen installed. When 
this woman's friends see the kitch- 
en, they decide they want one, too, 
and soon we have 
tomers,” he added. 


several cus- 


Exterior and interior paints are 
high on the company’s best seller 
lists to farm customers. For paint- 
ing the outside of his building, the 
farmer buys paint ranging in sizes 
from 15 to 50 gallons. Interior 
paint sales account for a substan- 
tial portion of the volume. Selling 
paint to farm women, McCrea says, 
demands up-to-minute knowledge 
of color schemes and harmonizing 
colors because most women are 
avid readers of publications de- 
voted to home improvements. 


A rental service on. sanders, 
edgers and polishers is a big fac- 
tor behind increasing sales of fill- 
ers, sandpaper, finishes and _pol- 
ishes. McCrea says that rental 
paid for his equipment 
within six months and tie-in sales 
of various supplies have made this 
service very profitable to him. 


proceet is 


A full page layout was used in 
the local paper to announce the 
grand opening of their new yard. 
this ad had a distinct appeal to 
the tarmer. Besides the usual prizes 
offered at such openings as paint, 
millwork, shingles and floor clean- 
ers, the firm announced the sale 
of 10 spools of hard-to-get barbed 
wire to 10 farmers who would be 
picked from a special registration. 


To increase interest in this open- 
ing, to every farmer bringing in a 
1944 penny, Mr. McCrea offered to 
give a pound of paint cleaner, a 
half-pint of auto polish or a half- 
pint of cream polish; 900 pennies 
were brought in, so many that the 
firm ran out of prizes and had to 
ask many to wait till they got in 
new shipments of auto polish. 


Another gimmick used to in 
crease traffic that day was a roost- 
er contest. 1,500 people entered 
this contest, a contest to guess how 
many kernels of grain a hungry 
rooster can consume in three min- 
utes. The answer: 313 grains. The 
winner received a gallon of interior 
paint. Interest in this contest 
showed that guessing contests rate 
high with farm folk. 

McCrea’s new yard consists of 
a 30x36 foot showroom and two 
lumber sheds, one of which is a 
36x106 foot, triple-deck unit. Both 
lumber sheds have a 14-foot, brace- 
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free, unobstructed clearance in the 
area in which the customers are 
served. 

The new sales room is finished 
in materials sold by the firm. Thé 
walls are of insulation-type boards 
planks and the ceiling is of ceiling 
tile board. All counters and fix- 
tures are covered with imitation 
leather studded with ornamental 
tacks. The doors and windows are 
trimmed in moulded trim. 

With all their advertising keyed 
to the farm market, Ottawa Lum- 


What this mark 


this mark 


ber Co. uses regular newspaper ads 
fortified with three 60-second radi 
spot announcements daily. Realiz- 
ing that many people in their trade 
area have television sets and that 
aerials need frequent adjustment, 
the firm advertises a light ladder 
for this purpose. 

Ottawa Lumber Co. rarely fea- 
tures price in radio commercials, 
reasoning that radio listeners get 
only a fleeting impression. Instead 
the firm concentrates on getting 
over a general idea. 


means in jewelry 


means in redwood 


the GRADE-MARK tells ‘em © 
the TRADE-MARK sells ‘em 


CRA 


REDWOOD 


There is no question of quality when your lumber bears the CRA grade-mark. The 
accurate grading, uniform milling, and proper seasoning set by CRA standards assure top 
performance on the job—every time. That's why it’s good business to feature grade-marked, 
trade-marked, Certified Dry CRA Redwood —the lumber you can be sure of —the lumber 
processed by the reputable member firms of 


CALIFORNIA REDWOOD ASSOCIATION 576 sacramento st., San FRANCISCO 11 


Arcata Redwood Co + Coastal Plywood & Timber Co + Eureka Redwood Lumber Co « Hammond Lumber Co 


Holmes Eureka Lumber Co + Northern Redwood Lumber Co + Pacific Lumber Co - Rockport Redwood Co 


Simpson Logging Co + Union Lumber Co + Warm Springs Redwood Co + Willits Redwood Products Co 
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Distributors of fine paints ana wallpaper 


1, Brooklyn g, New York 


3310 Fulton Stree 
APplegate 7-4690-1 


salesman, 
ur intention 
reaction 


prooklyn 
wormed us of Yo 
immea jate 

such set 


weir 


qurned out to be the 


our personne © nas 
colors constitute a 
no 15 interested in flat or 
select ner color 
sales are about 
Dutch Boy color Gallery 


increases 


from tne 
17% anead 


almost can't miss” 
t tne simple 

ment» tne salesman and 

r in proper me cnandisin& 

Dutch Boy color Gallery: 

pne will con to grow 


int, tne 


11 


4 mare in, 


4inue 


very cordially yours» 


ELTON pAINT COMPANY INC. 
gE. He SCHILLER 


So 


Dutch Boy Paint Products -++**** imperial Wasbable wallpaper 





NATI 
ONAL LEAD COMPANY: n 
> New York 6; 


Atlanta; 
anta; Buf 
Dalles 2: uffalo 3; 


Chicag 
Phil Chicago 8; Cinci 
i iladelphia 25; > incinnati 3; 
rancisco 10: cea a 25; Pittsburgh — 3; Cleveland 13; 
5 (National Lead C ; St. Louis 1; Pn 
o. of Mass. ) : 
«Je Reg. U.S. Pat. O@ 


Y 1053 
; , Amt 
RI¢ 
AN LUMBERMAN &% 








..from Brooklyn 


“...The Dutch Boy* Color Gallery 
has turned out to be the 
outstanding salesmaker 

in our store.’ 
—E. H. Schiller, Elton Paint Company, Inc. 


What's the word from Brooklyn on the new “Dutch 
Boy” Color Gallery? ... “Retail sales are about 17 
percent ahead of last year.” See letter at left. 


... from What's the word from Modesto, Cali- 
Modesto fornia? “In the spring of 1952 we 
really began to realize the benefits of 
the Color Gallery. Spurred on by a sales contest, 
our yards increased paint sales from $13,492.46 
for the second quarter of 1951 to $18,639.13 for 
the same period in 1952 — a gain of 38 percent.” 
— William L. Pickens, United Lumber Yards. 


... from What's the word from Des Moines, lowa? 

Des Moines J ‘With four months still to go our ‘Dutch 

Boy’ sales are already 50 percent 

ahead of last year’s total,” says Wm. A. Broquist, 
O'Dea Hardware & Paint Company. 


Now... what’s the good word from you? 


Wouldn’t you like to increase your interior 
paint sales 17 percent...38 percent...50 per- 
cent...as these “Dutch Boy” dealers havedone? 


Have a look at this remarkable money- 
maker in your own store. It will pay you to do 
this whether or not you now have a color sys- 
tem. Just write or phone our nearest branch 
office, and a “Dutch Boy” salesman will be 
glad to show you the Color Gallery and explain 
its money-making possibilities more fully. 
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Why the “Dutch Boy” 
Color Gallery helps you 
sell more paint 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern ... pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica- 
tion, uniformity of finish, long service. 

Priced right — customers pay no premium for Color 


Gallery paints. They’re popularly priced, to appeal to 
the widest market. 


Why the “Dutch Boy” 
Color Gallery helps you 
make extra profit 


No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover —as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 


Big help with big buyers 

The Pocket Edition of the “Dutch Boy” 

Color Gallery is a special “‘tool’’ for selling real estate 

developments, factories, hotels, schools, etc. With it, 
one dealer landed the order for 17 college buildings. 


63 





® and - 
WIMAUITe 


yrrost 


ued MATERIALS 


window 


for the pt is-months stil ahead! 


eplacements, oe 
g houses, > 


er’s : 
pocketboo 


,? 
ready‘ 


k. Are you 


Are you cashing in on 
the increasingly popular 
V-LITE, the newest, 
all-purpose Household 
Material? Taal, crystal- 
clear. More and more 
practical uses every day 
... baby bibs to shower 
curtains—heat sealed or 
sewed ... keep cash 
registers humming. 
Order your supply today! 


PEERY | \.\ | 
1A2aaaaee— 


Arvey CORPORATION 


o~ 


Since 1905 Cc 3462 N. KIMBALL AVE. « CHICAGO 18, ILL 








In-Use Displays Sell Sliding Doors 


On the theory that no building material display is 
as effective as one that is put into the actual use it 
was designed for, Benson Brown, head of Building 
Supply Co., Temple, Tex., has installed six sliding 
doors in entrances off his showroom. 

As a result of these in-use displays, “we are selling 
almost three times the volume we expected,” says 
Mr. Brown, “and they are being used not only for 
new homes, but in remodeling of older dwellings.” 
The doors off his showroom are at entrances to stor- 
age areas, two business offices and the lavatories. 
Each sliding door is of a separate finish or design to 
show a prospective buyer the entire selection. 

“We have sold scores of them to women who were 
pleased with their appearance, space-saving advan- 
tages and other features,” says Mr. Brown. 


Employe Meetings with a Purpose 


Employe sales training meetings are important to 
both dealers and builders to achieve the best results. 
The Rolling Prairie (Ind.) Builders started holding 
such meetings in 1948. 

“Ninety-minute sessions are held every Monday 
night. Manufacturers’ representatives generally take 
over for the first 30 minutes, explaining the applica- 


| tion of some particular product. Then comes a dis- 
| cussion period followed by questions. The meeting 


closes with refreshments. 

Not only do these sessions keep employes better 
informed, but they give workers a chance to meet 
informally off the job. 
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Here's 
the interlocking, 


























ventilated all wood core that provides 
unduplicated strength and stability 


On the surface, flush hollow core doors may look much 
alike, but it’s what's beneath the face that determines the 
service and satisfaction that you can expect. Here’s where 
the superiority of Paine Rezo doors is most pronounced; 
for nowhere else will you find equal dimensional stability, 
nor such lightness in weight combined with great struc- 
tural strength. 

For these reasons architects and contractors everywhere 
have installed more than five -nillion Paine Rezo doors in 


PAINE LUMBER C0., 


OCA Centennial Year 


buildings of every type. No other hollow core door has been 

so widely endorsed, so thoroughly time-proved. Remember, 

when you decide on Paine Rezo doors, you specify a door 

that not only looks good, but is good all the way through. 
Write for an illustrated data bulletin. 


1953 is the 
PAINE 
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Georgian... Ranch... any style 


TRUSCON DOUBLE-HUNG 
STEEL WINDOWS 


It’s the window with the wonderful, time-tested features. And, 
it is available in an unusually wide range of standard styles and 
sizes that harmonize with and beautify all home styles. Trim, slim 
lines produce clean-cut modern beauty. The cost is amazingly low. 








Truscon Double-Hung Steel Windows require the absolute 
minimum of expensive field labor. You sell them completely 
factory-assembled with all hardware attached, motor spring 
balances and stainless steel weatherstripping built-in. Builders 
just position and attach to studs or masonry. No cutting, no 
planing, no fitting needed. 





Being STEEL, these windows can’t warp, swell, shrink or rot. 
They're galvanized and Bonderized, then given a baked-on 
prime coat of paint. That means long life, low upkeep. Strong 
sales points for you. 





No wonder Truscon Series 138 Double-Hung Steel Windows are 
the largest selling windows of this type in the world. Write for 
the complete story on all Truscon Steel Building Products. Address: 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL CORPORATION 


MARK OF MERIT ; 1058 ALBERT STREET *© YOUNGSTOWN 1, OHIO 
PRODUCTS 


TRUSCON® a name you can build on 
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Operatinc Ratios in 1950 ror 258 LumBer ano Buritpinc Marertat Deracers AND 
FOR Dreacers Groupep AccorDING To RATE oF Prorir EARNED 
Profit on Net Sale 
All 1 {) 7 { 


Dealers | indi Over 


YOUR 
FIGURES 
Number of Concerns 25 
Typical Net Sales per Concern 
Net Sales 
Cost of Goods Sold 
Gross Margin 


$286,600 § 


100.0% 100.0 4 


-Owners’ Compe 
im} Wages 
Occupancy Expense 


F xpe nses 


loyees 


Advertising 

Bad Debt Losses 

Delivery Expense 

All Other Expense 
Total Expense 


Net Profit Before Income Taxes 


Net Profit on Net Worth ( ) 
Net Worth Turnover (per year) 
Inventory Turnover (per year) 











What Are YOUR Operating Costs ? 


of 258 other 


dealers from Coast-to-Coast and see if you are a better-than-average dealer, 


Check your cost figures against this detailed study 


Net profit after taxes of 3.9° 
was reported by 258 retail lumber 
and building material dealers in a 


@ Stocks were turned a little over 
five times during the year 


that this is an understatement of 
the true delivery expense figure, 


nation-wide survey made by Dun 
and Bradstreet, Inc 
This cost-of-doing business sur- 
vey for the vear 1950 shows that: 
e The gross margin obtained by 
these 
of sales. 
Net profits before aver- 
aged 5.8° of sales or $16,600 
in a yard handling the typical 
volume of $286,000. 
Expenses totaled 17.7% 
typical yard; of 
and wages (owners’ 
ployes’) made up 
share—11.4%. 
Occupancy (rent or the 
equivalent, including utilities) 
took 1.8 cents out of each sales 
dollar 
Delivery expense, exclusive of 
wages, cost the typical 
1.2% of net sales. 


)9 Ke 


dealers averaged 23.5 


taxes 


in the 
salaries 

and 
the 


this, 
em- 
major 


costs 


dealer 


Credit losses amounted to 0.4% 
of net sales 
MERCHANDISI 


BUILDING PRopuctTs 
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e@ Discounts received by the typi- 
cal dealer amounted to 1.3% of 
sales; discounts 

0.8. 


allowed aver- 
aged 
for the 
the sur- 
column 
typical 
was 


The composite 
entire group of 
vey is shown in 


picture 
vards in 
the first 
of figures in Table 1. A 
margin of 23.5% 
tained on which avereged 
$286.600. Expenses amounted to 
17.7% of leaving 


5.8% as 
net profit before taxes. 


gross ob- 


sales 
sales, 


averaged 4.2% 
of net sales. Combining this amount 
with the net profit figure of 5.8% 
produces a return-to-owners rate 
of 10% or $28,600 in a yard of 
typical size. Income taxes still had 
of this amount 


Owners’ salaries 


to come out 

The single item of ex- 
pense was employes’ payroll—7.2”% 
of net sales. Occupancy costs aver- 


largest 


aged 1.8%. Delivery expense (other 
than wages) was reported as 1.2‘ 
of sales in the typical yard. There 


is, however, some reason to believe 


since on a number of forms gas 
and oil and similar ‘‘delivery” items 
were apparently charged to “all 
other.” 

Advertising by the typical con- 
cern took 0.6°7 of net sales and 
bad debt charges of 0.4°7 were re- 
ported. Stocks were turned in the 
average yard some 5.2 times a year 
or once every 10 weeks. 

Profit groups. In Table 1 the 
last three columns of figures show 
typical operating results for three 
groups of lumber and building ma- 
terials the 
ful third of the survey 


dealers least success- 
concerns 
whose operations resulted in losses 
or in profits below 4°7 of net sales; 
the most successful third, with 
profits of 7° or more; and the 
middle third whose profits ranged 
hetween 4 and 7%. 

Type of customer. About half 
of the concerns in the survey made 
the bulk of their sales to contrac- 
and builders; about 25% 
served homeowners mainly and the 
remaining 25° mixed 


tors 


»% served a 
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group of customers who 


home 


were 
neither predominantly own- 
ers nor predominantly contractors 
and builders. Separate sets of ra- 
tios for each group of dealers are 
shown in Table 2. 

The yard selling primarily to 
home owners handled, on an av- 
erage, only about 50° of the sales 
volume handled by the _ yards 
selling mainly to builders and con- 
tractors. Typical expenses for the 
vards serving home owners were 
higher and gross margin also cor- 
respondingly higher than vards 
serving builders and contractors. 

Sales volume. Operating ratios 
typical of lumber and_ building 
material dealers in three different 
sales volume groups are shown in 
Table 3. Those in the small volume 
group reported both higher ex- 
penses and higher gross margins 
than those in the higher volume 
groups. These higher expenses and 
higher margins are at least partly 
explained by the fact (not appar- 
ent from examination of the table) 
that the smaller yards were serv- 
ing home owners primarily, while 
the largest yards were selling 
mainly to builders and contractors 

Form of organization. Over half 
of the survey concerns were cor- 
porations; the remainder were 
about evenly divided between the 
individual proprietorship and the 
partnership form. Ratios for each 
group appear in Table 4 

The major difference in operating 
results brought out by the table 
is in the sales volume relationship 
The typical corporation was almost 
double the size of the typical part- 
nership and almost three times as 
large as the average proprietor- 
ship in the survey. 

Corporate income taxes amount- 
ed to 1.7% in the typical corpora- 
ation in this survey. This reduced 
the net profit before taxes figure 
of 5.6% to 3.9% after taxes. 

Population groups. Ratios typical 
of dealers in three city-size groups 
appear in Table 5. In many lines 
of retail trade the size of the place 
in which a concern is located will 
have a noticeable effect on oper- 
ating results. In the lumber and 
building materials trade, however, 
the principal variation between 
population groups seems to be in 
average sales volume. 

An examination of the individual 
reports shows that the dealers in 
the large city group handled a 
higher proportion of lumber and 
millwork and a lower proportion 
of “hard materials” brick, tile, 
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Taspre 2 


Oceratinc Ratios ror Deacers Grourep sy CLass oF CUSTOMER 


YOUR 
FIGURES 


Number of Concerns 6] 130 


Typical Net Sales per Concern $350,800 $260,900 $ 


les 00.025 100.0°4 100. 
Goods Sold . 77.6 76.9 
22.4 2 
es—Owners’ Compensation 4. 3.8 
Employees’ Wages 3. 6.9 
Occupancy Expense . ra 
Advertising 
Bad Debt Losses 
Delivery Expense 
All Other Expense 
Total Expense 
Net Profit Before Income Taxes 


100.0 


Margin 


mm NR Ww 
~~ {> = 


— 
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Net Profit on Net Worth (°%) 
Net Worth Turnover (per year) 
Inventory Turnover (per year) 


* No one class of customer accounted for as much as 5 
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Taste 3 
OperaTinc Ratios ror DeaLcers Grourep By Sates VOLUME 


Net Sales Volume in 1950-———, 
Under $200,000 Over 
$200,000 $500,000 
9) g 7 73 


$109,900 $310,300 $716,200 $___ 
100.0 100.0 100.0°% 


YOUR 
FIGURES 
Number of Concerns 
Typical Net Sales per Concern 
Net Sales 
Cost of Goods Sold yp 3 77.2 
Gross Margin.... = 24. 22.8 
Fxpenses—Owners’ Compensation 3.8 

Employees’ Wages 6.9 
Occupancy Expense 1.7 
Advertising 0.6 
Bad Debt Losses 04 
Delivery Expense 13 
All Other Expense 2.4 
Total Expense 17.1 

Net Profit Before Income Taxes 5.7 
Net Profit on Net Worth (°) 18.1 
Net Worth Turnover (per year) 
Inventory Turnover (per year) 


100.0%, 
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Tasie 4 
Operatinc Ratios ror DEALERs GroupeD BY FORM OF ORGANIZATION 


YOUR 
FIGURES 


rtnership Corporation 
Number of Concerns 50 142 
Typical Net Sales per Concern $139,800 $214,600 $384,300 $_— 
Net Sales 106.0°/ 100.0 
Cost of Goods Sold 78.0 76.3 
Gross Margin 22.0 23.7 
Iixpenses—Owners’ Compensation 3.9 
. Employees’ Wages 
Occupancy Expense 2.0 
Advertising 0.5 
Bad Debt Losses 04 
Delivery Expense 1.4 
All Other Expense 16 
Total Expense 17.0 16. 
Net Profit Before Income Taxes 5.C 7.6 
Net Profit on Net Worth (°4) , 19.1 
Net Worth Turnover (per year) 2.6 
Inventory Turnover (per year) . pe 


100.0 
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OperatinG Ratios FOR 


Number of C 
Typical Net Sales per Concern 


neerns 


Net Sales 
Cost of Goods Sold 
Gross Margin 
Expenses—Owners’ Compensation 
Employees’ Wages 
Occupancy Expense 
Advertising 
Bad Debt Losses 
Delivery Expense 
All Othe Expense 
Total Expense 
Net Profit Before Income Taxes 
Net Profit on Net Worth (°%) 
Net Worth Turnover (per year) 
Inventory Turnover (per year) 


Tasie 5 
Draters Groupsp BY PorULATION 
10,000 Over 
to 100,000 100,000 
92 90 ’b) 
$175,900 $330,400 $487,200 $_— 


100.0%, 109.0% 100.0%, 
Pre 77.1 75.2 
22.9 22.9 

4.7 3.7 
7.1 6.6 
iZ 18 
04 0.6 
7) 0.6 
1.2 
2.5 

17.0 
5.9 

19.6 
He 
5.9 


Under 
1 0,004 


YOUR 
FIGURES 





St W to 


mu 


7 





TaBie 6 


OperaTinGc Ratios ror Deacers Grouprep By CreEpIT Po.icy 


Number of Concerns 
Typical Net Sales per Concern 
Net Sales 
Cost of Goods Sold 
Gross Margin 
Expenses—Owners’ Compensation 
Employees’ Wages... 
Occupancy Expense 
Advertising 
Bad Debt Losses 
Delivery Expense 
All Other Expense 
Total Expense 


Net Profit Before Income Taxes. . 


Net Profit on Net Worth (°) 
Net Worth Turnover (per year) 
Inventory Turnover (per year) 


Credit Sales as % of Toral Sales— 
90° 13% Less 
and Over to 89% Than 75% 
78 93 87 
$525,000 $275,900 $149,200 §.. EE 

100.0°% 100.0% 100.0% 
76.4 77.0 
23.6 23.0 

3.6 
r 
i3 
0.6 
0.5 
10 
26 
17.1 


6.5 


YOUR 
FIGURES 





22.6 
3.1 


6.2 





Operatinc Ratios ror DEALErRs GRouPED BY 


Number of Concerns 


Typical Net Sales per Concern . $ 


Net Sales 

Cost of Goods Sold 

Gross Margin 

Expenses—Owners’ Compensation 
Employees’ Wages 
Occupancy Expense 
Advertising 
Bad Debt Losses 
Delivery Expense 
All Other Expense 

Total Expense 


Net Profit Before Income Taxes 
Net Profit on Net Worth (°) 
Net Worth Turnover (per year) 
Inventory Turnover (per year)... 


BUILDING Propucts 


TABLE 7 


REGIons 
North Far 
East 


Middle 


West South West 


6] 77 78 42 
306,700 $230,800 $316,700 $285,500 $ 
100.0% 100.024 100.0°% 100.0°/ 

76.5 76.7 74.9 
23.5 +3 

4.0 

f £e 


1.8 


YOUR 
FIGURES 


100.0°/, 


MERCHANDISER 


sand, gravel, cement—-than did the 
yards located in smaller places. 
Also, their customers included a 
higher proportion of builders. 

Credit policy. The typical dealer 
made his sales largely on a credit 
basis. Over 50° of the concerns 
in the survey did 80° or more of 
their business on credit and _ five 
yards out of six made at least 50% 
of their sales on credit. The ratios 
reported by three groups of yards, 
classified according to amount of 
credit extended, appear in Table 6. 

Examination of the individual 
returns reveals that the typical 
dealer in the credit—-90% and over 
group—sold more to builders and 
contractors, handled more lumber 
and less hard materials, and was 
more likely to be located in a large 
city, than were the dealers who 
made more of their sales on a cash 
basis. Also, the table shows a di- 
rect relationship of sales volume 
and proportion of sales on credit. 

Regional variations. Ratios for 
four regional groupings appear in 
Table 7. The regions used for the 
survey were: Northeast New 
England, New York, New Jersey 
and Pennsylvania. Middle West 
Illinois, Indiana, Ohio, Michigan, 
Wisconsin, Minnesota, Iowa, Mis- 
souri, North Dakota, South Da- 
kota, Nebraska and Kansas. South 

Atlantic coastal states below 
New Jersey, also the District of 
Columbia, West Virginia, Ken- 
tucky, Tennessee, Alabama, Mis- 
sissippi, Louisiana, Texas, Okla 
homa and Arkansas. Far West 
the Rocky Mountain and Pacific 
Coastal States. 

Lowest volume, on the average, 
was reported in the Midwest; high- 
est margin, Far West. High oc- 
cupancy-cost ratio for typical Far- 
West yard is undoubtedly related 
to large proportion of yards in this 
group doing business in large cities. 
One of every two yards in the Far 
Western group was located in a city 
of 100,000 population or more, com- 
pared with one of three in the 
South; one of four, midwest; one 
of five, northeast. 

Other findings. About 25 of 
the concerns in the survey oper- 
ated planing mills as part of their 
lumber business. These yards were 
somewhat larger in sales volume 
than the others and their gross 
margins were substantially high 
25.7% compared with 23.1%. 

Purchase discounts received by 
the yards in the survey averaged 
1.3% of net sales, discounts granted 
by the typical dealer were 0.8%. 
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MAKES WALLPAPER 


Just announced ...ready to deliver 


Wallpaper Decorating Centers 


Compact, Self-Serve Selling Units 





WALLPAPER DECORATING CENTER 


* sate, cosy woy te cho =e ee 
“ea 


Now, for the first time, speedy SUPERMARKET SELLING for 
Wallpaper! The Decorating Center method of selling—simple, self- 
serve, efficient—makes Wallpaper a practical, fast-profit business for 
YO Developed by merchandising experts after YEARS of study 
of how women buy wallpaper, it has already PROVED its power to 
make extra sales at lowered costs. This smartly designed, good look- 
ing, self-liquidating unit attracts instant attention, will make sales 
practically automatically. You need no added salespeople, carry NO 
INVENTORY. Just shoot in the ORDERS IT BRINGS YOU... 
and pocket extra profits. You can’t miss. And remember... you 
make THREE TIMES the dollar profit on an order of wallpaper 


that you do on paint! 


© Complete selection—everything a 
woman wants... more than 500 styles 
...in less than 7 sq. ft. of floor space. 


@ Carry no inventory ... fast in-stock 
service on room lot or bundle orders. 


® Gives customers a comfortable out- 
of-your-way place to pick out their 
Wallpapers. 


® With this exclusive BRAND NEW FEA- 
TURE ... entire line is GROUPED BY 
BACKGROUND COLOR. 


® Decorator Check-Chart on back of 
each style answers ALL HER QUESTIONS 
... fresh fashion slants on where and 
how to use it, 


@ Every paper backed by an EXTRA 
VALUE Guarantee . . . another selection 
of like cost FREE if customer is not satis- 
fied .. . even after it is on the wall. 


Handsome, permanent selling 
units excellently designed, sturdily 
constructed of fine cabinet woods. 
Black Silver Fox or Blond finish. 
Comes to youu COMPLETE with 
full line of jumbo 18 x 18 inch 
samples, divider sheets, index tabs. 
Patented locking device makes re- 
placement simple. And _ replace- 
ment patterns are furnished at 
actual cost when needed, 


And it costs 
NOTHING to go 


into business 


United Wallpaper, iInc., Merchandise Mart, Chicago 54 
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Feature either or BOTH of these 
NATIONALLY ADVERTISED LINES 


Pn nrcegy 
UNITED WALLPAPER 


DECORATING CENTER 
@ More than 500 styles 


®@ 10 color selection groups 


Each Decorating Center, $69°5 


complete with samples 
SELF-LIQUIDATING! (f.0.b., Aurora, Ill.) 


You get FREE 36 rolls United's Touffe; fastest selling pattern 
in best selling colors! PLUS 3 boxes Plasticized, Non- 
Staining Paste. Enough for 3 rooms. Sell only 3 rooms and 
you get back $70.77.* Your United Wallpaper Decorat 
ing Center COSTS YOU NOTHING OUT OF POCKETI 


*(Slightly higher for the Pacific Coast) 


Maney Weanren WALLPAPER 
DECORATING CENTER 


@ More than 500 styles 
® 10 color selection groups 


Each Decorating Center, $69°5 


complete with samples. 
SELF-LIQUIDATING! (f.0.b., Aurora, til.) 


You get FREE 36 rolls Nancy Worren's Jewel, leading seller, 
ond 3 boxes Plasticized, Non-Staining Paste. Enough for 3 rooms. 
Sell only 3 rooms and you get back $70.77.* Your Decorating 
Center costs you NOTHING OUT OF POCKET 


*(Slightly higher for the Pacific Coast) 


United Wallpaper, Inc., Dept. AL-23, Merchandise Mart, Chicago 54, Ill. 


Gentlemen: Rush me my Wallpaper Decorating Centers. | am waiting for the 


ORD J w NO W opportunity to pyt them to work increasing my profits. Include my free deals: 
S If li id ti 4 Quantity 
elf-liquidating Bran n— 


United Wallpaper Decorating Centers D, $69.95 ea. 
Your Nancy Warren Decorating Centers U 69.95 ea, 


Decorating Center All Centers f. 0. b., Aurora, Ill.—Net Casi) 
. . My store name: 

pays for itself with 
only 3 room sales 


Bill through my distributor: 


Address Address 


City and State City and State 
y y 


BuILpING Propucts MERCHANDISER 





Good Markets 
For Unfinished 
Furniture 


Resort hotels and poultry 
growers help New Jersey 
dealer boost sales in this spec- 
ialty item the year around. 


Unpainted furniture sales are 
kept booming the year around at 
Poe Lumber Co., Lakewood, N. J. 
by advertising promotions to two 
specialized markets. 

Lakewood is famous as a poul- 
try raising area and as a winter ish vacant spots in the lobbies and ers start to buy. Poe mails both 
resort. The poultry raiser spends rooms with unpainted furniture, groups descriptive materials adver- 
less for unpainted furnture than thus saving on both labor and ma- tising unpainted furniture exclu 
the resort owner, says owner Mar- terials. They send Poe a list of the sively. 
tin Coe, but the combination of furniture items they need—corner “The only way to do a good job 
these two markets keeps their un- cases, tables and other unpainted in unpainted furniture,’ contends 
painted furniture moving right pieces which are finished and Poe, “is to handle a complete and 
through the year. painted by the hotel maintenance extensive line. Once a 

Many of the Lakewood resort men. buys a piece of furniture, he will 
hotels modernize regularly. Man- When the resort hotel business want to keep on adding other pieces 
agers of these hotels like to furn- starts to slacken, the poultry rais- from time to time.” 


TO STOCK A COMPLETE LINE of unfinished furniture, says Martin Coe, is 
the best way to keep customers coming back for additional items 


customer 


Some of the uses for NOYO 
CONSTRUCTION HEART REDWOOD 


All Heart wood insures maximum durability—minimum shrinkage, warping or 
checking. Some of the many valuable uses for which it can serve your trade are: 
POSTS AND FENCE BOARDS - EXTERIOR BOARD & BATTEN 
FACIA AND CEILING * EXPOSED BEAMS 
LOG CABIN SIDING * RUSTIC AND DROPSIDING 
MUDSILLS » BULKHEADS + CURBING * CULVERTS - ARBORS 
GARDEN BENCHES AND STEPS * SEPTIC TANKS » KNOTTY PANELING 


Construction Heart items may be included in mixed cars with Noyo Sidings, 


Finish, Mouldings, Shop and all other Noyo products. 


write or phone nearest office 


UNION LUMBER COMPANY 


Manufacturers 
No >¥YaQ) ] R & oO woo ©! 620 Market Street, San Francisco 


2 NEW YORK CHICAGO LOS ANGELES 
ij eA 55 & fe 2735 Grand Cent. Term. 228 N. La Salle St. 117 W. 9th Street 


Mills at Fort Bragg, California 


“i 
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DEPENDABLE QUALITY*FRIENDLY SERVICE*> UNIFORM GRADES 
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CORBIN is cookin’ up 


MORE PADLOCK BUSINESS 
for you in'53! 
vith HEAVY NATIONAL 
— ADVERTISING 


OUD 7 Sie 


BOOSTERS 
like 
this 








You'll sell more padlocks this 
year if you cash in on Corbin’s 
continuing advertising campaign 
in POPULAR SCIENCE, 
POPULAR MECHANICS, and 
MECHANIX ILLUSTRATED. 
Here’s how to do it. Display the 
Corbin Lock Shop up front. 

Put one on your counter... 
another in your windows. 

It’s designed expressly to help 
you get more business from 
Corbin’s national advertising. 
Call your Corbin jobber now. 





BE SURE OF 


FASTER TURNOVER 
WITH 


Oy Yau 
as 


a CABINET LOCK 
OcK SHOPG CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut, U.S.A. 
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3-Minute Tax Quiz! 


Try it and see how well you know your federal taxes. 





Do you know your federal 
taxes—what they can do to you 
—what you can do to them? Try 
this three-minute tax quiz. (Ed- 
itors note: three minutes if 
you're an expert.) 


It is based on material furnished 
by the American Institute of 
Accountants, the national profes- 
sional society of certified public ac- 
countants. 


inswers in next column, 








1..Your son worked for you in 
the business last summer, and you 
paid him a total of $591. He also 
won $10 in an advertising slogan 
contest. You can 

a. Take a full $600 dependency 

exemption for him. 
b. Take a half exemption. 
c. Take no exemption. 


2 While on vacation with your 
wife last summer, you entertained 
several men you do business with. 
Is this 

a. Deductible as a business ex- 
pense ? 

b. Not deductible, since you 
were vacationing? 
Deductible only if you and 
your wife file a joint return? 


3--You made a non-business loan 
of $2,000 to a friend last March, 
and he promptly disappeared, leav- 
ing absolutely no trace. You can 
probably 
a. Deduct the full amount as a 
bad debt on your 1952 re- 
turn. 
b. Deduct only half of it. 
c. Take no deduction at all. 


4—-You earned more than $3,600 
in your business. The social secur- 
ity tax is 
a. Not levied on your own in- 
come. 
b. $81, paid with your income 
tax return. 
$54, paid to the Social Se- 
curity Board. 
d. $54, paid with your income 
tax. 


- 


5—Which of the following contri- 

butions is not deductible? 

a. Your local Community 
Chest. 

b. The American Legion. 

c. A political party. 

d. The YMCA. 


74 


6—You failed to take all your al- 
lowable deductions on your 1950 
return. You can 
a. No longer file a claim for a 
refund. 
b. File a refund claim as late 
as 1954. 
Stop worrying, since you will 
get a refund automatically. 


7—Your wife works 
your business. She 

a. Is required to pay social se- 
curity. 

b. Is not subject to social se- 
curity. 

c. Can choose whether she does 
or. does not want social se- 
curity coverage. 

8—In December, you spent $1,000 
for built-in bookshelves and wall- 
to-wall carpeting for your office, 
on which your lease has three years 
to run. You can- 

a. Deduct the $1,000 on your 
1952 return. 

b. Amortize the cost over the 
next three years. 
Depreciate it over the life of 
the furnishings. 


for you in 


9—There are a few leaks in the 
shingle roof of your office building 
so you construct a new tile roof. 
Taxwise, the cost is 

a. Deductible as a repair. 

b. Deductible in the current 
year as an improvement. 
Depreciable — a portion de- 
ductible each year of its use- 
ful life. 


10—In determining your taxable 
income, which of the following 
taxes you pay is not allowed as an 
deduction ? 

Real estate tax. 

State income tax. 

State inheritance tax. 

Motor vehicle license fee. 





YOUR TAX LQ. 
Answers to quiz on this page 


i—c. Your son's prize here would 
be considered taxable income. That 
raises his total income to $601, 
and he cannot qualify as a depen- 
dent if he has income of $600 or 
more. 


2—a. The amounts spent should 
be deductible as business expense, 
if you kept a careful record which 
lists them in detail, and shows 
clearly that the entertainment 
was with a predominating business 
motive and not merely reciprocal, 
or incident to the vacation. 


3—b. A non-business bad debt is a 
capital loss. And you can take 
only $1,000 a year in capital 
losses—unless you can apply them 
against capital gains. You are al- 
lowed to carry over unused losses 
for five years; better get expert 
advice. 

4—b. Assuming your income is 
classified as self-employment in- 
come (see tax instructions) and is 
not from engaging in an exempt 
profession, a tax of 214% on the 
first $3,600 is due with your income 
tax return—so you owe $81. 


5—c. You cannot deduct contribu- 
tions to an organization which 
spends a substantial part of its 
time on lobbying or political prop- 
aganda. 


6—b. In this case, you can file a 
claim for refund within three years 
from the date your return was due. 


7—b. If your wife works for you, 
you are not supposed to pay social 
security taxes on her salary, nor 
is she supposed to make her con- 
tributions. 


8—b. On leased property, you 
normally spread the cost of im- 
provements over the life of the 
lease. 


9—c. The roof is an improvement, 
not deductible currently like or- 
dinary repairs. Its cost is deduct- 
ible as depreciation spread over 
its estimated useful life. 


10—c. Inheritance taxes are not 
deductible. The others listed are 
deductible. 
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KNOCK-OUT 
DOOR CLOSING 
HOLD-UPS 


SAVE TIME__From rough opening to finished door in 40 minutes or less — it’s possible with 
the new packaged Hasko K-D Door Unit. Everything — door drilled for lock, frame notched 
for header, stop cut exactly to size, trim mitered and cut to size, hinges installed on frame and 

door, lock set, shingles for shimming, and nails — is included in the Hasko Package. With no 
sawing, chiseling, planing or boring to do, the carpenter merely takes a hammer, level, and 
nail set to case and hang the door. Instead of four hours skilled labor cost on each door you 
have less than three-quarters of an hour. 


SAVE MONEY AND WASTE Skilled craftsmen using mass production methods get factory cut 
precision into these units. Quality trim and that mill-made look are part of the Hasko K-D 
advantages. All waste lumber is absorbed in the reasonable cost of the units. Skilled work- 

men don’t waste time running to the lumber pile, sawing, chiseling, boring and fitting. Their 
time can be used on more important tasks requiring their experience and know-how. The 
labor cost saved lowers the estimate and speeds construction time. 


GET BEAUTY AND DURABILITY PROVED BY TEST —Over a million Hasko flush doors have been 
made and installed. Time and weather have proved their dependability. Strict factory tests 
maintain their quality. All Hasko doors are made of select, kiln-dried lumber and beauti- 
ful veneers permanently bonded to one another to produce the finest in quality and strength. 


See Your Supplier or write Haskelite for More Information on the New K-D Unit 


HASKELITE MFG. CORP. 
“Grand Replds, Mich 
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ROBERT L. SWEET, president, R. L. Sweet Lumber Co., 
Kansas City, is seen here with two of his employes, R. L. 
(Bob) Woodbury, left, and Dorr H. Carroll, Jr., man- 


ager, construction loan department. 


VINCE MALONEY of the Maloney 
Lumber & Supply Co., Inc., Auburn, 
N. Y., is looking over a piece of man- 
ufacturers’ literature 


WILLIAM KRUSE, left, Kruse Lum- 
ber Co., and G. Lewis Albright of the the Holland-Smith Lumber Co., 
same firm, both came from Mt. Ver- 
non, Iowa, to attend the convention. 


THREE LUMBER DEALERS and their three contractors 
are seen here. The lumbpermen, all from the Marshall 
(Mich.) Lumber Co., Inc., left to right, are Richard 
Wentzel, Graham Schadt and Vern McMahan. Their con- 
tractor customers, back row, are Joe Sileno, Joe Amoroso 
and Tom Orlando. 


MR. AND MRS. DALE M. SMITH of 


Cheyenne, Wyo., posed in a space 
occupied by one of their favorite 
suppliers 


Dealers Crowd NAHB Convention 


See latest developments in home-building ideas and materials during record- 


breaking Chicago sessions. 


Thousands of retail lumber deal- 
ers crowded the record-breaking 
ninth annual convention and expo- 
sition sponsored by the National 
Association of Home Builders at 
the Conrad Hilton hotel, Chicago, 
Jan. 18-22. 
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Many dealers brought their con- 
tractor customers to hear and see 
the latest ideas in home design, 
building materials and construc- 
tion techniques. Dealers themselves 
led builder discussion groups on 
problems of vital interest to the 


home building industry. 

Of particular interest to retail 
dealers were the ‘“How-to-Do-It” 
sessions including actual demon- 
strations involving lumber, mason- 
ry, dry-wall and insulating board 
construction. 
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JAMES J. BLAIS, right, and Swen 
Anderson, representing the Davis 
Lumber and Supply Co., Inc., Colum- 
bus, Ohio, paused while touring the 
main exhibition hall 


> 
York 
newly-elected NAHB president. 


EMANUEL M. SPIEGEL, New 
City, 


Some 18,000 contractors, build- 
ers, realtors and building materials 
dealers set an all-time NAHB con- 
vention record. Almost 250 major 
manufacturers of building products 
occupied display space on several 
hotel floors. 

Stiffening competition was pre- 
dicted by retiring president Alan 
Brockbank, Salt Lake City, who 
predicted that remodeling work 
will be a major source of bousiness 
this year in the nation’s 45,000,000 
existing homes. 

Home builders were unanimous 
in their opinion that 1953 will be 
MERCHANDISER 


BUILDING Propucts 


ROBERT 8S. TOMB, West Side Coal 
& Lumber Co., Bloomington, II1., in- 
vited many of his contractor custo- 
mers to attend the exposition as his 
guests. 


an excellent home building year 
with new home starts running 
1,100,000 to 1,200,000. New home 
prices are expected to advance be- 
cause of higher selling and labor 
costs. 

Low-cost air conditioning is in- 
creasing in popularity. A nation- 
wide survey of 255 builders showed 
that 40% will offer air-conditioned 
homes to the public this year. Some 
builders are offering  air-condi- 
tioned homes as low as $10,500. 
Most builders said they planned to 
offer air conditioning as standard 
equipment in their middle-priced 
houses. 


New developments in materials 
included an all-nurnvose floor tile 
which can be installed without the 
use of adhesives or tools: a pre- 
finished hardwood oak flooring 
which reauires no membrane wa- 
ternroofing Hnetween the slab and 
floor: a new plastic floor tile which 
simulates natural oak  narquet 
flooring: colored plumbing fixtures 
for low-cost homes: a gypsum wall- 
hoard which reauires no nails or 
ioint treatment to finish. 

Fresh ideas for merchandisine 
homes were advanced at several 
shon-talk sessions. The trade-in or 
some variation of it is being used 
bv an increasing number of dealers 

Emanuel E. Spiegel, New York 
City, was elected president of 
NAHB for 1953. Richard G. 
Hughes, Pampa, Tex., was elected 
first vice president. 


G. HENRY BESSE, 
Lumber Co., Hartville, 
Henry Boechman, 
ing Supply Ine., Manitowoc, Wis., 
found they both handle the same 
window shown in this booth. 


Schumacher 
Ohio, and 
Lakeshore Build- 


BUILDERS ATTENDING the NAHB 
convention viewed this scale-model 
of the famous “trade secrets” home 


“Trade Secrets House” 
Interests Builders 


A good-looking, skillfully engi- 
neered $15,000 house which reflects 
the pooled trade-secrets of leaders 
in the highly competitive building 
industry received enthusiastic ap- 
proval from members attending 
the NAHB convention. 

Andrew Heiskel, publisher, Life 
Magazine, told builders that his 
magazine devoted five pages to the 
home in January because “this 
house combines features that norm- 
ally come only in more expensive 
homes.” 

Already being constructed by 23 
builders in 14 states the “trade 
secrets’ house has 1,346 square 
feet of living space, three bed- 
rooms, 1'% baths, a flexible, open 
floor plan. NAHB officials predict- 
ed that the convention presenta- 
tion of the house will result in 
thousands of additional starts this 
year. 

Heiskel that the 


said average 
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man today is better informed and 
that he has definite opinions on 
everything from foreign affairs to 
housing design itself. He com- 
mented that “Americans still are 
dreaming of a $6,000 house and 
they aren't convinced it’s an im- 
possibility.”” Obviously _ builders 
have an educational job to do, Heis- 
kel concluded. 

In the discussion period that fol- 
lowed the presentation of the 
“trade secrets” house, four build- 
ers told their experiences in ac- 
tually erecting the home. 

Dave Slipher, Los Angeles, stat- 
ed that the house was being well 
received in his area because it of- 
fers so many appealing features. 
Slipher said his customers espe- 
cially like the long look of the 
home, the window walls, the open 
plan, the study-bedroom, and the 
extensive use of 
walls. 


roomy storage 

Panel members told the conven- 
tion that every available “trade se- 
cret” idea that was practical had 
been worked into the home. In- 
cluded are low-cost precut, prefab- 
ricated roof trusses, durable ter- 
razzo floors laid in a new, cheaper 
way, walls fabricated on the ground 
and tilted into place. Precutting 
and preassembly, in fact, domi- 
nates the planning for the entire 
house and makes it possible to 
wall in and put under cover in a 
day. 

Because the truss shifts all 
weights to exterior walls the inte- 
rior of the house under construc- 
tion is completely open. Materials 
for walls and ceilings go on in large 
panels, speeding application time 
and reducing waste. The storage 
wall units eliminate many room 
partitions and further save on 
erection time. 

Builders on the panel all said 
they were building the house well 
within the $15,000 price, lot ex- 
cluded. Only problem has been to 
keep the cost of lighting fixtures 
within bounds. The bill of materials 
calls for $90 on fixtures and the 
builders said their costs have run 
$300 or more. They believe, how- 
ever, that volume production of 
the modern fixtures required will 
shortly cut costs. 
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CONVENTION 


CLIFF MAY, left, shows movies of 


pre-fab. Also shown are architect 
Todd Tibbals, publisher Perry Pren 
tice and panel moderator Clarke 
Daniel 


IN ADDITION to Daniel, left, mem 
bers of panel on design included Chi- 
cago architects Morgan Yost, center, 
and Nathaniel Owings, right 


Better Design in ’53 


Fewer gimcracks, less doodling with exterior varia- 
ations and more attention to site-planning is urged by archi- 
tectural panel. New pre-fab using short lengths of lumber 


revealed. 


With the suburban trend in- 
creasing each year, merchant- 
builders will have greater responsi- 
bility than ever, says N. A. Ow- 
ings, of Skidmore, Owings and Mer- 
rill, Chicago architectural firm. As 
lead-off speaker for the panel dis- 
cussion on “Better Design for Your 
Homes in ’53,”’ Owings pointed out 
the need for greater stress on site 
planning, less on exterior varia- 
tions like roof color, shutters, 
trellises, etc. 


Builders must realize the enor- 
mity (and the unlimited potential) 
of the job ahead of them, a job 
which can only be done by a team 
of experts—-the builder and plan- 
ner, with the help of the architect- 
engineer, Owings said. 


We have passed from the “grid- 
iron” system of planning to the 
“spaghetti” type, wherein nobody 
knows where one street ends and 
the other begins. Owings’ own solu- 
tion to the proolem is to adopt a 
more communal type of living, with 
four or more houses detached but 
grouped around a central garage. 
The old oblong lot and its poten- 
tial for slum development is there- 
by abandoned. In its place are small 


neighborhoods, private areas for 
each house, yards, play area. The 
greater part of the land is pooled 
for parks, grass, shrubs, trees 
jointly maintained. 

Cliff May, Los Angeles architect- 
builder, unveiled his newest effort 

a low-cost, 730 square-foot pre- 
fab. Central feature of the house 
is its panel system, upon which 
May has applied for a patent. Wood 
panels are small enough for two- 
man crew to install, have exterior 
siding already applied, ready for 
vertical battens. Except for 4x4 
laminated rafters, entire house 
frame consists of short lengths of 
lumber, with no stud over 6’8” in 
length. A 20% saving is achieved 
by buying these mill cast-offs, May 
maintained. 

“Too many builders have Seen 
penny-wise, pound foolish about 
the cost of architectural service,” 
said Todd Tibbals, Columbus, Ohio, 
architect. They are finding that the 
clean contemporary houses with- 
out the gimcracks of the past are 
meeting with enthusiastic response 
from the public. Builders must 
work with architects, and vice 
versa, if the public’s demand for 
better housing is to be met. 
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WEATHER-BLOC 7%c Oncginat 
Stugle Unct VENTILATOR 


for 
GLASS BLOCK 


SMALL PANELS 
> &/ 





A PROVEN 
PRODUCT 





| INSIDE > 


Patented 

U.S.A.— 2565122 
Canada— 478095 
Other Patents Pending 


THOUSANDS 
IN SERVICE 








Louver “fype AAllweather Ventilation 


@ CONTROLLED VENTILATION @ NO SACRIFICE of 
@ STAINLESS STEEL BODY BEAUTY or PRIVACY | 


WEATHER-BLOC on the outside presents a series of 
horizontal louvers which blend with glass block and permit 
ventilation regardless of outside weather and assures 
absolute privacy no matter where the WEATHER-BLOC is 
located. The inside offers finger tip control of ventilation 
with adjustable louvers. Aluminum screen. 

IN STANDARD 


3 WEATHER-BLOC MODELS <, JR AbD ARO 


STANDARD— glass louvers outside and inside 
UTILITY —stainless steel louvers outside, glass louvers inside 


ECONOMY —stainless steel louvers outside and inside, 
6 and 8 inch sizes only 


WEATHER-BLOC can be used in existing glass block panels, 
or can be built into new panel construction as easily as o 
single glass block. 


Purchase Through 
Your Glass Block Dealer or Distributor 
Also Nationally Distributed by 
WINCO DISTRIBUTING & MFG. CO., Inc. 
533 Bittner Street + St. Lovis 15, Missouri | 


WEATHER-BLO 


Trode Mark 
3734 NORTH SOUTHPORT 


A Product of 
AIR RECTIFIERS, Inc. 


AVENUE « CHICAGO 13, ILLINOIS 


BuIiLpDInG Propucts MERCHANDISER 


@ A TERRIFIC SELLER! Because you 
have a powerful sales story 
plus a very attractive door, 
complete with matching hard- 
wore—all PRICED RIGHT .. . 
backed by national 
advertising. 

@NO WARP... NO SAG... 
NO CLATTER! Patented construc- 
tion features provide superior 
strength with the light weight 
of aluminum and the fine insu- 
lating quality of wood. 

@ STANDARD SIZES WILL 
95% OF YOUR ORDERS. A 
markable advantage . . . each 
Compo Door is specially con- 
structed to permit adjustment on 
all four sides. 

@ SELF-INSTALLATION SALES AS- 
SURED! Unique patented adjust 
ments permit easy installation 
by the home owner himself. 

@ WRITTEN FACTORY GUARAN- 
TEE! Your assurance ond your 
customers’ assurance of the very 
finest aluminum 
door. 


See our 1953 line... —— 
ALUMINUM COMBINATION y 


Storm and Screen Doors! 
@ the magnificent “COMPO-ORIGINAL” 
@ the incomparable “COMPO-CREST” 

@ the eye-arresting “COMPO-CHAMPION” 
FOR MORE PROFITS. . . Get the facts now 
on the coreplote line of Compo pantord one 
> agi Bee ctieam and ; : 


consumer 





FILL 


re- 





combination 


COMPO miracle 
PRODUCTS COMPANY 


15221 W. 11 MILE RD. BERKLEY, 


MICH 








DEALERS CROWD NAHB CONVENTION 


Actual “How-to-do-it” Demonstrations 


Staged by Experts at NAHB Convention 


ALDEN K. SMITH, sales manager, 
Timber Engineering Co., supervised 
and explained the construction of 
the roof truss. The truss was the 
popular 24’ size with a 45 degree 


LOW COST roof trusses were built on the stage of the convention. Con- 
structed in less than thirty minutes, the audience was told that the truss 


required 28 . less lumber and 36 


less labor than a conventional roof. 


A jig was used that eliminated expensive measuring and fitting. Wedge 


fit connectors and bolts joined key parts. 


LUMBER GRADING was discussed by R. F. Luxford, 
research engineer, Forest Products Laboratory. Lux- 
ford also covered common lumber defects such as 
cross graining, checking, pitch pockets, etc. Asso- 
ciates of Mr. Luxford, above, displayed examples of 
the defects mentioned. 
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MOISTURE IN LUMBER can be accurately checked by 
using meters, according to R. F. Luxford. The re- 
sistance and radio frequency power loss types were 
both demonstrated on the stage to NAHB members. 
R. P. A. Johnson concluded the Forest Products Lab- 
oratory part of the program by stating that lack of 
knowledge was the basic reason for most errors in 
the use of wood. 
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S. H. McNALL, Structural Clay Prod- 
ducts Institute, suggested that 
builders let contracts on the basis 
of specifications and performance. 


TWO PLY GYPSUM interior wall construction was de- 
scribed by Lloyd Yeager, Gypsum Association. He 
said that this new construction is five times stronger 
than convention one-ply finishing. The first ply is 
mounted horizontally or vertically. 


INSULATION BOARD sheathing application sug- 
gestions were presented by C. M. Gray, man- 
ager, Insulation Board Institute, and technical 
representatives of manufacturers. He pointed 
out that insulation board sheathing now comes 
in convenient sizes and that the boards are now 
fully water resistant. 

Gray said that the FHA now authorizes use of 
the 25/32” sheathing in the 4x8’ size, vertically 
applied, without conventional corner bracing. 
Demonstrations further suggested proper nail- 


ing and cutting techniques for insulation board 
sheathing. 


W. A. JANSSEN, Celotex Corp., describes correct 
insulation board sheathing applications. Both 
asphalt coated and integrally asphalt treated 
board were displayed. 


Propucts MERCHANDISER 


MASONS ERECTED a wall of the new “SCR” brick on the stage. McNall 
said this new brick complies with FHA codes and that a mason can lay 
500-600 units per day, making brick competitive with frame construction. 
The new brick doesn’t require backup or studding. 


THE SECOND PLY after coating with adhesive is 
nailed to the first ply. Nails merely hold gypsum 
board while the adhesive is setting. Nail heads are 
dimpled and board is tapped. Yeager recommends 
three coats of cement for finishing. 








Here, for the first 
time in the history of the lumber 
industry, is an advertising pro- 
gram that is custom-tailored for 
you—doesn’t demand any of your 
time and is practically guaranteed 
to bring results. This program 
is now being used successfully by 
1,347 lumber dealers like yourself 
from coast to coast... HOME 
Maintenance & Improvement 
magazine. 


HOME Maintenance & Improve- 


ment is a big 68 page how-to-do-it 
magazine that we mail four times 
a year to a mailing list of your 
customers and prospective cus- 
tomers. It is packed with ideas on 
how to build, remodel, and repair 
—ideas that bring the reader or 
his neighbor right into your store 
to buy the products HOME mag- 
azine tells about. This is not just 
nickel and dime business, but big 
business like “house jobs,” com- 
plete materials for recreation 
rooms, garages, porches as well 
as big new gales in hardware, 
tools, paints; in fact, HOME sells 
everything you carry. See a copy 


and see what we mean—mail the 
coupon today. 


The readers come to you because 
you send him the magazine. Your 
name is on the cover and there is 
a full page ad devoted to you in- 
side the magazine. The editorial 
articles and yes, even the adver- 
tising tells the reader to come in 
to see you. HOME is the only 
publication in the lumber industry 
written solely for you, the lumber 
dealer, to sell a// the products you 
carry. Write for your copy today! 


The only cost to you is a service 
charge of 44c per year which is 
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will im d CALA} Your 
| BIG PROFIT YEAR ! 
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less than lc a wk. per every name MAIL ele] tT Te} | igely.) 4 FOR YOUR 


you wish us to serve. This charge 

is based on the cost of imprinting .s Rr E ia i Ce | PY Ce | - 66 “ @ | hd t 9 
the covers of HOME with your 

company trademark, address and : 
telephone number; the cost of : 

making address plates for your 

mailing list, the complete han- I am interested in the possibilities of your HOME Maintenance & Improve- 


ment magazine to build my sales and profits for 1953. Without obligation, 
please send me a copy of “HOME” and more details as soon as possible. 





dling of your list and it even in- 

cludes our paying the postage. 
Our Customer-Prospect list is approximately: (Please check closest figure) 

Start the New Year right—right Less than 500 [] 500 [] 1,000 [} 54,000 10,000 —} Over 10,000 [J 

now. Mail the coupon today a. 

for your FREE copy of HOME Company 

and complete details on how 





you can make 1953 your big ’ Address 
year for new sales and profits. 
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MAIL TO: ‘‘HOME’’ Magazine, Dept. C-1 
139 N. Clark Street, Chicago 2, Illinois 





SHOWING 
BETWEEN ROOM 
us 


RA-TOX 
FOLDING DOORS 


Show your customers that RA-TOX FOLDING 
DOORS give them just what they want... for 
either remodeling or new construction ... 
at ao price lower than they expect to pay. 
They will see at a glance that RA-TOX FOLD- 
ING DOORS give them between-room air-flow 
and closet ventilation. They grasp, at once, 
how this handsome closure contributes a 
touch of tomorrow to their homes today. 
Then, show them how much usable floor area 
RA-TOX FOLDING DOORS add to rooms... 
how they add a feeling of spaciousness 
even to rooms of modest size. 

RA-TOX FOLDING DOORS of woven wood 
open-siat design are fully guaranteed. They 
come with all needed hardware. Choice of 
colors or natural stain finish. Anyone can 
install the track and fasten the edge of the 
door to jamb or wall in a few minutes—a 
screwdriver the only tool. 

Plenty of material to help you sell—fold- 


ers, mats, tags, streamers, display. Write 
for Bulletin 706 and full information. 


KITCHENETTE AND 
IN-A-DOOR BED 


BETWEEN.ROOM 
CLOSURES 


bOORS 
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CLOSETS AND 
WARDROBES 


ROOM DIVIDERS 


™ hough shade corporation 


PA.TOX DIVISION 
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1026 JACKSON STREET © JANESVILLE, wis. | and similar expenses. 


SMALL builders 
who crowded the 
meeting room were 
attentive listeners. 
Meetings of small 
builders on a com- 
munity level was 
suggested as means 
of solving mutual 
problems. 


LUMBER dealer - 
builder Joe En- 
tress, a New York 
regional vice presi- 
dent of NAHB, was 
discussion leader of 
the group. which 
considered the 
problems of the 
small volume 
builder: 


The Small Builder’s Problems 


Small operators are urged to pool their resources to 


step up efficiency. 


Small builders can cooperate for 
mutual benefit as effectively as 
large-scale builders, although it 
may take them longer to reach the 
same stage of organization. 

That was one observer’s com- 
ment following a three-hour eve- 
ning session on the subject, ‘“‘Solu- 
tions of Problems for the Small 
Volume Builder.” 

Purchasing, cost control and cost 
analysis and construction short cuts 
were named as important problems 
of the small builder. 

One step toward solving the 
purchasing problem, one builder 
said, is to pool purchases with other 
builders. One builder can buy med- 
icine cabinets and hardware and 
other dealers other items, each sell- 
ing to fellow builders, thereby keep- 
ing his inventory investment at a 
low level. 

Another builder advocated con- 
centrating purchases among a few 
suppliers, thereby gaining service 
and price advantage. To maintain 
a good credit reputation with sup- 
pliers, job site work should be 
scheduled so that it is never neces- 
sary to pass a discount. 

Builders were urged to figure 
rent as a part of their overhead 
when their home is used as an office; 
also the wife’s salary when she is 
employed as a secretary; the car, 
when used for business purposes, 


Builders agreed that exact 
knowledge of their labor costs is 
their biggest problem, also the 
source of their greatest potential 
saving. Labor costs on five iden- 
tical homes differed as much as 25% 
for one builder until he broke down 
overall house construction into def- 
inite operations and established 
definite costs for each on the basis 
of actual experience on the job. 

Unless builders carefully analyze 
the costs of their sub contractors, 
they ‘“‘can be taken,” several build- 
ers reported from experience. One 
builder has his carpenter crew keep 
a daily time book which shows the 
specific hours spent on specific jobs. 

Small scale builders can pay more 
attention to detail than big builders 
and thereby make their homes more 
attractive, said B. Lue Bettilyon, 
who builds 15-35 units in Salt Lake 
City annually. 

Opposition to prefabs was ex- 
pressed by almost every dealer who 
had sold them. High erection costs 
(especially if the job is delayed by 
weather or other reasons); high 
freight rates; difficulty in settling 
materials complaints with the ma 
ufacturer. 

Two small operators told of build- 
ing a house at a savings of over 
$1000 under the manufacturers’ 
price using the exact prefab plans. 
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How the new MALT-A-MASTER operates 


f | | To remove sash 

" 4 | 1. Pull out the black clip 
slightly. 
. Raise the sash until the 
hook on the sash en- 
gages the black clip. 
Lower sash and repeat 
this operation on other 
side. Sash balance is 
now disconnected from 
frame. 








.To remove sash, grasp 
on one side, push back 
into weatherstrip and 
swing other side out of 
frame. 








To replace sash 
1. Press sash against weatherstrip and 
back into frame. 


. Hook the white clip of the balance 
cable to the hook in the metal weather- 
strip. Do this on both sides. Lower sash 
slightly. 

. Push black clips back against weather- 
strip and window is again fully 
balanced. 
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Malta gives you two wood window units with removable sash 
to meet every purse and purpose. The new MALT-A-MASTER 
has the new combination foam rubber and aluminum weather- 
strip and is fully balanced. 

The MALT-A-MATIC unit is the economical, proved answer 
to the demand for a quality wood window unit with removable 
sash that can be easily adjusted. 

Both units adapt to any type of construction and are Woodlife 
treated for water repellency and years of extra service. 

If you are not now stocking Malta units, you’re missing sales. 
Pick this peach of a pair for juicy profits in ’'53. 


Supreme Quality Since 1901 








No stock to buy... 
no charge for display 


x» 18° wide 


Here are displays which are 
different—modern in 
design, traffic-stopping. And you 
pay only the cost of the applied 
hardware (as shown). There’s no 
charge for the display piece, no 
stock to buy. Order your Stanley 
Cabinet Hardware point-of-sale dis- 
play by number from your dis 


refreshingly 


tributor today. 


The Stanley Works, New Britain, Conn, 


an’ tales 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 


STEEL STRAPPING © STEEL 
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THESE HOUSE SALESMEN tell how they do it 


”" 


ieee at 


Left to right, James 


R. Scott, Seattle; George D. Barclay, Tacoma; Al La Pierre, Seattle; 


Sam Russell, Denver, and William H 


Hannon, Los Angeles. 


How to Sell a House 


Experts explain promotional ideas that lead to sales. 


Never cut price to sell a house. 
Prospects will expect more cuts. 
Improve the property by planting 
shrubbery, install a_ recreation 
room or erect a picket fence—but 
never cut price. 

That was one rule laid by down 
Al La Pierre, Seattle builder and 
chairman of the discussion group 
on the subject, “How to Sell a 
House.”’ 

Advertising small down pay- 
ments and easy terms is the best 
way to move houses, La Pierre con- 
tended, at the same time advising 
builders to dramatize their houses 
and sell appeal to the emotions. 

The four basic steps to any sale, 
so elemental that they are often 
forgotten, were emphasized by Sam 
G. Russell, vice president, The D. C. 
Burns Realty and Trust Co., Den- 
ver. 1. Attract attention. 2. Arouse 
interest. 3. Create desire. 4. Inspire 
action. Russell advised builders to 
stress the following points: 

1. Low down payments and easy 

monthly terms. 

2. Points of superiority of your 

houses. 

3. Immediate occupancy. 

4. Fine neighborhood. 

Get people to talk about you on 
the basis of your performance, sug- 
gested Russell. Be active in what- 
ever is good for the community. 

People who buy your houses are 
your best customers, William H. 
Hannon, sales manager of the Fritz 
Burns organization, Los Angeles, 
told the meeting. His organization 


sold 20,000 houses in the past six 
years. He said that most prospects 
buy within 60-90 days after the 
first look. 

Sales gimmicks offered the Fritz 
Burns house buyer include: post 
ecards with a picture of the pur- 
chased house on one side, a floor 
plan on the other; a map with the 
owner's site circled; a first-aid di- 
rectory delivered by a salesman 
several months after the house is 
purchased in a check back to in- 
quire if the house is satisfactory 
(owner talks about this visit to his 
friends). 

The Burns organization promotes 
garden contests, organizes garden 
clubs, sponsors Scout troops, enters 
model home contests and provides 
voter registration booths in its goo 
will and public relations programs. 

The quicker a valid complaint is 
adjusted the better, Hannon be- 
lieves. The buyer has a chance to 
reject the house when he goes 
through it upon completion with 
the construction foreman. Notes 
are made of the things that need 
adjustment. Changes will be made 
as the buyer requests, either before 
or after he moves in. 

“It’s much easier to sell a house 
that’s beautiful,’ Hannon says. In 
two or three years shrubbery will 
add as much as $500-$600 to the 
value of a house. We buy shrub- 
bery at wholesale and sell it to our 
customer at less than wholesale.” 

Burns salesmen work exclusively 
on commission. 
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SELL THE FLOORING AND THE FINISH 


You make an extra profit on the sale of Prefinished Bruce Strip Floors, You 
get your regular flooring profit plus a nice profit on the factory-finish. 
You'll make more sales, too, because nationally advertised Bruce Floors sell 


faster. Builders and owners benefit from these advantages of prefinishing 
No sanding or finishing —This saves builders from 3 to 5 days on the job. 


Reduced floor costs Factory-finishing costs less than on the-job finishing. 


More beautiful floors—The Bruce Finish preserves and protects all the 


natural beauty of the wood ... makes floor care so easy and inexpensive, 


For literature, prices, and sales he Ips, write 


E. L. BRUCE CO., MEMPHIS 1, TENN. BRUCE 





The Bruce "Scratch Test” 


The famous “Scratch Test pictured 
here proves that the Bruce factory- 
finish does not seratch chip or wear 
away like a surface finish. It lasts years 
longer because the finish is “in the 
wood "—not just a thin film on top. 


Prefinichod Bruce Strip Floors 


Bruce Ranch Plank and Bruce Block Floors are also prefinished 





DEALERS CROWD 


NAHB CONVENTION 


DICK HUGHES, Texas builder and pioneer air-conditioner in Southwest, opens 


panel meeting on air conditioning 


Builders and dealers in attendance got first- 


hand answer to operating costs, installation procedures, etc. 


Low-Cost Air-Conditioning 


Of 255 prominent builders surveyed by NAHB in 
30 states, 40°, will offer air conditioning in ’53. 


Billed as “The Feature 
Future,” 


of the 
air conditioning was one 
of the most discussed topics in the 
show. Predictions for great expan- 
sion in volume were made by J. F. 
Knoff, general sales manager, Air- 
temp Division, Chrysler Corp. 
Knoff based his predictions on air 
conditioning’s rapid growth in the 
last five years—from 19 million to 
91 million dollars in sales. It repre- 
sents “the greatest opportunity of 
this era,"’ Knoff added. 

On a survey made by an inde- 
pendent research bureau, only 8% 
of these people who already had 
air conditioning said they did not 
like it; 11% gave no answer—and 
81% said that they liked it, that it 
was a good investment. They liked 
it for its summer cooling effect. 

Average monthly operating cost, 
as indicated in the survey, was 
$10.00 or under for electrically 
powered units. On this basis it 
compares favorably with warm air 
and other systems, according to 
Knoff. 

The same survey (made by the 
Indoor Climate Research Bureau) 
showed that 26% of the families 
polled paid less than $1,500 for air 
conditioning installation; 24% paid 
between $1,500 and $2,000; and 
25% paid from $2,000 to $2,500. 
The remainder paid more than 
$2,500. 
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Photo courtesy of the Coleman Co 


TYPICAL AIR CONDITIONING unit 
discussed by panel of manufacturer’s 
representatives. Unit fits in hall closet 
with water heater. 


Chief among the advantages of 
air conditioning to builders are 
lower depreciation of homes, great- 
er resale value, improved health of 
occupants, Knoff emphasized. 


In the panel discussion on air 
conditioning, members got down to 
facts. Led by Dick Hughes, Pampa, 
Tex. builder who predicted that 
homes without air conditioning 
would be obsolete in five years, the 
panel discussed ways and means, 
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costs, what equipment can be used 
benefits, and a brief history of air 
conditioning. 

A. E. Meling, Carrier Corp., Syra- 
cuse, N. Y. stated that the industry 
today is faced with “the greatest 
marketing expansion in the history 
of air conditioning.’”’” As examples 
of the already expanding market he 
pointed to builder Art Glick’s 47- 
house project in the $20,000 class 
in St. Louis and to Gunnison 
Homes, Inc., which has an air con- 
ditioning unit in its latest prefab 
model, the ‘“‘Talisman.”’ Meling also 
offered more advantages to air con- 
ditioning: greater cleanliness, less 
dusting, less cleaning of drapes, 
removal of germs and pollen parti- 
cles from the air. Windows can be 
fixed, which means no screens, no 
storm windows. There is no need 
for attic fans or screened porches 
either, he added. 

Revealed for the first time, ac- 
cording to Meling, was the “24-hour 
method of load calculation,” in 
which builders and engineers can 
figure on an average low tempera- 
ture at 6 a.m. and an average high 
at 6 p.m. 

S. J. Levine, General Electric’s 
sales manager for heating and cool- 
ing units, pointed out that air con- 
ditioning satisfies a basic need in 
man for comfort; that residential 
air conditioning has now come of 
and is no longer a modification 
of commercial systems. He showed 
how nearly all of today’s units use 
ducts, largely because of the ‘“‘in- 
creasing trend towards warm air 
heating in modern houses.” 

Other members of the panel in- 
cluded Keith T. Davis, Bryant Divi- 
sion, Affiliated Gas Equipment Inc., 
Cleveland, Ohio, and J. L. Gil- 
breath, Servel, Inc., Evansville, Ind. 


A booklet on “Year-round Air 
Conditioning for Homes,” with sug- 
gestions to the builder and inform- 
ation on the installation of both job- 
assembled and packaged units, is 
now available from the National 
Warm Air Heating and Air Con- 
ditioning Assoc., 145 Public Square, 
Cleveland 14, Ohio. 
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What’s Behind the 
Sterling Quality of 
BRADLEY BRAND 
STOCK? 


Choose yours from these 
premium quality items: 


Arkansas Soft Pine... 


Satin-like Interior Trim, Paneling, 

I Finish, Stair Treads, Flooring, 
irst, is our intention and sustained effort to Sheathing, Shiplap, Boards, 
turn out a better product, yet keep on improving Dimension. 
it. Second, is to insure such constant betterment 
with the last word in manufacturing facilities and ° 
equipment. Oak Flooring Terre oy 5 
X 
These, in brief, are what Bradley’s trade-mark Straight-line Standard Strip* Unit 
stands for . . . these, the reasons why you can Wood Blocks* Random Width Oak 
depend on that mark as Bradley’s pledge to the Plank h finished finished 
highest production standards. ae ee ee a 
*Also in Beech and Pecan. 

Ready For You in Mixed Cars — 


Bradley Brand products give you the dual Oak Specialties coeoeeee 
advantage of prompt shipment of your 


current requirements, with a mini- Trim, Mouldings, Thresholds, Stair 
mum of inventory cash outlay. Treads, Risers, Glued-up Panels. 


Sales Representatives in All Principal Markets. 


J 


LUMBER COMPANY of Arkansas ©  ,WARREN. v 


€ oRano) 
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DEALERS CROWD NAHB CONVENTION 





PAINT PANEL MEMBERS, left to right, Ray Elvart, president Chicago Coun- 
cial, Paint and Decorating Contractors of America, Chicago; Dr. M. Van Loo, 
director, Sherwin-Williams Research Laboratory, Chicago; Al Balch, Seattle 
builder and panel chairman; Francis Scofield, associate director, scientific 


ection, National Paint, Varnish and Lacquer Association; James E. Creager, 
vice president, Jewel Paint and Varnish Association, Chicago 


Must Educate Homeowners 


Paint industry leaders challenged to help do-it-your- 


self customer during panel on 


Answers.’’ 


Paint manufacturers were chal- 
lenged to educate the public in the 
different kinds and qualities of 
paint at the paint panel presided 
over by builder Al Balch, Seattle. 

“One of the great problems of 
the industry,” said Balch, “is that 
so many people are doing their own 
work— painting, laying floors, ete 
Whether we criticize it or not, the 
people are doing it.”’ 

Someone raised the questions 
how to tell the difference between a 
quality paint and just a good paint 

“There is no_ sleight-of-hand 
test,”’ Dr. Van Sherwin-Wil- 
liams research director, emphasized 
“There are certain guideposts: 1 
Reputation of the producer based 
on years of experience and thous- 
ands of panel tests under varying 
weather conditions. 2. Experience 
of other people with manufacturers 
product.” 


Loo, 


Moisture behind the paint film is 
responsible for 80-90°7 of the fail- 
ure of exterior paints, Francis Sco- 
field, director, scientific 
section, National Paint, Varnish 
and Lacquer Association, said. 


associate 


There are two ways to fight this 
problem: one, prevent the moisture 
from getting in; two, allow the 
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“Paint Problems and the 


moisture already present to escape 
without coming through the paint. 
Adequate vapor barriers are essen- 
tial to prevent the moisture from 
getting at the paint. Aluminum 
paint, gloss enamel and some of the 
rubber based paints afford such va- 
por barriers. Lack of proper flash- 
ing around the windows and lack of 
a ventilating fan in the kitchen are 
two factors which permit moisture 
to accumulate behind the paint film. 
Wedges may be driven under the 
siding to allow moisture to escape 
an effective solution in marginal 
cases. A better solution is midget 
louvers underneath the siding and 
sheating. A sufficiently large crawl 
space beneath the house—even at 
the expense of some heat loss—is 
another answer to this problem. 
The one-coat house paints, Dr. 
Van Loo added, are recommended 
on jobs where one cover in good 
condition is already on. The mil- 
dew-resisting paints provide an an- 
swer to a problem more common 
than generally recognized. Tinting 
white can be mixed with colors to 
provide an infinite variety of tints. 
“The trend toward 
clared Dr. Van 
important new 
paints today. 


color,” de- 
Loo, “is the most 
trend in house 


Latex paints in the 


hbrua 
/ ‘ary 


foreseeable future could capture a 
good share of the market. Already 
used extensivly on stucco, brick and 
masonry, it is still expensive on ex- 
terior wood surfaces. Experiments 
are going ahead to provide durable, 
exterior clear finishes. Surfaces now 
taking clear exterior finishes must 
be refinished within a year, perhaps 
oftener, depending on weather ex- 
posure. 

Although not yet perfected, the 
color systems have had ‘tremen- 
dous impact” on the _ industry, 
James E. Creager, vice president, 
Jewel Paint and Varnish Co., 
declared, speaking on “Interior 
Paints.” 

Remembering that 75% of all 
painting surface is interior, the in- 
dustry is trying to avoid the peaks 
and valleys of the painting season, 
Creager added. He said that the 
synthetic type of emulsion paint is 
the “paint of the present and paint 
of the future; it is easy to apply, 
has no offensive odor, is fast-drying 
and has excellent scrubbability.” 

The efficiency of rollers and 
and sprays cannot be equalled in 
covering large areas in a single 
color, Ray Elvart, president, Chi- 
cago Council, Painting and Decor- 
ating Contractors of America, told 
the group. However, for residential 
painting, he said these devices have 
been over-rated from a_ practical 
standpoint. 

Improvements in application in- 
clude better brushes, rollers, paint 
sprays and time-saving scaffolding 

Elvart said that apprentices and 
recently-trained journeymen in the 
industry are “pitifully few.” 
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FROM THE 
HOUSE OF 


A complete line 
of Building 
Materials 


to build 


more business 
for you 


INCLYDING: 





or WHY IT PAYS 


© STOCK AND SELL 


Fire-CHEX Asbestos 
Plastic Shingles 


An exclusive ‘‘profit maker’ for Carey dealers 
only! Fire-Chex—the only shingle of any kind 
ever to earn the highest fire-safety rating from 
Underwriters’ Laboratories, Inc.—CLASS A with- 
out asbestos underlayment. And the only shingles 
of any kind designed for application in gorgeous 
shadow blend roof designs, actually oy ia 
as ‘‘works of art’’ because they are so beautiful, 
so original. Shadow Blend Colors: Red, Green, 
Gray, Brown, Shasta Snow. Solid Colors: Velvet 
Black, Chocolate Brown. 


FIRE-GUARD 


Rock Wool 
Blankets 


Another exclusive profit 
maker for Carey deal- 
ers only. Combines top- 
quality mineral wool 
with the only fire-re- 
tardant vapor barrier 
that has Underwriters’ 
Laboratories, Inc. rat- 
ing. Appeals to your 
customers who want 
safe as well as comfort- 
able homes. 





Cabinets and 
Accessories 


With famous M-C qual- 
ity, beauty, long life. 
Four complete lines of 
cabinets and matching 
accessories to meet 
every price and design 
need. Daily, thousands 
of homeowners are bit- 
ten by the bathroom 
modernization “bug.” 
Be sure you're set with 
the Carey line—to cash 
in on the bonanza! 
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IN ALL THESE WAYS 
THE COMPLETE / LINE 


oxen 


Miami-Carey lighted 
cabinet No. 2030. Mir- 
ror set in sparkling 
stainless steel frame. 











Miami-Carey Plastic 
Cabinet — color keyed 
to harmonize with col- 
ored plumbing fixtures, 
walls and floors. 
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CAREY STONE Color-Sealed 


Asbestos Siding 


Choose from a variety of pleasing decorator 
colors, made resistant to fade, stain, dirt and 
weather by a special Carey process that seals 
the surface. Traditional wood shake texture 
harmonizes with any architectural style. Low in 
cost—ideal for new homes and re-siding jobs. 





Foundation Coating 


(above and below grade) 


Ha Beet 








— hihi 


Recommend it with confidence for bone-dry base- 
ments, walls, foundations. Specially formulated 
mastic for easy application, lasting protection from 
moisture. A money maker. 





FIND OUT 


Profit Opportunities from 
HOw the house of 


Asbestos Wallboards 
YOU CAN 


Asbestos Shingles and 
Siding 
BUILD Asphalt Paints, Coatings 


and Plastics 
Asphalt Shingles, Siding 


VOLUME and Roll Roofing 


Built-up Roofing 


AND PROFITS Rock Wool wanes 
Waterproofing Materials 
Careystone Corrugated 

WITH THE Roofing and Siding 
Miami-Carey Bathroom 
Cabinets and Accessories 





Ventilating Fans 


Ceramo Siding 


The Philip Carey Manufacturing Company 
Dept. AL-2, Lockland, Cincinnati 15, Ohio 


I am interested in building more volume and profits 


in my building materials department. Please tell me PHILIP CAREY 
more about Carey dealer opportunities. MANUFACTURING 
. COMPANY 





LOCKLAND, 
CINCINNATI 15, OHIO 





in Canada: 
THE PHILIP CAREY CO., LTD. 
MONTREAL 3, P.Q. 
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ALT 3 adjustment action 

TO CUT FASTER... 
at Less cost! 


HELPS YOU 


¥y 


— 
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You perform many operations —ripping, bevel ripping, 
mitering, tenoning, dadoing and others—a total of 15—in 
less than 15 minutes! 

Where most machines require at least 4 adjustments, 
De Walt’s “3 adjustment action” makes it possible to posi 
tion the saw for any desired cut—in seconds! 

This flexibility speeds up cutting, reduces operator 
fatigue, and enables a De Walt to turn out as much work 
in ten minutes—as other machines will in fifteen. 

De Walt offers you unmatched precision, speed and 
versatility. You rip at speeds up to 90 feet per minute, run 
moulding, turn out window frames and many other items. 

Many operations can be performed by a De Walt 
De Luxe Power Feed Attachment with self motor and end 
rollers. These include ploughing, straight or bevel rabbeting, 


my <2 |, 
Ay nv ; 


DeWar 
gives you 
15 set-ups, 
15 different cuts 
jf 
..oin less than 


15 atin! 


eA 
o 


single head shaping, tongue and grooving and single-head 
moulding. You start the material—the power feed does the 
rest. You get safe, automatic performance and perfect re 
sults every time. Power feed operates at three speeds—22' 
45 or 90 feet per minute. 

See how De Walt's “3 adjustment action” saves you 
time...saves you money. See your De Walt dealer or ma’l 
coupon below. 


N 


POWER SAWS 


DE WALT INC., Lancaster, Pa 
Subsidiary of AMERICAN MACHINE & FOUNDRY CO., New York 


MAIL THIS COUPON TODAY! 


De Walt Inc 


NAME 


ADDRESS 


CITY 


3UILDING Propucts MERCHANDISER 


, Dept. A-2, Lancaster, Pa 


Please send me full details on the De Walt Radial Power Saw Line. 


Please send me your informative ‘Saw Tips’ 





GENERAL MANAGER Dick Anawalt has pre-cut plywood 
5, 6-foot sizes and 
Even insulating board is ready-cut in 2x4 


from \4-inch through %-inch in 2, 3, 
in half panels 
foot panels for bulletin boards 


Pre-cutting Brings in Pickup Trade 


Twenty-nine years ago Fred 
Anawalt, Jr., founded the Anawalt 
Lumber Co., Los Angeles, setting 
for himself a goal and a motto. 
His goal was to operate efficient, 
clean lumber stores (he considers 
the yard and all as one big store) 


and his motto was quick service. 
Clean, orderly arrangement of 
his lumber plus a staff of well- 
trained yard men, have helped him 
live up to his motto and run a suc- 
cessful operation. Today his com- 
pany has three retail stores, two 


MOLDING SAMPLES indicate bin location, row number 
and price per foot. 
order from husband and wife customers. 


Earl Holmes, yard salesman, takes 


in the suburbs, and Fred Anawalt, 
semi-retired, has turned over the 
management of the company to his 
son, Dick. 

Rather than compete with the 
large lumber firms for contractors’ 
business, Anawalt has tailored its 














LUMBER AND GLASS are used in effective combination 


in this Anawalt store front 
size, are architecturally alike 
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The branch stores, except for 
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These Amencan boosters reach the farmers 


who can boost your sales...and profits 


THIS IS HARLAN JOHNSON, Winfield, lowa farmer who re- 
ports, “We've had American Fence on our farm as long as 
I can remember. I think it’s as good a fence as you can buy!” 
Satisfied farmers like Mr. Johnson are convincing “salesmen” for 
American Fence. That’s why we use farmer testimonials such as 
this in our advertisements which appear in leading farm and 
national magazines, reaching over 6,000,000 farm homes. This 
farmer-to-farmer appeal helps pre-sell American Fence for you. 


THIS 1S GEORGE HICKS, 
nationally known radio an- 
nouncer. Via hard-hitting com- 
mercials on “The Theatre Guild 
On The Air” he reminds your 
prospective customers to look 
for the U-S-S trade-mark on 
all steel products they buy. 
Again, selling your prospects. 








THIS IS THE AMERICAN FENCE DEALER SIGN 
which tells prospective customers that “here is the 
place to get the best fence you can buy.” Display 
this sales-winner in front of your store for bigger, 
more profitable sales. 


AND THIS IS AMERICAN FENCE, THE PROFIT MAKER. 


It has won a reputation for long life, dependability and ease of maintenance. It's 
quality fence, from end to end . . . made of full gage wires, smoothly and uniformly 
galvanized. It’s the farmers’ favorite. No wonder 


(heres 10te FIMeCrICaN Fey, Ce /47 ASC han aly oe DIAN / 
AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO TENNESSEE COAL & IROW DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 
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“PEG-BOARD” panelling is 

NATIONALLY ADVERTISED 

Builders, architects and home owners 
will be asking you about it. 

DON’T MISS SALES 

WRITE TODAY 

for complete descriptive literature, 

sample kit, prices and name of your 


nearest distributor. 


SELL IT for home use 


PEG-BOARD"™ equipment combines the decora- 

tive smartness of perforated hardboard with the 
utility of over 60 instantly interchangeable 
hanging fixtures—ideal for any room in the 
home. It's easy to install and finish, too. Tie-in 
with national advertising—stock up and feature 
PEG-BOARD"™ panelling and fixtures now. 


USE IT for your store 


PEG-BOARD”™ panels and metal fixtures pro- 
vide the ideal display material for your store 
—make it easy to set up or change oa disploy 
for dozens of items in minutes. And as you sell 
the items on display—you'll sell “PEG-BOARD" 
equipment, too. It's a sell-on-sight item that 
home owners have been looking for! 


Over 
60 
hanging fixtures 
all instantly 
interchangeable 
without nails, 
screws, or tools 


of any kind 


Copyrioht 1959 B. B. BUTLER MFG. CO., INC., 3162 Randolph * Bellwood, Ill 


98 


stores to serve the neighborhood 
home-owners and handle the more 
profitable contractors’ pick-up 
trade. Through pre-cutting of lum- 
ber into popular sizes, use of mod- 
ern saws and material handling 
equipment, the firm is accomplish- 
ing its purpose—to wait on cus- 
tomers quickly and efficiently. 


SHELVING IS READY-CUT in 4, 5, 
6, 7, 8, 10 and 12-foot lengths for 
speedy retail service. Note handy 
measuring charts on posts. Most fin 
ish lumber is stacked vertically for 
easier handling 


EVEN SCALLOPED LUMBER, now 
enjoying great popularity, is pre-cut. 


PAUL BARCHARD, yard superintend 
ent, and his staff of trained yard men 
pre-cut lumber to popular sizes dur 
ing a lull in walk-in trade. The firm 
makes available to its customers a 
sharp handsaw and a square if they 
wish to cut their lumber to special 
sizes. Even 2x4's are pre-cut in vari- 
ous lengths 
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OFITS 
MORE som you... 


STOMERS. 
NOK i pok yOu... 


MOUNTAIN-GROWN 
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More Phils Gecaude: 


@ BEAUTIFUL Lockwood Tempered Oak Floors sell homes on sight. 


They meet 
the test of sanitation, economy and durability, too. 





@ LOCKWOOD Tempered Oak Flooring is cut from Cloud's own timber tracts 
and is milled in Cloud's own sawmills. 


@ DISTRIBUTION is Direct To The Dealer-—Cheaper To The Dealer—within Truck- 


ing area, via Cloud's own giant vans. 


@ EASED EDGES with nailing groove in top of tongue speed laying and finishing. 


Many flooring installation contractors say this saves them 25 to 35% in labor 
costs! 


THE OAK FLOORING WITH More Cutlouwd Cocatuse: 
THE NAIL-GROOVE 
@ LOCKWOOD Tempered Oak Flooring is the even-textured 
uniform colored oak grown in yn Ozark Mountains, which 


is noted for the beauty of its finer grain and which is le 
subject to contraction and expansion. 

@ OUR METHOD of kiln- drying is 
Lockwood Oak Flooring is kiln-dried in compartment, cross 
circulation, fan-type kilns. It is the same kiln drying used by 
manufacturers of finest furniture where gluing is ne 
This is the perfect method of kiln drying 

@ LOCKWOOD tempering makes flooring more resilient and 
easier to nail. It lays and stays straight. 

@ LOCKWOOD precision-milling provide 


which requires a minimum of sanding. 





a great selling point 


ary 
5 an even surface 


@ THERE'S A GRADE PRICED FOR EVERY NEED, each produced in ace 
cordance with NOFMA standards. 


Call us or write us for a quotation on your requirement, 


*Flooring Dealers and Flooring Installation Contractors 
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BRIXMENT 


ASSURES A GOOD BOND 


. fter all is said and done, the first function brick and mortar. 


of a mortar is to form a good, tight bond (2) Its high water-retaining capacity keeps the 


with the brick. Upon this characteristic depend brick from sucking the water out of the mortar 


both the strength and the water-tightness of the too fast, and prevents the mortar from congeal- 


wall. A good bond is particularly important in ing before the brick is thoroughly bedded and 
securing water-tight walls, because most cases bonded. 

of leakage are caused by the passage of water (3)It hardens slowly enough to permit deeper 
between the brick and the mortar. penetration and more thorough keying into the 
Brixment mortar assures a good, strong, pores of the brick. 


thorough bond because: (1) Its great plasticity Because of these characteristics, Brixment mor- 


permits a more complete bedding of the brick, tar makes a better bond. Isn't this what you 


and an increased area of contact between the want in your brickwork? 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE 2, KY. 
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Jig Is Up 

A vertical jig, for cutting hard- 
boards and other paneling mate- 
rials, is in constant use at the 
Curran Brothers Lumber Co., Po- 
mona, Calif. Jig makes positioning 
of panels easier, and sawing is 
accurate because saw travels in 
2 x 4 channels. Yardman Ellis 
Jenkins is shown demonstrating 
saw, which is counterbalanced by 
sash weight and cord. What makes 
jig even more useful is the fact 
that it can be scooted from one 
part of the vard to another. 


"Proper Nailing" 


W. C. Abendroth, chairman of 
the Maple Flooring Manufactur 
ers Association’s research com- 
mittee, recently clarified the 
phrase “proper nailing” as it ap- 
plies especially to maple flooring. 
The phrase covers, he said, the 
following principles: 

Nail length. For 25/32-inch 
flooring a nail of sufficient length 
to penetrate subflooring and joists 
to a depth of °. to “4-inch into 
the joist should be used. A 7d nail 
is sufficient for 25/32-inch strips. 

Nail angle. Effort should be 
made to maintain a nail angle of 
50-55 degrees in order to insure 
maximum nail penetration into 
the subfloor and joist. If the pre- 
valence of grain variations causes 
undue splitting of the tongue, the 
nail angle may be reduced to 45 
degrees. 

Splitting. Where splitting of 
the tongue occurs, the strip 
should be removed and relocated 
over other joist crossings. If split- 
ting occurs after relocation, the 
strip should be discarded. 

Moisture content. Since it is 
common knowledge that the hold- 
ing power of nails is materially 
reduced by subsequent drying of 
subflooring and joists, it is im- 
portant that these framing ma- 
terials be purchased thoroughly 
air dried and maintained in this 
condition during construction. 
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MATERIALS 
HENDLING 
EQUIPMENT 





THE SIGN OF THE 
BEST BUY LINE 









hj POUND FOR POUND, dollar for — 
_ ik dollar, you can’t -beat the value in 
CLARK’S POWRWORKER Line. 
. You get big-truck benefits at rock-bot- 


tom, small-truck cost. Take the ~ 


POWRWORKER stacker, for ex- 
ample: a rugged, modern fork truck, 
but cut to fit the tighter handling pat- 
tern of narrow aisles, low-load fioors, 
limited budgets. Short turning radius, 
easy finger-tip control and ample 
power-plant assure fast, safe handling 
and stacking. Truly big-truck perform- 
ance in an economical package. 

Ask your CLARK dealer about the 
POWRWORKER models: stacker, 
pallet truck, platform truck and tug 
tractor—‘‘walk’em or ride ‘em.”’ These 
power-packed time-savers are job- 
engineered to cut your handling costs 
in a hundred and one ways. They're 
built right and priced right to give you 
top-dollar value. 
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You can expect to find 
just about anything on a 
Hollywood set made out of 
lumber. It’s used as a stand- 
in for coal, steel, water, con- 
crete—and fire plugs! 


WESTERN MOVIES always take a 
good supply of “character” lumber, 
and this scene from “‘The Lawless 
Breed,” is no exception. Vast amounta 
of scaffolding were used in ‘The 
Flame of Araby” to support the arti 
ficial rock formation and waterfall 
shown below 


AEE 


Lumber ...Hollywood’s All Purpose 
Building Material 


Jack Tait, Universal Interna- 
tional’s construction  superinten- 
dent, can fool anybody with lum- 
ber, including the studio firemen 
He still chuckles about the time 
a small fire broke out in the studio 
and the fire boys coupled hoses to 
a hydrant and tried to turn on the 
plug. Their faces were redder than 
their suspenders when 
covered it was only a 
made of lumber. 

The film studios use lumber for 
everything from cave men’s clubs 
to space ships. They even reverse 
nature out there by making trees. 
foliage and all, out of lumber. It 
is used to build 


they dis- 
“prop” plug 


cities, oceans 


102 


mountains, rivers and forests. 
Hollywood is not only full of char- 
acter actors it has “character” 
lumber too 
In movie parlance, “character” 
lumber is any kind not used in con- 
ventional construction. Burned, 
warped or weatherbeaten lumber 
is “character” lumber. Most of 
it comes from the salvage yard 
where lumber is taken after the 
sets are “struck,” to be sorted and 
re-used. ‘We have about 25,000 
feet of used lumber on hand most 
of the time,”’ says Dan Rockafella, 
manager of U-I’s lumber yard. 
“Besides our ‘character’ lumber, 
which also includes eucalyptus 


poles and logs, pine logs and slabs 
for cabins, we also use quantities 
of Douglas fir, along with pine, 
redwood and a small amount of 
hardwood for furniture. We also 
stock balsa, plywood, roofing ma- 
terials and shingles,’’ Dan adds. 

New lumber, however, is S4S 
and is handled much the same as 
in a conventional lumber yard. “We 
furnish lumber both for permanent 
studio construction and for sets,” 
Dan explains, “‘and it is all ordered 
by requisition—by size and kind, 
just like retail procedures. We 
deliver to the sets, stages and the 
back lot by truck and trailer. 

“The head ‘pusher,’ or set boss, 
orders the lumber, giving us a slip 
on the planned breakdown. On 
unusual orders, we often ask him 
what the material is to be used 
for. Sometimes we can suggest a 
cheaper lumber which will do the 
job just as well as more expen- 
sive material.” 

As U-I does not have a rail sid- 
ing, lumber is delivered by truck 
to the studio »nd_ stored across 
from the mill for convenience. 
Special bins provide the utmost in 
protection and accessibility and 
hold numerous specified lengths 
from 2x6 down. 

The yard also carried ready- 
made “flats’’ used in the construc- 
tion of sets. These “flats” are from 
1x10’s to 6x10’s, and by combining 
them, the set carpenters can quick- 
lv build a variety of sets. 

Universal uses a half million 
board feet a year: its inventorv is 
normally about 200,000 board feet. 
About 99% of the sets it huilds 
are framed with lumber—and this 
figure holds good for most studios. 
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Coming in with 


a ROAR 


to make your sales 


SOAR! 


...the new 
Weldwood* Papal 


Priced For Business 
. And Profits! 


Surfwood is priced for any build 
ing budget! Its picturesque, 
natural appearance...its ease 
of installation...freedom from 
maintenance...appeals to both 
the builder doing luxury install- 
ations and the man who wants 
something special but must 
have low cost materials. — 


Its rustic air of informality will 
create a big demand for use in 
such diversified places as ranch 
and summer homes, offices, 
country clubs, rumpus rooms, 
cocktail lounges. 


Ride in on SURFWOOD to great- 
er sales and profits! Getin touch 
with your nearest Weldwood 
distributing unit today! 


® 











(a WELDWOOD Plywood 
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This handsome. new paneling duplicates all the weathered 
surface details, color and charm of wood aged by long 
exposure to the sea. This effect even includes open and sound 
knot-holes ... which add greatly to the natural appearance 
of Surfwood, 


Here is a panel that will weather the sea of time... 
will always stay beautiful... always remain a big 


hit with your customers. 


Surfwood is Weldwood Fir Plywood, bonded with the 
amazing new L-LR adhesive which not only resists 
moisture but also withstands mold. 


Surfwood i is made in 48” x 96” size, 5/16” thick. 
“1 M. Registered 





Manufactured and distributed by 


UNITED STATES PLYWOOD CORPORATION new York 18, N.Y. 
ond U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities 


Distributing Units in Chief Trading Areas 
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OVER 5,000 STUDENTS in 20 different colleges and universities have 


received valuable training in retail lumber merchandising and management 
NRLDA voted an educational program in 1946 


NRLDA Educational Program Pays Dividends 


Both top management and new employes benefit 
by courses co-sponsored by federated dealer associations and 


educational institutions. 


courses, who to contact. 


By EDWARD 
H. LIBBEY 


Educational Department 
National Retail Lumber 


Dealers Association 


If vou as a retail dealer are en 
joving a good volume of business, 
and your profit ratio is as good or 
better than ever, you may not be 
too much concerned with an ex 
panding NRDLA program that has 
heen well received and highly suc 
cessful over five years 

I refer to the educational pro- 
gram which our national 
tion has been 


associa 
conducting during 
the last six years. Starting with 
helping new 
employes become more valuable to 


the sole objective of 


their employers, this program has 
developed to the point where it now 
includes yard managers 
and department heads, as well as 


owners, 
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Here are the details — colleges, 


experienced employes. All want to 
become better informed about their 
jobs, the products they sell and the 
business in which they are engaged 

The end of World War II found 
the manpower in the retail building 
material yards depleted to the low- 
est point in many years. Recog- 
nizing the need for trained men to 
carry out the greatest building 
history, the NRDLA 
board of directors in 1946 voted to 
adopt an educational program 
based on an experiment with this 
tvpe of training that had been con- 
ducted by the Western Retail 
Lumbermens Association (NRDLA 
affiliate) at the University of Wash 
ington 

Through the last school term, 
126 classes in 20 different schools 
have made this vaiuable training 
available to over 5,000 students 
Designed originally to aid new em 
ployes, today 


program 1n 


some employers are 
vyard-experienced person- 
nel to receive the bvenefit of this 
instruction. So far this term, 12 


sending 


classes have already been sched- 
uled for an estimated additional 
500 persons attending the standard 
tetail Lumber Training Institute 
Course, as they are designated to 
day 

In addition to the standard 
course, some schools, and some as- 
sociations, have modified the stan- 
dard curriculum and conducted eve- 
ning classes with emphasis on cer- 
tain subjects which dealers in their 
areas have indicated as being most 
important 

3etween 8,000 and 10,000 per- 
sons have benefited from the con 
tinuing efforts of the NRDLA Edu- 
cational Committee in this field. 

Many colleges and universities 
recognized some time ago the de- 
mand for graduate instruction in 
the field of light construction. Over 
20 of the leading schools in the 
country are now offering either 
two-year or four-year courses 
which combine a study of building 
materials and their use with the 
engineering and architectural feat- 
ures of a full construction course 

Many dealers have recognized 
that efficient personnel means an 
efficient organization—and a profit 
able one—and have been sending 
different employes to successive 
classes year after year. 

(continued on page 106) 
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Why is this 
the mark of a 
aouseuw If) BETTER BRUSH? 





developed feather-tip Neoceta bristle 
—showing molded-in grooves for 


superior paint carrying capacity. 


Mister, that RED STRIPE on your brush is your assurance 
of quality! It means that the feel of the handle, the flex of 
the bristles make any painting job easier for you. It means 
that whether you choose Red Stripe’s all - Neoceta brush or 
Red Stripe’s combination of hogs’ bristle and Neoceta, you're 
getting a brush that paints smoother, faster, better. Why? 
Because Neoceta, Pittsburgh’s feather-tip wonder-bristle is 
designed especially for painting. And, in hogs’ bristle- 
Neoceta combinations, both bristles wear at the same rate 
for better performance and longer life. Next time you 
need a brush, ask your supplier to show you Red Stripe! 


There's a Pittsburgh brush for every home and industrial use 


Brushes 


Sash 4 Enamel Wall and Maintenance 


and Floor Brushes 
Varnish Brushes 
Brushes 


a = 


And here’s your newest sales booster—the all new 
HOME PAINTING KIT featuring the 


It’s easy to sell Pittsburgh’s new Home 
Painting Kit, containing all the tools ET /] 


the homeowner needs for room paint 


ing! It includes the 7-inch wide Fleet- 
Wing WALL COATER; a 11-inch WALL New metal 
Neoceta brush for trim; a KLIP-ON ferrule 


pan for attac hing to ladder and a book COATER locks 


doubled 
let describing the care and use of the bristles securely 
Fleet Wing and Neoceta. 


Suggested retail price: $3-59 for complete kit! 


For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH PLATE GLASS 


PITTSB UR GH COMPANY, Brush Division, Dept. C-2, 3221 Frederick Ave., Baltimore 29, Maryland. 


Kad Stipe seen 


PITTSBURGH PLATE GLASS COMPANY 
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A list of Four Year Courses in the 
Light Construction Industry appears 
on page 160 of this issue. 


It has become very evident that 
experienced employes get as much 
benefit from these courses as the 
new employes. They have a better 
background for assimilating the 
instruction and the broad curricu- 
lum gives the student a chance to 
look beyond his own job and see 
how it fits into the general scheme 
of operation. 

Possibly, the highest recognition 
of the value and merit of this train- 
ing was the request from some of 
the employers that the Educational 
Committee investigate the possibil- 
ity of introducing a course for man- 
agement—-for the owners of the 
businesses themselves! 

Since then, the committee has 
worked closely with some of NR- 
DLA’s federated associations and 
various dealer groups in setting up 
management workshops, and sem- 
inars. At least eight of the NR- 
LDA federated associations have 
experimented with different forms 
of management conferences in an 
effort to satisfy the dealer demand 
for this type of session. 

Dealer demand in the field of 
management conferences will vary 
by regions. The NRLDA educa- 
tional committee encourages the 
managing officers of the various 
federated associations to go ahead 
with any type of management 
workshop or clinic that they feel 
will satisfy the demand. The edu- 
cational department of NRLDA 
stands ready to help in any way 
it can. 


For those federated associations 


that are interested in the discus- 
sion-type of workshop, copies of 
the text material prepared for the 
Middle Atlantic and Northeastern 
workshops are available. Addition- 
al material will also be shortly 
available in the form of a Dealer 
Training Guide to be used in con- 
ducting training based on the 
NRLDA Dealer Operating Guide. 

The Guide will also show a 
dealer how to conduct successful 
training meetings in his own yard 
with groups of his own men and 
will show individual employes how 
to study their jobs and the prod- 
ucts they sell in a systematic way. 

These latter programs will be 
based both on the Dealer Operating 
Guide and the Building Products 
Dealer Data Book. 

It is my opinion that some of the 
problems confronting management 
today can be solved through these 
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management conferences. That 
small investment required to send 
an employe to one of the retail 
lumber training institute courses 
is returned many times in the form 
of increased efficiency and intel- 
ligent service. 

William C. Bell, managing direc- 
tor of the Western Retail Lumber- 
men's Association, who has served 


as chairman of the NRLDA's edu- 
cational committee from the begin- 
ning, shares this opinion. 

“A great many dealers,” says 
Mr. Bell, “are begining to accept 
the new and enlightened belief that 
they can best solve their marketing 
and distribution problems through 
better know-how and better trained 


” 


men . 





1953 SCHEDULE OF RETAIL LUM 


BER TRAINING INSTITUTE COURSES 





Educational Institution 





City College of New York 
New York City 


University of Denver, 
Denver, Col 


University of Kansas City 
Kansas City, Mo 


University 
Amhurst 


of Massachusetts, 
Mass 


Michigan State College, 
East Lansing, Mich 


University of Minnesota, 
Minneapolis, Minn 


New York State College of Forestry, 
Syracuse, N.Y 


Ohio State University, 
Columbus, Ohio 


Purdue University, 
West Lafayette, Ind 


Southern Methodist University 
Dallas, Tex 


University of Washington, 
Seattle, Wash 


The Ogontz Center of the 
Pennsylvania State College 
Ogontz Center Post Office, Pa. 


North Carolina 
Raleigh, N.C 


State College, 


Febru 


Association 


Date of Classes Representative 





Oct. 1, 1952 to 
Feb. 18, 1953 


Whitney F. Harris, Secre- 
tary-Manager, New York 
. Lumber Trade Assn., 

¢ 5624 Grand Central Trm., 
New York 17, N. Y. 

Jan. 5 to J. V. Smith, Secretary- 
Feb. 3, 1953 Treasurer, Mountain 
States Lumber Dealers 
Assn., 217 Colorado Nat’) 
3Zank Bldg., Denver 2, 
Colo 

John F. Miller, Jr., As- 
sistant Secretary - Man- 
ager Southwestern Lum- 
bermen’s Assn., 512-14 
R. A. Long Building, 
Kansas City 6, Mo. 

Feb. 9 to Paul S. Collier, Executive 
March 12, 1953 Vice President, North- 
eastern Retail Lumber- 
men’s Assn., 210 Kil- 
bourn Road, Rochester 
18, N.Y. 

Donald J. Moe, Asst. Sec- 
retary, Michigan Retail 
Lumber Dealers Assn., 
1009 Bank of Lansing 
Bldg., Lansing 16, Mich. 

Mr. Edwin W. Elmer, In- 
dependent Retail Lumber 
Dealers Assn., 303 Wes- 
ley Temple Bldg., Min- 
neapolis 3, Minn. 

Feb. 16 to Paul S. Collier, Executive 
March 19,1953 Vice President North- 
eastern Retail Lumber- 
men’s Assn., 210 Kil- 
bourn Road, Rochester 
7, 

Charles E. Benson, Field 
Secretary, Ohio Assn. of 
Retail Lumber Dealers, 
Green & Market Streets, 
Xenia, Ohio. 

Robert L. Craft, Indiana 
Lumber & Builders Sup- 
ply Assn., 620 K of P 
Bldg., Indianapolis, Ind. 
Gene Ebersole, Executive 
Vice President, Lumber- 
men’s Assn. of Texas, 
2nd National Bank Bldg. 
Houston 2, Tex. 

W. C. Bell, Managing Di- 
rector, Western Retail 
Lumbermen’s Assn., 1319 
W. Nickerson, Seattle 
99, Wash. 

Robert A. Jones, Execu- 
tive Director, Middle At- 
lantic Lumbermen’s As- 
sociation, 1528 Walnut 
St., Philadelphia, Pa. 

Feb. 2 to E. M. Garner, Secretary- 
Feb. 28, 1953 Megr., Carolina Lumber 

& Bldg. Supply Assn., 
114 Builders Bldg., Char- 

lotte, N.C. 


Feb. 2 to 
March 6, 1953 


Feb. 23 to 
March 20, 1953 


Feb. 2 to 


Feb. 28, 1953 


26 to 


oF 
27, 


Jan 


Feb 1953 


Jan. 12 to 
Feb. 6, 1953 


Jan. 5 to 
Jan. 30, 1953 


Feb. 5 to 
March 6, 1953 


19 to 
13, 


Jan 


Feb. 1953 
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FOR TIDY PROFITS, SHOW THEM 


CASEMENT OPERATORS 


Whoever your customers are—builders, contractors or home- 


owners—they'll often sell themselves when you point out the 
advantages of Getty casement operators. 


You'll interest contractors and builders when you point out 
the lower initial cost, extra beauty and compiete utility of 
casement windows with Getty operators for their building 
programs. And when you explain that there is a Getty 
operator designed to meet their specifications for every wood 


or metal casement need—in the exact finish they require 


The homeowner looking for a replacement unit usually will be 
impressed by Getty’s quality craftsmanship even before you 
explain how Getty’s exclusive internal gearing assures easy 
operation, dependability and extra-long life. When you show 
him how he can install the compact unit easily with two 
measurements and seven screws, and how it operates without 
disturbing screens or blinds, the chances are you've made a sale. 


While they’re with you, don’t forget to show customers Getty 
accessory casement hardware—and as a closing point. men- 
tion the fact that Getty operators are used On more casements 
than all other operators combined. 





TRY THIS 1-WEEK SALES BOOSTER! 


For one week, ask every one of your store customers if there 
are casement windows in his home. A large number have 
them, but many need replacements for outmoded stay 
bors or faulty operators and have never got around to 
buying them 


There's your chance. Show them a Getty operator and the 
simple replacement directions—just 2 measurements, 7 
screws, and anyone can do the job 


You'll sell a lot of Getty operators that way—often in 
poirs—and that over-$15-per-dozen markup is interesting 
Try it for a week 











H. S. GETTY & €CO., INC., 3348 NORTH 10th STREET *« PHILADELPHIA 40, PA. 


Canadian representative: A.N. Ormsby Co., 23 Scott St 
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Toronto 
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POST-WAR BUILDER a: 
tream, N. Y., uses 
Entres right, inspects a 
(even to upper 


oF nto a wall section 


Entress of Cold- 
low cost houses 
pre-cut and 
ripple) rough window 


dealer Joe 
short cuts in his 


opening before it 


shop-assembled 


or tron 


THREE-MAN CARPENTER CREW raises wall section, 
as second crew (upper right) follows with sheathing. Note 
complete materials 
Entress finds that 

f 20 to 60 houses 


delivered to site, ready for crews. 


short cuts are best applied to groups 


These Short Cuts Slice Construction Costs 


Meissner lays out a roof for shingling, suggests tools for faster 


application, points out savings in valley and ridge construction—and has a 


word on what to do about warped doors. 


By GUS MEISSNER 


Technical Consultant, American Lumberman 


& Building Products Merchandiser 


After roof boards and _ roofing 
felts have been laid, you are ready 
to proceed with shingling. It is 
presumed that your house is either 
of the gable or hip roof variety, 
which is the type that ordinarily 
requires shingles, either wood, as 
phalt, or asbestos cement. 

One of your first jobs is to de- 
termine the number of horizontal 
This 
can be done by various means, but 
one of the best is by the use of a 


a 


£2 


courses your root requires, 


marker rod, on which the 
proper course spacing has been in 
dicated. Both eaves are marked and 
finishing nails are driven to set off 
each course. A = strike cord, well 
chalked with yellow chalk, is then 
run from nail to nail and snapped 
In this way six or more lines can 
be snapped at a time. 


Lining up tab joints 

By locating the approximate 
roof center you have a starting 
point from which you can work. 
Lay out your 
that both eaves have a generous 
tab width—at least a full half or 
third of a shingle. Now snap two 
vertical lines a full 12” apart at 
the roof’s center. 
serve as 


starter course so 


These are to 
guides for lining up tab 
joints 
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Part IV of a series on how to 
cut costs in small home con- 
struction by AL&BPM's techni- 
cal consultant, Gus Meissner. 
This series is especially intended 
for the growing number of deal- 
ers who are already in, or are 
thinking about entering, the low 
cost housing field. 





The use of vertical lines helps 
in lining up alternate courses. Be- 
gin at the center and work out- 
wards. The second shingle ordi- 
narily overlaps the first by a good 


3” in a starter course. 


Valley rolls 

Where metal valleys are not speci- 
fied, perfectly durable ones can be 
made from 36” roll roofing. It is 
also suitable for flashing, in which 
case it should be a heavy weight 
(90 Ib.) roll. For valleys the 55 
or 65 Ib. roll, either plain or min- 
eral surfaced, is sufficient. 

Some roofers prefer to cut the 
roll in half, using two 18” strips. 
Others cut it into 12” and 24” 
strips. Whichever method you use, 
it is best to cut the roll before un- 
rolling it. This can be done with a 
8 pt. cross-cut saw, lubricating it 
occassionally with kerosene. 

Valleys are normally given a 6” 
exposure to the weather, though 


sometimes, to speed up run-off, 
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CRACK BETWEEN DOOR and stop 
ign of warping. With nailed stop 
little can be done except to remove it 


comple tely 


SLOTTED BRASS grommet and 
screw holds stop to jamb, permitting 
easy adjustment with screwdriver at 
first signs of warping. 
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These Short Cuts Slice Construction Costs (continued) 


a RS OE ~— 


ERECTING ROOF RAFTERS is simple matter if W-trusses 


are used 


it top, while two others 


marked plate 


they are wider at the gutter than 
at the top. 


Dammed-up valleys 

Speaking of run-off, there is one 
problem with valleys which every 
builder should aware of. This 
is the problem of ice dams in win- 
ter. 


be 


It occurs in old houses as well 
new and 


as is especially common 
story -and-a-half houses. 
of the heat that 
from the partially heated 
attic space. 


among 
This is 


escapes 


because 


Usually ice dams 
sult of faulty valley construction, 
but from lack of insulation or ven- 
tilation. For this reason the build- 
er if he 
does to skimp on ceiling 
Stopping it short of 
the eave allows warm air to escape 
and nullifies the whole effect of 
the insulation. 

This holds true not only for the 
batt type of insulation, but for 
aluminum foil as well. 


are not the re- 


is ahead in the long run 
not try 
insulation. 


Eave ventilation 
Prevention of heat 
dams) is not 
every effort 
insulation 


ice 


if 


loss (and 

always easy, but 
is made to carry the 
right up to the eave, 
matter how cramped the head 
room is, most of the trouble 
be minimized. 


ho 


can 


Another trick is to 

Ventilation 
is not enough, the attic 
air moves best when it flows from 
a lower to a higher level. 

Figure 2 continu 
ous eave vent can be made by block- 
ing out the fascia board with 1” 
2” vertical strips. 

On 


ventilate the 
the gable 


eaves, at 


ends for 


shows how 
xX 


houses 


story-and-a-half the 
same effect can be gained by stop- 


\l 


hold 


Ridge man does pulling and temporary fastening 


truss in position on pre 


ping the soffit boards 44” 
the fascia, leaving a continuous 
eave vent. This allows an unob- 
structed passage of air from eave 
vent to gable louver—provided the 
sidewall insulation of the second 
story 1s applied to the underside of 
the rafters. The space between the 
rafters is then left 
move, 


short of 


free for air to 


Vian 


: iby Pines Troy 0% 


a aes ‘i aes x . 
a ne eo 
How can you be sure of quality? 


The Bate formula: good timber, 
carefully harvested, well manufac- 
tured into lumber in modern efficient 
mills results in “Bate Quality” lum- 
ber. That’s why we say “Better Lum- 


ber trom Better Mills.” 
WPA 


e SPA ¢ WCLA 


J. HERBERT 
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BATE 





Ridge roll vs. scraps 


For hip or ridge application you 
may use either individual shingles, 
ridge rolls, or scrap ends cut from 
shingles. The most economical 
method, of course, is the latter. 

Ridge roll requires face nailing 
and often difficult to match 
where certain blends of shingles 
are used. 

Serap 


is 


ends can be used with 
results if they are 12” or 
more in width. And of course there 
is no matching problem here. 

In ridge application the starting 
point is at either end, which means 
that you work toward the middle, 
leaving about 4” to the weather. 
The final shingle (the ‘closure’ ) 
is both stapled and cemented down. 


LOC dd 


The stapler, yes 


Staplers, both the gun and the 
hammer type, have proved to 
among the most useful and labor- 
saving tools to appear in recent 
years. The great virtue of the 
stapling hammer in roofing appli- 
cation is that it leaves one hand 
free. Thus the applicator can place 
the shingle with one hand, staple 
it down at arm’s length with the 
other. 

The other great advantage is that 
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Ponderosa Pine 
Douglas Fir 
Yellow Pine 


Spruce- 
East. and West 


Cedar 
Siding, Shingles 


Cypress 


Hardwood Flooring 





Co., INC. 





30 Church St., New York 8, N.Y. 
Western Office: The Bate Lumber Co., Public Service Bldg., Portland, Ore 








WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 


service. With many long-established mill con 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's require 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum 
ber buying 


Tell them your needs. Let them 


supply your complete requirements 





Cari E. Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD672 








Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle |, Wash. 
Specializing In Fir Gutter, all sizes and patterns 


Morrill & Sturgeon -goatrune 
Lumber Co. Sei 
YEON BLDG., PORTLAND, ORE. 








NORTH PACIFIC LUMBER CO. 


Only The Best Northwest Lumber 
P. O. Box 7764, Portiand 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 32nd Year 


664 Market St., San Francisco 4, Cal. 
Joseph A. Adair Lumber Co. 


520 S$. W. Sixth Aveave 
Portiand 4, Oregon 




















ICE DAM 


BATT OR PELLET 
TYPE INSULATION 
-—~a- ~ _——-—— a“ 
YO 
WAS LOLUL010,018.8 01 818.8 


WARM AIR ESCAPING THROUGH GAP IN 


INSULATION CAUSES MELTING OF UNDERSIDE OF 
ICE DAM. MELTED WATER BACKS UP UNDER 
SHINGLES AND DRIPS DOWN ON CEILING BELOW 


NO EAVE 4 
VENTILATION // 4 





WINTER ICE dams, especially common among uninsulated 
houses, eventually can cause ruined ceilings as soon as 


water melts under shingles 





FLASHING 


GUTTER ___ 


ya UNOBSTRUCTED VENI 
ME” 2 PASSAGE TO LOUVRE 


NEAR RIDGE 


BATT OR PELLET TYPE 
INSULATION SUPPORTED 
ON CEILING 





FASCIA—— A 


CONTINUOUS 
EAVE VENT 





t 


BLOCK FASCIA OUT WITH 
Vx 2° VERTICAL STRIPS 
TO PROVIDE EAVE VENT 





CLIPPED EAVE or Cape ( 


‘od type of roof can be vented 


inexpensively to stop formation of ice. Insulation is needed 


also 


applicator can wear gloves while 
using it, which means that he can 
work in any kind of weather. 

As many as three times more 
shingles can be laid by an experi- 
enced applicator with a_ stapler 
than with hammer and nails. it 
is not uncommon, in fact, for some 
men to lay 16 squares a day. 

Staples of 1/16” wire, *4” long 
have 1% times greater holding 
power than nails of equivalent 
size. This is because the points 
spread as they are driven into 
wood. 

So you can see why the stapling 
hammer has become stock item in 
the roofer’s tool kit. 


Jamb jimmying 

Doors and windows continue to 
offer problems for many builders. 
Principle among these is fitting. 
Later, as settling occurs in the 
foundation of a house, door frames 
are pulled out of shape. In addi- 
tion, doors have a way of warping, 


Febru 


particularly in damp climates. 

More and more builders are fa- 
voring the ready-hung door, both 
wood and metal, because of the time 
saved in hanging. 

The rabbeted jamb, also long a 
For 
one thing, once a door pulls away 
from it from warpage, little can 
be done about it. 

One solution is the adjustable 
stop. Ordinarily stops are nailed 
to the jamb with finishing nails. 
But with a simple grommet and 
screw assembly, the needed adjust- 
ment can be made. 

The stop is first pre-drilled with 
a 14” hole every 8” or more, the 
grommets inserted, and the stop 
screwed to the jamb with #8 round 
head screws. 

Then when the door or window 
shows signs of warping, the screw 
can be unloosened, and the stop 
moved over 14” in either direction. 
Thus a better fit is assured, and 
rattles and drafts can be controlled. 


favorite, is seen less and less. 
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WEATHERTIGHTNESS fo save fuel 
and EASY OPERATION fo save irritation make both 


BILT-WELL SUPERIOR and BILT-WELL CLOS-TITE 
the outstanding windows of each type 





BILT-WELL oi 
Superior Windows ™,, 


BILT-WELL 


oe a Clos-tite Casements 


give you TWICE the protection against air infiltration as required by 
American Wood Window Institute's Specifications by Actual Tests 
And, Superiors require only | 
effectively weatherstripped windows. Yes, 
Jamb-liner is the secret 


are double weatherstripped to provide the twin features—weather- 
tightness and ease of operation. Full *\-inch clearance between beveled 
edge of sash and frame insures bind-free operation. Both sash and 
frame are weather-stripped, plus the additional insulating feature of 
twin glass on all sash. Cadmium finish (weatherproofed) hardware in- 
cludes Extension Hinges (for easy cleaning) and a quiet, smooth 
Crank-type Operator. Locking handle ts bronze plated. 


10th the lifting effort of most other 
Superior’s patented 
This exclusive feature provides flexibility 
which insures both finger-tip lift and snug-fitting windows. And 
“Superiors” are counter-balanced with guaranteed overhead spring 
balances. These fine features are permanent, no adjusting or servic- 
ing. NO OTHER WINDOW IS COMPARABLE! 


The Bilt- Well Line of Building Woodwork (everything for the home) ‘s made manufactured by 
of clear, kiln-dried Ponderosa Pine. Essentially all exterior products are 


toxic, water-repellent treated in accordance with National Woodwork 


CARR, ADAMS & COLLIER CO. 
Manufacturers Association Standards 


HERE'S A LIST OF THE BILT-WELL LINE 


Superior Unit Wood Wind © Nu-St 


Dubuque, lowa 


Bi ~ de 
ooD F WORK 








0. HALLIBURTON 


wih ¢ mph i 


£Zives 


formula 


son contractor relationsh 


STORE FRONT of Vaughan 
Tenn. Billboard at ft is 


hop-built 
removal 


for package sales 


D 


’ 


Lumber 


permits 


ar , 


VAUGHAN 


‘o., Winchester, 


easy poster Vaughan 


workmen 


ne 


local 


LUMBER COMPANY'S 
pecial school two hours a week, two months a 


TYPICAL PACKAGE SALE, with Title 


was 


sales force attends 


year 


II FHA finance 


general contractor, sublet labor to 


The Contractor - - Key to Package Selling 


selling,’’ says this Tennessee 


does it... 


“With us package selling is not 
just a phase— it’s our whole busi- 
This concept of retailing 
comes from O. T. Halliburton, pres- 
ident and treasurer of the Vaughan 
Lumber Co., Winchester, Tenn 
Halliburton that packag: 
selling is based on satisfying the 
three parties involved 
owner, and 


ness.” 


believes 


home- 
contractor 
and he has his personnel direct all 
their efforts toward that 
To insure a steady flow of such 
sales extra work on the 
part of everybody. It means sales 
men must be unusually well quali 
fied to do their jobs 
Halliburton started 
training program 
“All our employes are 


end. 


means 


That’s why 
his five-point 
re quired 
to attend a course in salesmanship 
for two months each year in the 
fall or winter, two hours a week,” 
he says. Public relations, employer- 


employe relations, product applica- 


112 


“All our creative efforts are directed toward package 


dealer — and here’s how he 


tion, financing 
are the 


course. 


and 


subjects 


sales methods 
studied in the 
“Studied” seems to be the 
correct word, because two texts are 
used—one a general book on retail 
selling; the other a series of sales 
pamphlets put out by the Mer- 
chandising Institute of the NRLDA 
Newspapers, radio, billboards, 
mail and point-of- 
are the main outlets 
Halliburton uses to tell the public 
about his vard. But a 
portion of his prospects 
tained by 
These men 
sell the 
remodeling, adding a 
but to plan the 
stages with him 
“After the 
Halliburton 
independent 
him if 
labor 


posters, direct 


sale material 


large pro- 
are ob- 
two outside 


able 
customer 


salesmen. 
only to 
idea of 
etc. 
preliminary 


are not 
the 


room, 


on 
also 
idea has been sold,” 
call in an 
contractor and = ask 
to contract the 
and materials, or just 


adds, ‘‘we 


he wants 


iohb, 


7 


the labor; if he wants the labor 
contract only, we take the general 
contract ourselves and sublet the 
labor to him.’ Halliburton offers 
the contractor extra service in the 
form of sketches, working draw- 
ings, blueprints, specifications, etc. 
free of charge. This service is also 
available to homeowners. 

Halliburton spends considerable 
time with contractors and permits 
them to make constant use of his 
product files. Thus he serves as a 
clearing house of information for 
them. But there is one thing he 
will not permit, and that is the 
mere quoting of prices to any con- 
tractor who might happen to throw 
a material list on the desk. “This,”’ 
he says, “is the shortest route to 
economic suicide for the dealer.” 

All his efforts to get the good 
will of the contractor, including a 
dinner meeting each year, to which 
local tradesmen are also invited 
Halliburton considers “most  pro- 
ductive.”” Without it, he feels. and 
without his advertising and sales 
training program, he would not be 
able to do the job of package sell- 
ing that he does. 
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DEALER TESTS ADviser 


The remainder of the ad included 
the individual products required for 
an amusement room. Saginaw be- 
lieves that some customers prefer 
to “pay as you go” on a project, 
starting, perhaps, with floor tile 
and gradually completing the en- 
tire job. Advertising illustrations 
provided by the ADviser service 
proved to be ideal for this section 
of the ad. Budget payment plans 
and their home planning depart- 
ment was featured at the bottom 
of the ad. The emphasis on “ser- 
vice” was strongly stressed in the 
copy. 

In just a few hours the ideas dis- 
cussed by Justin Way were trans- 
lated into copy and layout by the 
local newspaper. The ADviser mats 
were cast and made ready for use. 
Completed copy and layout was ap- 
proved and the material went into 
the newspaper shop for immediate 
production. Soon the completed ad 
was assembled and after proof 
reading was ready for publication 
in the newspaper. 

We have thoroughly discussed 
the thinking of the Saginaw Lum- 
ber Co. because the new ADviser 
service is distinctly not a ‘“‘canned”’ 
affair. We will provide the basic 
tools but it is up to the dealer to 
blend in his own sound policies and 
personality. Every retailer funda- 
mentally needs advertising tailored 
for his needs and ADviser 
unique flexibility. 

In reviewing ADviser, Justin F. 
Way, vice president of Saginaw 
Lumber Co., said: “It was unani- 
mously agreed by our sales force 
that returns were excellent. Un- 
der asphalt tile, we offered a 
“clean-up” special at a very attrac- 


has 





/ts time to roll up your sleeve... 


BLOOD 


NOW 


2) CALL YOUR RED CROSS TODAY! 





BuILDING Propucts MERCHANDISER 


(continued from page 55) 


tice price; we virtually sold out 
the first day. 
good sales in ceiling tile and the 
two 
have developed a number of ex- 
cellent 


We enjoyed several 


types of wall paneling, and 


prospects.” 


“We believe that your program, 


as you outlined it to us, will fill the 
need for effective art work in build- 
ing material advertising 
been crying for help for years.” 


that has 


“Lack of uniformity in line draw- 


ings; inelasticity of cuts because of 
odd sizes and shapes; manufactur- 


ers’ identifying brand names; art 
work dated by out-of-mode cloth- 
ing and backgrounds; inability of 
the lumber dealer-ad writer to cor- 
ral the component parts of ‘“proj- 
ect” advertisements: all of these 
have had their part in making 
building materials advertising the 
lowest in attractiveness and reader 
interest of any in the retail field.” 

“If you are able to continue as 
you have started, you will be mak- 
ing a genuine contribution to build- 
ing materials merchandising. Kind- 
ly forward to us the next install- 
ment of this series.” 


CUSTOMERS WHO SEE ARE 
CUSTOMERS WHO BUY! 


INCREASE YOUR FOLDING 
WOOD RULE SALES 
WITH THE NEW 


UFKIN 


“RED END” RULE 
MERCHANDISING UNIT 


Buy only a fast moving assortment 
of two dozen rules and you receive 
this modern merchandising unit free. 
It's heavy glass, making a perma- 
nent, attractive addition to your 
store. Completely enclosed, it guards 
against theft. Notice that space has 
been provided for marking prices 

. and that it can be used on the 
counter, in a window, or hung on 
the wall. Both No. 200 and 200F 
assortments cover a complete price 
range and are well balanced and 
fast selling ... Order this assort- 
ment from your jobber today — 
brand new sales 


and get your 


building display absolutely free. 


207 


SELL 


WED rex 


ACCURATE FINEST QUALITY 


DURABLE 


IMMEDIATELY AVAILABLE 
FROM YOUR HARDWARE 
JOBBER! 
REGULAR READING| INSIDE READING | 

ASSORTMENT ASSORTMENT | 


| No. 200 No. 200F 


aati ian 

| Quantity | Rule No. | Quantily | Rule No 

3 X46 ; | 

6 | 066 | 
} 


6 966 | 966 
| 


X46F 
O66F 


6 460F 





3 76 7 OF 


UF KIN tarts - RULES - PRECISION TOOLS 


Order From Your Hardware Jobber 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette Street, New York City * Barrie, Ontario 
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/n construction products CECO ENGINEERING “kes the Lig difference 





How many sales have you LOST. oe 


by not stocking Aluminum windows? 


One of the easiest ways to lose a sale is not to have what on' sti ( well and are truly better looking. 
the customer wants... Per! you can “think back" on > believe it’ nificant too, that twice as many home- 
such in the planning stage 
ig product... 
to aluminum so that's 
d what customer why we feature Cec« ng Aluminum Windows... if you 


aid tor example, they prefer area saler who hasn't added the Ceco line, let us tell you 


a 


because they won't rust more about how you can make more by giving people what 
J ' 


d maintain... 


CECO STEEL PRODUCTS CORPORATION 


Ge neral Office 601 W. 26th 7. <a cag 5 r 3 Off es, waret 





AMONG THE DEALERS 


NATIONAL HOO HOO officers and 
right eated: Lynn Boyd, Ramesses 
Door, President, Tulsa Hoo 
Supply, Tulsa Joe Morris 
Kd Marshall, Secretary, 
Lumber Co., President, 
Ik Windy Oldham, 
from Oklahoma City John 
Oklahoma City Hoo-Hoo Club 
ited Order Hoo-Hoo, Milwaukee, Wi 
& Coal Co., Tulsa; Arthur Black, Jr 
Mitchell, [. K. Mitchell Lumber Co 
Lumber Ce Cushing 


Oklahoma City 


Hoo Hoo Concatenation 

Oklahoma City recently held the 
largest Hoo-Hoo Concatenation 
ever held in that state when over 
150 members and kittens were in- 
itiated 

The Tulsa Hoo-Hoo club, assisted 
by the Hoo-Hoo National officers 
put on the ceremony covering the 
Concat. Kyle Duncan, President of 
the Oklahoma City Club said, “This 
meeting was the most remarkable 
gathering of men in our industry, 
I have ever attended. The cooper 
ation and efforts put forth by deal- 
ers and suppliers was the 
ever.” 

The following members of the 
Oklahoma City Hoo-Hoo Board of 
Directors were in charge of ar- 
rangements; Herbert C. Adams, 
Herbert C. Adams Lumber Co.; 
Carl Hadlock, Barney Stewart 
Wholesale; Bayless Kirtley, Warr- 
Caston Lumber Co.; W. C. Warren, 
Sooner Sash & Door Co.; D. F. Me- 
Neil, H. E. Leonhardt Lumber Co.; 
Floyd Shaw, Floyd Shaw Lumber 
Co., and Albert Mason, Mason Lum- 
ber Co. 

The Concat was honored by the 
following out-of-state officers and 
members of Hoo-Hoo; Lynn Boyd 
Ramesses 43, Pampa, Texas; W. B. 
“Windy” Oldham, Supreme Jr. Hoo- 
Hoo, Dallas, Texas; Chas. Grief, 
Past President Amarillo Hoo-Hoo 
Club, Amarillo, Texas, and Ben 
Springer, International Secretary of 
Concatenated Order Hoo-Hoo, Mil 
waukee, Wisconsin 


best 


116 


the 


Former 
Tulsa 
Oklahoma 
Supreme J 

Kilpatrick 
Standing 


sconsin 





Tulsa degree team included, 
Pampa, Texas; Art Black, General 
Club; Walter Kelly, Hope Lumber 
Secretary, Tulsa Lumbermen’s Asso 
Lumbermen’s Association; Dale Carte) 
Lumbermen Association, Tulsa 
Hoo Hoo, Dalla Texas \lso seated 
and Kyle Duncan, president of the 
jon Springer, Secretary, Concaten 

Billy Campbell, Dierks Lumber 
General Sash & Door Co., Tulsa; LIL K 
Collinsville; Tom Hughes, T. J. Hughes 


left to 
43, 
Hoo 


Rate” = a 


H R. BACKUS, Gordon White 


Co., 
tunyan for a day when he was initi- 


Lum- 
bet Oklahoma City, became Paul 
ated into 
public 
Club, 


Hoo-Hoo., 
relations 
registered 


Hallie 
director, 
mixed 


Johnson, 
Oklahoma 
emotions, 


Ohio Conventions 


& 


H. J. MUNNERLYN, NRLDA presi 
dent, confers with Homer Prakel 
Geo. H. Worch Lumber Co., newly 
elected president of the Ohio associa 
tion for 1953 


y 


» 9, 1953. 


Discussion of their day-to-day 
operating problems in off-the-rec- 
ord breakfast sessions highlighted 
the 72nd annual convention and 
materials exposition of the Ohio 
Association of Retail Lumber Deal- 
ers, Jan. 7-9, in the Netherland 
Plaza Hotel, Cincinnati. 

“We've had it too easy,’ Kenneth 
Smith, Pacific Lumber 
Co., San Francisco, declared in his 
talk, “What Do We Do Now?” 

“Our salesmanship has not kept 
pace with our handling facilities 
and other aspects of our business. 
Storm signals are warning us to 
get our house in order. Costs are 
higher and profit levels are declin- 
ing. Some yards finished in the red 
last year despite a record volume 
of business. The prefab industry is 
presenting tougher competition. 
Competition is tougher from other 
specialists in the retail trade. 

“The growing market,” 
Smith declared, “is the do-it-your- 
self market. The do-it-yourself age 
is with us. It is a natural to pro- 
mote and it may be 
in bad times.” 


treasurer, 


fastest 


our salvation 


Smith urged dealers to ‘Think 
and sell as they would like to 
sold.” He termed profit sharing 
plans one of the greatest incentives 
for the retail lumber industry. 


be 


Henry T. Munnerlyn, newly elect- 
ed president of NRLDA, told deal- 
ers “that the one best way to meet 
competition in any form is by fur- 
ther improvement in our merchan- 
dising methods, in our personnel 
and in the service we offer the pub- 
lic. He advised dealers to maintain 
a well-rounded advertising 
gram. 


pro- 


“Always 
customer 


remember that your 
and his needs, however 
great or small, are most important 
of all. His support builds your busi- 
ness. There is no price tag on good 
will. It is easier to keep a good 
customer than to get another.” 

Homer Prakel, Geo. Worch Lum- 
ber Co., Versailles, was elected 
president. Ralph C. Lutz, Lutz 
Lumber Co., Lexington, and War- 
ren C. Carter, Carter-Jones Lum- 
ber Co., Akron, are newly-elected 
vice-presidents. Reelected were: 
Allen H. Brain, Brain Lumber Co., 
Springfield, treasurer; Findley M. 
Torrence, Xenia, secretary, and 
Charles E. Benson, Columbus, field 
secretary. 

Total registration was 2,221. The 
1954 convention will be held at the 
Cleveland Publie Auditorium, Jan. 
19-21. 
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Why it's good 
business to deal 
with us — 


There’s a fixed principle here at TWS&J that 
we go all out to live up to promised 

shipping schedules. It’s an essential part of the 
policy of over 40 years standing — prompt, 
courteous, efficient service. 

Ten large saw mills. augmented by an 
extensive wholesale distributing organization. 
You are assured a dependable supply of 
West Coast lumber and lumber products in 
aw ide choice ol SIZeS and vrades. 


lity amber 


White Fir, Douglas Fir, Incense que jucts 


P 
Cedar, Sugar Pine, Ponderosa Pine; F ot er pres 


also Pine doors, K.D. sash, Pine iin TEE 
and Fir mouldings, Pine plywood. took €° aa 


1 Montgomery Street 5 > P.O. Box 1731 
SAN FRANCISCO 4, CALIF. STOCKTON, CALIF. 
DOuglas 2-2060 + Teletype SF 531 at Stockton 4-8361 «+ Teletype SK 2 





PROFITS 


the best dryer 
It's a fact the STRAIGHTLINE dries clothes better 


under the 
faster! That's why every year the majority of all dryers - sun” 
EXTRA sold are STRAIGHTLINES ica’ , 


AND America’s leading dryer 


CUSTOMERS 4 is a proven success with Lumber Dealers . © top seller 


wherever it’s placed! It’s your straight line to extra profits! 
Order today 


16 line DeLuxe Dryer 


for the | *%& 16 parallel plastic lines! retails $19.98 


% Automatically opens and closes 


t Also 14 line model to 
lumber | de Folds tke 


on um- retail for $14.98 


brella! Stores in a 


dealer al ~ ndnieneen of space! 


% Ground B=:x for KAMKAP, INC., 200 Fifth Ave. New York, N. Y¥ 


extra support! Please send me the following 





Description Quantity Cost Price 
WRITE TODAY for 16 line Deluxe STRAIGHTLINE] $11.25 
FREE CATALOGUE of 14 line STRAIGHTLINE ' ' 8.50 


TM Reg. US Pot. off KAMKAP line 
Patent 2459110 — 7 DEALER NAME 


ADDRESS 




















SIGNED 


Shipped: F.O.B. Edgely, Pa. TERMS: 1/10 - Net 30 
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Kentucky ward Hines Lumber Co., Chicago. 
Creeden, in his advice on advertis- 
ing, deplored the “appropriation ap- 
proach” that many dealers have, 
saying it is not how much you set 
aside for advertising that counts 
it’s how you use it. He also sug- 
Members heard a number of gested that dealers spend more time 
prominent speakers, including with their local news men and ad 
George A. Bowie, public relations solicitors for copy ideas, instead of 
counselor for the Firestone Tire and relying on price-quoting ads to the 
tubber Co.; Dr. Frank Goodwin, exclusion of other types. 
marketing professor, University of Officers elected for 1953 are pres- 
Florida; H. R. Northup, executive ident, R. E. McConnell, Bourbon 
vice president, NRLDA, and Phil Lumber Co., Paris, Ky.; vice-pres- 
Creeden, advertising director, Ed- ident, H. L. Shannon, Shannon 


, od ts * . E. McCONNELL 
Ss. / 


More than 1,000 retail dealers and 
exhibitors attended the 48th annual 
convention of the Kentucky Lumber 
Dealer's Association Jan. 12-14 at 
the Brown Hotel in Louisville 


Lumber Co., Henderson, Ky.; execu- 
tive vice president, Don A. Camp- 
bell, Lebanon, Ky. New directors 
are Franklin Blair, Morehead, Ky.: 
W. C. Pauley, Pikeville, Ky.; J. T. 
Perry, Lexington, Ky.; T. W. Yunt, 
Louisville, Ky. Re-elected to a sec- 
ond term were directors William 
Edmiston, Danville; Elbert Meyers 
Glasgow; John A. Meyers, May- 
field; H. L. Shannon, Henderson. 


os 7 


Northwestern 


NOW you can offer your prospects a wide 
range of plywoods ... a choice of AETNA- 


PLY products from mills all over the world 


. a sure-fire way to increase sales. 

dt ° vr ° 
With AETNA as your supplier you never 
me AETNAPLY PRODUCTS miss a sale for lack of variety in species, 
Plywood grades or sizes (standard, odd sizes, cut to 


Hardwood and — ‘ 7 
Fie in oll sizes size). Whether you want Decorative or 


and grades Utility plywoods Interior or Exterior — 
Over 50 species of if it's plywood you can bet AETNA has it! 
Plywoods and Veneers : 


Foreign and Domestic You can sell plywood from all over the 


Cupboard and ie 
“eta world and still keep your inventory low. 
Flush Doors : . 
Steoiiai AETNA’S 24 hour Shipping Se rvice is 
Sealers geared to fill orders fast... quicken your 


s : ‘i sii D. B. TAYLOR 
7 turnover... EXPAND YOUR SALES. 


24-hour shipping . 

service Write for Aetna’s New Price Lists TODAY! Dave B. Tay lor, J. F. Taylor, Inc., 
Marshall, Minn., was elected presi- 
dent of the Northwestern Associa- 


AETNA PLYWOOD & VENEER CC. tion at the closing session of the 


63rd annual convention in the Mu- 
1732 N. Elston Avenue @ Chicago 22, Ill. jicipal auditorium at Minneapolis. 
ARmitage 6-7100 


Taylor succeeds R. Clem Knecht, 
Branch Warehouses: Grand Rapids, Indianapolis, Rockford Knecht Lumber Co., Rapid City 
S.D., who completed his second 


3 term in office this year. Knecht 
Call AETNA for PLUS VALUE in PLYWOOD ie aaanae aa X ck Gee 
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dent’s plaque by 
Badeaux. 

Other officers elected included 
William C. Morley, vice president 
for Minnesota; C. J. Spahn, vice 
president for Iowa; Hugh Robert- 
son, vice president for North Da 
kota and E. H. Kuhlman, vice pre 
ident for South Dakota. William C 
Morley, Minneapolis, 
treasurer. 


secretary W. H. 


was elected 

Selling home owners seeking ma- 
terials for do-it-yourself repairs 
and improvements was one of the 
main subjects discussed at the con- 
vention. Retiring president R. Clem 
Knecht said: 

“Home owners are flocking to 
lumber dealers because they find 
it too expensive to hire workers to 
do the jobs around the home. Deal 
ers are streamlining their merchan- 
dising to suit these new customers. 
Some have become lumber “super- 
markets,” in which customers help 
themselves to what they need. This 
new market also has resulted in a 
shift in advertising with more ads 
designed to hit the home owner.” 

This year’s convention scheduled 
fewer formal talks and more dis- 
cussion groups in which members 
brought up sales and other prob- 
lems. Total attendance was 4,140, 
including 2,780 dealers and guests 
and 1,360 exhibitor’s 
tives. 

Discussion leaders included Gates 
Ferguson, advertising director, Cel- 
otex Corp., John Egan, Wood Con- 
version Co.: G. F. Hoppe, Insulite 
sales promotion manager, Henry 
Wormhoudt, Wormhoudt Lumber 
Co., Ottumwa, Iowa, and C. W. Bal- 
fany, Allied Building Credits. 


representa- 


Bridgeport Dealer 
Presents Service Pins 


WILLIAM F. 
dent, A. W 
Conn 
Franz, 
Allard 


SEVERN, left, 
Burritt Co., Bridgeport, 
presents service pins to Robert 
Leila E setts and William 


presi 


William F. Severn, President of 
The A. W. Burritt Company, lum- 
ber and building material dealers 
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of Bridgeport and Stratford, Conn., 
presented 29 service pins recently 
to members of the 
ization. 

The ceremony was the 13th con- 
secutive year that Severn has of- 
ficiated. He is a veteran of over 59 
years at Burritt’s where he became 
vice president in 1905, and pres- 
ident in 1911, a position he has 
since held continuously. 

Those presented with their five 
vear pins included: William Bouf- 
fard, Roger Burritt, Sidney Butler, 
Kalman Farkas, Francis LaBrecque, 
Walter Kaczalka, John Kollar, Eric 
Powell, Jack Stoeber, 


3urritt organ- 


Gustave 
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for lifetime beauty 


Your contractors and carpenters will like the sales appeal and easy 
installation qualities of Ozark Brand Oak Flooring. Fifty, even one 
hundred years from now, Ozark Oak Flooring will be as beautiful and 


durable as the day it is laid 


Stout, Charles Sutter, Thomas 
Templeton, Benjamin Turney, Ward 
Wakeman and Miss Florence Traub. 

In the ten year class, awards 
went to Earl Crannell, Jack Mako, 
John Mital and John Pisanelli. Fif- 
teen year pins were received by 
William Allard, Robert Frazn and 
Miss Leila E. Betts. Michael Spak 
was the only one this year in the 
quarter century bracket, while 30 
year pins went to Arthur Clifford, 
Richard Drew, Edward Nelson and 
George C. Young. The highest serv- 
ice awards yesterday went to Ed- 
ward Orelup and Erwin Robinson 
for 35 years at Burritt’s. 





and it’s easily laid. 


Produced from fine quality, Missouri altitude-grown Oak stoc k, Ozark 
flooring is unusually strong, yet takes only minimum sanding and 
finishing. It’s properly seasoned in Moore Cross-Circulation kilns 
accurately milled—and precisely graded to NOFMA standards. It is a 
flooring that sells itself to homeowners, industry and your builders 
It's a flooring that means extra prefits for you, 





“Fine Flooring 
Since 1927” 








© 


Carefully bundled for safe arrival and easy unload- 
ing. Prompt Shipment. 


Place your order today! 


THE OZARK OAK FLOORING CO. 


BISMARCK, Gy 
MISSOURI eS 





With the Manufacturers and Wholesalers 


SHELF-DOOR WARDROBE: Shelves on doors of ward 
robe unit provide space fo knick-knacks, 


accessories, 





MUSIC WALL: More and more music lovers are turning 
to special cabinets for 


hoe laundry and other items. Unit can be 
rr double for Mr and Mrs. It i 


torane outdoor 


used singly 
also adaptable to hall 


torage or all-purpose 


ment, There is 
special equipment 
storage 





x : A 3 ee 
ODDS*AND-ENDS CABINET: Here CHILD'S WARDROBE: This unit 
is a imple pace saving cabinet for grows with the child Clothes rod 
knick-knacks and small storage. In and shelves at right are adjustable 
tallation against a convenient wall floor level is excel- 


children’s toys 


Deep drawer at 
is simple lent for 


Practical Built-In Storage Units 


West Coast plywood manufacturers announce na- 
tion-wide promotion program aimed to help retail dealers 
sell more building materials. 


The bet- 
neighborhood 
The nation’s 


built-ins 
any 
have one or more. 
foremost designers and home ed- 
itors have been emphasizing the 
value of built-ins for years. Pick 
up any good home magazine and 
you'll see the evidence in words 
and pictures 


People want 
ter houses in 


Builders know the sales value of 
cabinet space. Mr. and Mrs. Amer- 
ica are, in fact, looking for places 
to put things. And they are solid- 
ly pre-sold on the idea of adequate 
built-in storage facilities. 

Bearing all this in mind, west 
coast plywood manufacturers have 
developed detailed plans for eight 
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their sound and television equip- 


plenty of room for radio, records and 


Musie wall is demountable 


practical, good-looking built-in 
storage units. The designs come 
from the drawing boards of archi- 
tects and from custom-built units 
conceived by individual home own- 
ers looking for more ways to clean 
up cluttered rooms. 

Every plan offers another way 
to build sales appeal into a new 
house and to sell building mate- 
rials. One is a flexible floor-to- 
ceiling storage wall for a city 
apartment or suburban home; an- 
other is a sectional eye-level stor- 
age unit for living room or den; 
the others include an island entry 
way, a music wall, a child’s ward- 
robe with “dump” drawer for toys, 
a bedroom wardrobe, a_ built-in 
under-eave storage and a versatile 
odds-and-ends cabinet for bath- 
room or garage. 

The manufacturers of Douglas 
fir plywood are throwing a con- 
centrated schedule of national ad- 
vertising behind the program. Full 
page ads will run in Saturday 
Evening Post, Better Homes and 
Gardens, Living for Young Home- 
makers, Farm Journal and leading 
architect-builder magazines. It’s a 
campaign that ought to bring peo- 
ple by the thousands into retail 
lumber yards looking for plans and 
building materials. 

Each plan comes in a convenient 
envelope stuffer. Here’s run-down 
on every unit in the series: 

Flexible, Floor-to-Ceiling Stor- 
age. This design combines five 
vertical plywood dividers running 
from floor to ceiling with horizon- 
tal box, shelf and drawer units 
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STORAGE: This flexible 
rearranged to fit 
eliminate clutter of 


FLEXIBLE 
wall can be 
helps 


almost 


the small 


which slide in between the vertical 
leaves. These units, which provide 
space for a desk, books, magazines, 
records, radio-phonograph and oth- 
er items, rest on adjustable sup- 
ports so they can be arranged in 
any visual pattern. Drawn by 
architect G. Hugh Tsuruoka of 
Chicago and published in Living 


for Young Homemakers, the design 


creates maximum 
small area. 

Sectional Storage Wall. Here is 
a plan by New York architect Sey- 
mour Joseph in which sectional 
units have been combined in a 
shoulder-high storage wall for liv- 
ing room, den or study. Planned 
for installation against a flat wall 
the unit consists of two 
open-faced shelves running. the 
length of the wall supported by 
cabinet sections for out-of-sight 
storage. 

Demountable Music Wall. More 
and more music lovers and tele- 
vision owners are turning to cus- 
tom-built music units that fit more 
naturally into contemporary home 
design trends than mass-produced 
radio, phonograph and _ television 
cabinets. That’s why there is a 
plan in the series for a music wall 
which can be rearranged to suit 
virtually any room. It has space 
for records, albums, reproducing 
equipment and television. 

Island Entry Wall. Living room 
and entry hall storage both are 
provided in a design by Arthur V. 
Hansen, Chicago, architectural ed- 
itor of American Builder. It is a 
free-standing island storage unit 
ideal for modern homes, clearly de- 


livability in a 


space, 


Bermowe Ph 


copucTsS MERCTIANDITS! 


t 


apartment storage 
any wall space 
city 


It in material for 
motion campaign 
on Feb, 21 


apartments 


fining entry and living areas. On 
one side there is room for coats, 
umbrellas, rubbers and bulk stor- 
age; on the other side space for 
items kept on hand in the living 
room. 

Child’s Wardrobe. Built from 
the penciled sketches of a progres- 
sive young mother, this unit is just 
what the doctor ordered. It has 
two deep ceiling-height sections 
separated by a dressing table. In 
one section, there are deep drawers 
at close to floor-level providing a 
convenient out-of-sight dumping 
ground for miscellaneous _ play- 
things. These are topped with 
shelves and drawers in which 
mother can keep things for best 
out of reach of a youngster. On 
the other side is a wardrobe with 
adjustable clothes rod which grows 
with the child. At three, it is handy 
and teaches orderly habits. At 23, 
it is even more convenient. 

Shelf-Door Wardrobe. Planned 
by Stillwater, Minn., architect Ed- 
ward Hanson for the bedroom, this 
is a deep, roomy built-in with half 
the size and twice the efficiency of 
an ordinary closet. Inside there is 
space for hanging clothes. In the 
shelves on the back of the doors, 
you'll find room for accessories, 
smaller items, laundry, change 
even a mirror. And below and abuve 
there is space for shoes and hats. 
The design is simple enough so 
that it could be adapted to serve 
as an outdoor carport, hall or liv- 
ing room storage unit. 

Under-Eave Storage. Designed 
by personnel at Iowa State College 
as an all-purpose built-in for that 


NEW PROMOTION 
dealers in 
Which 


PROGRAM: There is plenty of tie- 
the new plywood sales pro- 
breaks in consumer magazines 


hard-to-use, bump-your-head area 
under a sloping ceiling, this unit is 
another ticket to livability in 
homes with expansion attics, story 
and a half houses and older homes. 
There is space for clothes, a desk, 
shelves and drawers. Out-of-season 
storage space for items like skis, 
tennis rackets, luggage and coats 
is provided at the back with a way 
to get at it from the side. 

Odds-and-Ends Cabinet. Actual- 
ly built by an imaginative home- 
owner to reclaim the waste space 
existing over the water tank be- 
hind a toilet, this is a shallow cab- 
inet with handy sliding doors 
equally convenient for soaps or 
tools. It can be nailed to the bath- 
room wall above the toilet, hung 
in the kitchen or fastened to the 
wall of the garage. As simple as 
a cigar box, it is just what the 
name implies another place to 
put things. 

These eight plans spark a sales 
promotion campaign headlined: 
“Eight Ways to Improve Your 
Home With Douglas Fir Plywood 
Built-Ins.”” W. E. Difford, manag 
ing director of Douglas Fir Ply- 
wood Association says the program 
has one basic aim: to give local 
retail lumber dealers everything it 
takes to turn newly-created de- 
rnand for plywood into actual sales. 

The manufacturers believe they 
are doing just that. Every con- 
sumer and builder ad lists the lo- 
cal dealer as the best source for 
plans. Dealers will pay one dollar 
for what the industry calls an 
“eight-way plywood profit pack”’ 

(continued on page 160) 
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Double Barreled 
SALES ACTION! 


Mie 
FIRST BARREL 
4 


Sell as a 
PACKAGED UNIT 


—_. 


SECOND BARRED 


ASSEMBLE 


and Sell 
SS as a 
TOP-QUALITY 
ONE PIECE 
RECEDING 
TYPE 
DOOR 


























K-D gives you an 
at your Customer! 


K-D GARAGE DOOR SALES ericis 2: woscas 


oe a ee oe oe oe oe ee oe ee oe ee 6 ee ee 6 ee oe ee ee 6 ee ee ee ee ee 


K=-D GARAGE DOOR SALES 
Please send me complete information and prices. 


a 
a 
' 
NAME oo 
4 
| 
4 





ADSORESS 
CITY 
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What’s YOUR Answer? 


The NAHB's Trade - Secrets 
House is being built by builders 
in 14 states for how much? 


What manufacturer has just 
introduced a floor tile in a spe- 
cial thickness for the “do-it- 
yourself” trade? 


The NRLDA’s educational pro- 
gram has brought benefits to 
how many dealer - sponsored 
people in the last six years? 


Who is manufacturing perfor- 
ated hardboard for both store 
and home use? 


What’s the secret of doing a 
good sales job with unpainted 
furniture? 

Can a 42-pound gate support 
2,400 pounds? 


A newly opened, $200,000,000- 
a year industry has a place in 
it for what type of dealer par- 
ticipation? 


What manufacturer is making 
“package selling” of farm build- 
ings easier? 


What is the name of the first 
dealer to try A.L.’s new adver- 
tising service ? 


“A rough opening to a finished 
door in 40 minutes or less."’ 
Who makes the packaged unit 
that performs this miracle? 


fnswers on page 160. 
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10,000 worDs 


Dont lose paint sales with old- 
fashioned selling! 

Today's paint customers expect the | 
extra’ service of machine mixed | 
paint! The Harbil HB-7's amazing 
performance and smart design 
boosts sales! Shakes 4 pt. to 1 | 
gal. Silent, smooth, vibrationless. 
Needs no bolting down! 


grea og oe Products 
for Free Brochure  .0.8. Chicago | 

HARBIL MANUFACTURING COMPANY 

325 WEST OHIO ST., CHICAGO 10, ILL. &f SPECIALIZING IN 


Ory =|. PONDEROSA PINE 
Eee ““POUGLAS FIR 


-_, 


.. . 
.  REDWOOD 


we: 
~ iflhse~ 


‘Ssciailas “5 poe 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


Pee (1c0.J Silbernadel 


MENOMINEE INDIAN MILLS ? GENERAL OFTICE 


Neopit, Wisconsin 8 S. Michigan Ave., Chicago 3, Ill. 
Air-dried QUALITY LUMBER Kiln-dried Telephone RAndolph 6-0540 
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THE LUMBER MARKET 


KIRBY LUMBER Company 
Silsbee, Texas 
of certain air-actuated machinery 


is now 





building this new $10,00,000 plant at 
The entire mill will be electrically operated with the exception 
It will be constructed of steel and concrete 


and will be completed in about two years 


Lumber in Texas 
Tops Billion Feet 


Another billion-board-foot year 
appears in prospect for Texas al- 
though drouth-borne forest fires 
took a heavy toll in the Piney 
Woods of East Texas during 1952. 


Production figures for the Texas 
lumber industry are always hard to 
come by. As a result it is difficult 
at this time to give an accurate 
picture of lumber production in the 
state. 


However, lumber industry ob- 
servers believe that the state’s pro- 
duction of southern pine will ap- 
proach the 1,000,000,000-foot mark 
and so insure the state another 
year in that class. The state’s an- 
nual production of hardwoods is 
roughly one fifth to one fourth of 
the output of pine. 


Lumber industry figures show 
there was a 15 per cent decrease 
in lumber production in Texas dur- 
ing 1951. An anticipated 200,000,- 
000 board-foot increase in produc- 
tion during the past year is expect- 
ed to regain the ground lost in 
last year’s drop in output. 

The year saw highly interesting 
developments in Texas’ lumber in- 
dustry. 

New Kirby mill. One of the most 
interesting was the announcement 
by the Kirby Lumber Co., one of the 
largest lumber producers in Texas, 
that it would build a $10,000,000 
all-electric lumber mill at Silsbee. 
Preliminary construction of the 
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modern plant is already under con- 
struction. Daily capacity of this 
plant will be 325,000 board feet per 
16-hour day. 

While it will afford no increase 
in the firm's production of lumber, 
the big Silsbee plant will provide 
for consolidation of the firms oper- 
ations in old plants at Silsbee, Hon- 
ey Island, Voth and Bessmay. 

The Kirby announcement was in- 
dicative of the vast modernization 
program which is being carried out 
in the big lumber mills throughout 
the Piney Woods. For instance, 
modernization programs are being 
carried out by the Southern Pine 
Lumber Co. at Diboll, the Edens- 
Burch firm at Corrigan, Temple 
Lumber Co. at Pineland. 


In addition to paving the way 
for an increase in production, the 
modernization programs will help 
cut production costs. 


Tacoma Market 
Still Quiet 


Continued quiet seems to be the 
prevailing characteristic of the 
lumber market in the Tacoma area. 
There is not a great deal of activity 
on the part of either buyers or 
sellers and prices on most com- 
modities, particularly better grades, 
are relatively steady. 

Aside from heavy rains, unusual 
in contrast to the relatively dry 
weather that prevailed throughout 
most of last year, the weather has 
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been relatively mild. Most mills are 
operating to build up inventories 
against anticipated demands. Many 
logging camps have either closed 
down or have sharply curtailed 
operations because of the wet 
weather. Log supplies are ample 
however to meet all anticipated re- 
quirements. 


Rail and water movement of filled 
orders is going ahead at about a 
normal rate for this time of the 
vear and there does not seem to 
be any particular shortage of cargo 
space, 


One of the larger shipments of 
the last week was a 600,000 foot 
parcel of lumber bound for the 
Hawaiian Islands loaded aboard the 
Hawaiian Lumberman at the Dick- 
man mill. After loading lumber 
here, the Hawaiian Lumberman 
picked up another 600,000 feet of 
lumber at Port Gamble. She then 
loaded an additional 1,100,000 feet 
in British Columbia before com- 
pleting her cargo at Longview and 
other Columbia River ports. 


Market Steady 
At Seattle 


Fir prices are about the same 
and supplies are building up at the 
mills. The principal change is a 
strengthening of No. 3 and 4 di- 
mension. Hemlock lumber is un- 
changed. Shingles are the same ex- 
cept for No. 1 Royals which bring 
twenty five cents more because of 
scarcity. Shingles move slowly and 
there is a lot of ‘‘cheap”’ buying. 


Pine items are steady with re- 
stricted production on the part of 
the big mills. There is no change 
in Englemann spruce. 


Western red cedar siding is 
steady except for *, by 10 bunga- 
low siding which has advanced five 
dollars due partly to scarcity. The 
siding mills are well sold. 


The heavy movement of lumber 
to the Atlantic Coast continues and 
there are still ships to be chartered 
for January. Two ships have been 
chartered for South Africa, one for 
February and one for March. 


Log prices are unchanged but 
prices are firmer than a month ago. 
Those seeking particular logs find 
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R ua 8 € ROI ob first to introduce decorator 


colors and ‘‘shake”’ texture in asbestos-cement 


') color-Grained Siding 


is pleased to present 


an added new attraction 


roc 


THE PROTECTIVE FINISH THAT ENRICHES THE 
COLOR, RESISTS DIRT, STAINS AND WEATHER. 


Duroc is an additional distinctive selling feature that will boost 
your Color-Grained Siding profits. See your Ruberoid repre- 
sentative, or write The Ruberoid Co., 500 Fifth Ave., New 
York 36, N. Y. 


The RUBEROID Co. 


ASPHALT AND ASBESTOS 
BUILDING MATERIALS 





woods All high altitude camps 
went down Dec. Ist and have not 
resumed 

The log inventory as of Januar‘ 
Ist was very satisfactory Puget 
Sound reported 570 million feet or 
a loss of only 2 million for the 
month. A year ago the total stood 
at 518 million. Similarly Columbia 
river on January 1st had 589 mil 
lion feet or 28 million less than 
Dec. 1st. A year ago the district 
had 508 million. Grays Harbor with 
108 lost 7 million feet. A year ago 
the total was 107 million 


Market Unchanged 
At Kansas City 
The Southwestern lumber market 


was in the doldrums in the first 
two weeks of January and there 


was little indication there would be 


much of a change in 
prices until the weather moderated 
Operations were at a standstill in 
many parts of the production area 
on account of the severe cold and 
heavy rains. Retailers are not will 
ing to buy ahead because building 


Mere s haw you proget 
wt ROSEBURG 


demand or 


is slow at 
Also, 
have 


ing. 


this time of the year. 
many of the smaller yards 
not completed inventory tak- 


About the only price charge evi- 
denced was on the East side of the 
Mississippi river, where a number 
of mills voluntari'y reduced prices 
from $2 to $3 on hoards in order 
to get some immediate shipping 
The bulk of the orders 
they had specified delayed delivery 
and in order to keep the p'ants go- 


business. 


ing some allowed price concessions. 

Retail sales in the Kansas City 
area finished 1952 with a very small 
gain over 1951, according to the 
Federal Reserve bank. The author- 
ity reported that construction ac- 
tivity in its 7-state district, as 
measured by contracts awarded and 
building permit data, was up near- 
ly 20° over 1951, a showing far 
better than the average for the 
country as a whole of about 5%. 
More than half of the increased 
activity in Kansas, Nebraska, Ok- 
lahoma and Missouri was in public 
works and 


utility construction. 


About a third of the increase took 
place in Missouri and represents 
the starting of a number of large 
private and public housing projects. 


Prices Firming 
At Baltimore 


Some firming up of prices is re- 
ported by Baltimore lumber dealers 
as the new year gets started, but 
the upward move is not large and 
was expected. And in some lines, 
yard operators say, they anticipate 
a further slight upward trend, with 
the overall picture very stable a~ 
it has been for most of the past 
year. 

Southern pine is moving in with 
prices very slightly changed during 
the dull building season. The supply 
is considered satisfactory. In the 
immediate area, there have been 
reports of substantially more cut- 
ting than previously, but, of course, 
yard owners depend more on lum- 
ber from sources farther away. 

Largest price movement in the 
last month has been the expected 
boost in plywood from the West 
Coast. As an example, the delivery 


ADJOINING PLYWOOD PLANT AND SAWMiILL 
for Unsurpassed Service 


BOTH PLANTS NEW-AND EFFICIENT for Precision 


Production at High Volume 





Roseburg's timber comes from the 
Valley in the heart of 


Douglas County 


Umpqua 
Douglas County to 
day is the most 
county in the US 


virgin timber 


heavily timbered 
largest stand of 
This is further assur 
ance that 


Roseburg products will 


please through the years 


General Offices and Sales 


Place your requirements in Old-Growth Douglas Fir and Fir 
Plywood with Roseburg! Our new plywood plant—cutting 50 


million 


feet annually of fine Fir Plywood—and modern 


sawmill with a 100 million feet annual capacity assure you 


dependable quality products. 


Your order is filled with lightning speed, for these plants 


adjoin each other for fast, prompt shipment. 


Your special 


car is loaded from both plants at the same time, giving metic- 
ulous care on your exact requirements. 


MIXED CARS—Let us have your inquiries! 
Kiln-Dried Douglas Fir Dimension, Boards and Bundled Uppers 


Fir Flywood, both Exterior and Interior Grades 


ROSEBURG LUMBER CO. 


PHONE: 3-556) 


Loeb) 2 -1') lemme) 3 iciel, 
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Sawmill and Plywood Plant 
DILLARD. OREGON 
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UNIFORM 
HIGH QUALITY 








+++ assures day-in, day-out dependability 
of “Greenlee 22” Solid-Center Auger Bits 


You can always depend on a “Greener 22 
For cach of thes e Solid-Center Auger 
Bits is given special care by craftsmen 
through every step of manufacture 
Each is Induction Heat-Treated so it 
takes and ho/ds uniformly sharp cut 
ting edges And each is Plasts 
Sealed with a heavy protective 

» to make sure it reac! 
and the user “factory 
Stocked by leading whole 


GREEMLEE “ 


FREE HAND TOOL QUICK REFERENCE FILE 
Facts on the complete line of GREENLEE hand tools: 
Auger Bits, Chisels, Gouges, Spiral Screw Drivers and many more. 
Write Greenlee Tool Co., 2262 Twelfth St., Rockford, Hl. 

















This year PAMUDO is 40 years young. 
Nearly Two Acres of MEMA We've come a long way and learned many 
things about merchandising lumber. We've 
TO) abalaid grown strong by helping dealers all over 
the nation grow strong .. . by furnishing 
them a dependable source of West Coast 
lumber and lumber products including 
plywood . . . by handling inquiries and 
transactions with an understanding of your 
problems. 


Lumber and Lumber Products Through 
Warehouses and Direct Cars from Tacoma 


eee rc 


foun |) PACIFIC MUTUAL DOOR CO. 


\ 








Direct Shipments nail 


General Office, Tacoma Bidg. * Tacoma 2, Washington 
4 


This heavy duty warehouse floor gets FROM TACOMA: 

its load rating with 254,’’x 214’ MFMA WAREHOUSE STOCKS Sereieht end Mined Cons > teeter ond 
Vhird Grade Northern Hard Maple, laid , A Lumber Products + Cut Steck « Mouldings 
over 214''x 6'' t & g sub-flooring. You can | Plywood + Doors » Mouldings Fir Plywood - Cut-to-size Industriel Plywood 

sell thrifty Third Grade in volume these days for all types of Stock Millwork 


industrial construction. Write for ““Thrifty’’ Third Folder. 


WAREHOUSES IN 5S PRINCIPAL CITIES 
MAPLE FLOORING MANUFACTURERS ASSOCIATION 


© ST. PAUL 4, MINNESOTA © CHICAGO 38, ILLINOIS 
- @ KANSAS CITY 5, KANSAS © BALTIMORE 31, MARYLAND 
Suite 584, Pure Oil Bidg., 35 E. Wacker Drive © ELIZABETH, NEW JERSEY 
CHICAGO 1, ILLINOIS eondill _ 
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on quarter-inch material is now 
around $105 per M in contrast to 
around $99. In view of floods in 
the western producing areas and 
other adjustments in mill opera- 
tions, local dealers say they think 
another rise of at least 5 per cent 
may come about shortly. One even 
went so far as to say that present 
quotations are “too low.” 


A year ago plywood was being 
put down here for $108 approxi- 
mately. Dealers say they can get 
what they need, but that mills say 
they have six weeks orders on file 
now compared to a two-week order 
file not long ago. 


There has been a $2 per M rise 
recently in spruce and fir deliveries. 
Rough spruce, for instance, is ar- 
riving here for around $102. 


In finished materials such as 
doors and windows, the building 
trade indicates there is no change 
in prices now, and a steady level 
is expected in coming months. 

The lumber industry is very san- 
guine over prospects for 1953, 
though not forecasting any run- 
away market. 


Nationally 


Lumber shipments of 479 mills 
reporting to the National Lumber 
Trade Barometer were 6.1% below 
production for the week ending 
January 10, 1953. In the same week 
new orders of these mills were 1.9% 
below production. Unfilled orders 
of the reporting mills amounted to 
38% of stocks. For the reporting 
softwood mills unfilled orders were 
equivalent to 22 days’ production 
at the current rate, and gross 
stocks were equivalent to 55 days’ 
production. 


For the year-to-date, shipments 
of reporting identical mills were 
6.1% below production; new orders 
were 1.9% below production. 


Compared to the average corres- 
ponding week in 1935-1939, produc- 
tion of reporting mills was 123.9% 
above; shipments were 83.8% 
above. Compared to the correspond- 
ing week in 1952, production of re- 
porting mills was 7.1°7 above; ship- 
ments were 1.0% 
orders were 7.5° 


above; and new 
below. 


Southern Pine 


Shipments of Southern Pine by 
the 121 mills reporting to the 
Southern Pine Association for the 
week ending January 17, totalled 
17,577,000 feet, 6.76% below pro- 
duction for the week. Orders ran to 
19,632,000 feet, 4.14% above pro- 
duction for the week. Production 
was 18,852,000 feet, 3.388% below 
the three year average. Orders on 
hand totalled 43,450,000 feet, a 
4.96°% increase. 


Western Pine 


Production of Western Pine and 
Associated Woods by the 97 mills 
reporting to the Western Pine As- 
sociation for the week ending Janu- 
ary 10, totalled 47,964,000 feet. 
This compares with 42,263,000 feet 
for the same week a year ago. Ship- 
ments for the week were 50,341,000 
feet, 5° above production. In the 
corresponding week of 1952 ship- 
ments 53,211,000 feet. Orders for 
the week totalled 61,227,000 feet, 


27.7) above production. 








‘TWIN HARBORS LUMBER COMPANY | 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 














KIRBY BUILDING 


KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 
HOUSTON, TEXAS 











“Is It as Good as Kirby's?” 
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CARPENTER SQUARES 
AMERICA’S FIRST 


NICHOLLS MANUFACTURING CO 


bite) 138) 
FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


“Quality with fconomy” 


CRAFTSMEN 
FOR EVERY USE 


OTTUMWA, IOWA U.S.A 
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THE OVERHEAD 
GARAGE DOOR 
THAT OPENS WITH 


OMATIC 


ACTION ! 


eR Ante 


wo. Fr aprvre 


: TURN THE 

esti LATCH... 

ore THE DOOR 
DOES THE REST 


Sell the features and you sell 
the door! The reason why Frantz dealers sell 
more doors is because Frantz doors have 
more features! Such as the ‘Glide-O-Matic” 
self-opening action . . . so smooth and effort- 
less, you almost think it is motor driven. 
There are many features in all models that 
sell for you—easy closing action, friction 
brakes which prevent rebound, weather- 
tight construction, ball bearing rollers, easy 
installation—needs only 13/2” headroom... 
and many others. For a “best seller’ in 
garage doors investigate the Frantz line. 
Write for a copy of Catalog No. 302 today! 


SELL FRANTZ - AMERICA’S BEST ENGINEERED OVERHEAD DOOR 


co ggle 


© FRANTZ MANUFACTURING CO 


FRANTZ MANUFACTURING CO., STERLING, ILL. 


BuiLpInG Propucts MERCHANDISER 


MORE SALES com 


LESS INVENTORY 
with Fully -Pesembled 
AWNING WINDOWS! 


3 


STOCK SIZES 


MEET 152 OF 
ALL REQUIREMENTS 


PROMPT DELIVERY 
from factory of 
other stock sizes 
for every 


need 


Quick turnover makes 
profits. With 3 stock sizes 
\. meeting 75% of demand, 


—— 








A 


| Sor 


you save money on ware- 
housing and keep your 


inventory ata minimum. 


Gate | | 
WOOD AWNING WINDOWS 


PROFIT FEATURES THAT DEALERS LIKE 


Each window packaged for easy storage, low cost 
handling and single delivery to the job. Con- 
sistent repeat orders. Dealers backed by national 
advertising and local advertising-promotion aids. 


Send Coupon for Dealer Information 


r — oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
GATE CITY SASH & DOOR CO 

i “Wood Window Craftsmen Since 1910” AL-2 

P.O. Box 901, Fort Lauderdale, Florida 

Please send complete information for 

Gate City Awning Window: 


4 

‘ 

! 

i 

Name ! 
I 

Address 1 
I 


City State 





L 
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Lumber Prices at Press-time REDWOOD 


Bevel Siding 


‘ i. jeer All Heart 
The following index is intended merely as a check on buying practices. It 1s y Clear = 
a compilation and average of mill prices at press time and should not be con- %x 6 VG. Clear All 
sidered as current on the day the magazine is received. The prices should be -G, Clear All 


useful in following market trends and as a check on purchases made approxi- 4 , VG. eer at 
mately ten vo efore receipt of the magazine. Bold face listings denote : ; > Clear All 

, “Ass , as a3 .G. Clear 4 
market price changes since the last issue—the Editors. Sx12 VG. Clear All Heart 


Note: A ade V.G. Redwood Siding 
DOUGLAS FIR WESTERN PINES a prox. $6.0 cess for ga and % In 
. above sizes. $5.00 less for % inc n 
Vertical Grain ee Ponderosa Pine above sizes. 
tr hy ’ , 
ee ... 166.00 16000 105.00 ieee aa ta ‘asian ilies 
; “2 or 48 ‘ RW 4/4RW 4/4 RW 
a C&Btr RL 50.60 255.00 265.00 1x10 V.G. Clear All Heart 
1x4 F ..135.00 130.00 93.00 1x12 V.G. Clear All Heart 
1x6 : = ..«-166.00 L60.00 106.00 Shop, S28 No. 1 No. 2 Note Deduct $5.00 for A Grade 
Drop Siding DO oss - «- 142.00 110.00 
~ 4 
1x6 (Pat. $106).160.00 145.00 110.00 WT sxeees -<ee SRG Sint 
1x6 (Pat. #116).155.00 145.00 1065.00 Commens, 88 or 48 ix 4 Clear Heart 
Ceitlt eer No 3 No 4 ix 6 Clear Heart 
as ix 8 RL 124.00 87.50 7 ix 8 Clear Heart 
%x4 1x12 RL 124,00 7.50 1x10 Clear Heart 
26 120.00 80.00 , ‘ ix12 Clear Heart 


Idaho White Pine Note: A 
nas 1x8 1x16 1x12 Selects S82 or 48 $10 : 
x x x x12 ’ 
. 2 a 1x4 1x6 1x8 
No. 1 66.00 67.00 67.00 76.00 . * 
Ne 22:::: $809 $800 9.00 Geon © GABE. RL 970-00 g7tg0 g71.00 
53.00 61.00 60.00 © 7 33 4a N : ; my 2 
No. 1 Dimension CMMONS, BS OF CE NO oe 
ae Oe On 1x 8 ..---.++-+ 187.00 146.00 118. WESTERN HEMLOCK 
2x 4 75.50 75.50 75.5 5.f 50 ai : 
2x 6 72.50 72.50 72.50 5.60 3.50 Sugar Pine Vertical Grain Flooring 
2x 8 72.00 72.00 70.50 2.50 50 Selects BéBtr Cc 
2x10 72.60 73.50 72.60 72.50 723.50 $2 or 48 4 RW 5/4 RW 8/4 RW ..160.00 140.00 
2x12 72.50 7050 70.50 50 50 B&Btr. RL ..270,00 280.00 285.00 , : 
No. 2 Dimension ft | es Ce 276.00 280.00 Flat Grain Pioortng 
2x 4 67.60 67.50 70.5 59.50 69.50 ok : an .. - 2356.00 245.00 245.00 me : > awe ». 125.00 
2x 6 68.50 65.50 69.5 69.50 69.50 Shop, 828 N No. 2 No. 3 ‘ 160.00 
2x 8 68.50 68.50 68. 68.50 67.50 6/ 126.00 ; 
2x10 68.50 68.50 68.50 50 68.50 : cares as.08 Drop Siding 
2x12 683.50 68.50 68.50 68.50 68.50 . 135.00 
No. 3 Dimension R/L Only _ - nD 1x6 (Pat. #1 ’ 140.00 
ix 4 : 50.00 
=¢ sasssececeneces GES OAK FLOORING — 
2x | ; -o Mi = 
hy S00 Clear Pin 9x2% Hxl1% “%x2 %x1% 
rrr , oS Fee White ..180.00 155.00 177.00 162.09 Bagrés and Shiplap and 
(Add 10-15 dollars for dry lumber) Red ....185.00 160.00 177.00 162, 2” (Dry) 
ni Sel. Plain , 1x6 1x8 
White ..160.00 135,00 167 ? 152.00 No. 1 ...... 80.00 ys 
1 
0 


125.00 123.00 80.00 
116-1 
Roards and Shipliap and 2” (Green) oe . oe gm a deduct 





Celling 


0 -O. E : -- 
Red ....168.00 140.00 167.00 152.00 No. 2 77. 
e No. 3 66. 
#1 Com. 


e + ‘ Pin White No. 1 Dimension 
- sa-e8 & Red ..145.00 115.00 125.00 115.00 - 62 oo 


Royals 
No. 1 2 4 
No. 2 2 4/2 7.25 
No. 3 1 4/2 5.00 


. 


74.00 74.00 77.00 


2 2 om. ) 
Perfections — x 6 74.00 74.00 74.00 


No. 1 f 
No. 2 5 
No. 3 §/2% 

XXXXX 
No } 5/2 ‘ 
No. 2 »/2 4.00-4 
No. 3 5 6/2 3.75-4 


»% 10.00-10.25 80.00 § 82.00 77.00 2 76.00 76.00 76.00 
ov 465-475 ; 23 74.00 76.00 74.00 74.00 
«~'*% = ‘vo ° ‘ ‘ - _ ~ - 
% 3.75-4.00 ‘ 74.00 74.00 74.00 74.00 
Dimension 
69.00 69.00 72.00 72.00 
. 69.00 69.00 69.00 74.00 
2x 8 F100 71.00 71.00 71.00 
2x10 69.00 71.00 69.00 69.00 
SOUTHERN PINE 2x12 69.00 69.00 69.00 69.00 
WESTERN RED CEDAR Vertten) Grain Fleertag No. 3 Dimension R/L Only 
Prices for red cedar siding in mixed B&Btr 2x 4 
cars, new bundling, 6’ to 16’ are: x 6 
Heveled Siding, % Inch te 
2x 


16 97. 00 97.00 
75 
0 


> 
0 - ee 








, FI ; , 
Clear A” “B’ at Grain Flooring 10 


x4 inch ...... 80.00 75.00 60.00 160.00 


x5 inch ...... 85.00 80.00 60.00 190.00 
x¢é tnoh ee 100.00 85.00 Drop Siding 


eee 5.00 30.00 90.00 
ae taee : 1x6 (Pat. #106).170.00 160. . 
Clear Bungalow Siding, % Inch 1x6 (Pat. #116)'170.00 ENGELMANN SPRUCE 
8 inch ........170.00 165.00 125.00 Boards & Shiplap 

10 Inch 200.00 195.00 155.00 6 1x8 Bn da da Ship! 
13 inch ......-.196.00 190.00 150.00 No. 1 ...100.00 105.00 (ary) 7 x6 1x8 1xi0 

No. 2 : . 77.00 80.00 fo. 2&R - 
Finish B and Htr, $2 or 48, og Bale 6500 + 70:00 N 2&Rtr...109.00 109.00 114.00 
@ to 10° or Rough No. 3&Btr... 81.00 86.00 86.00 
240.00 No. 1 —— 





14’ 16’ 18’ 20° No. 1 Dimension 
$9.00 90.00 92.00 102.00 102.00 12’ 14’ 
85.00 85.00 86.00 96.00 96.00 2 80.00 80.00 
88.00 88.00 90.00 96.00 98.00 2x 6 60 77 
D 2x 98.00 99.00 99.00 107.00 110.00 : 8 50 77.8 
DS idvectedeuan 1 90.00 2x12 104.00 104.00 104.06 115.00 120.00 23 50 77.f 
ixé 96.00 Dimension 50 80:5 
Discount on mouldings 620° -20’ odd 23 82.00 83,00 $5.00 95.00 95.00 No. 2 Dimension 
lengths , 78.00 80.00 00 91.00 seg gi azar 
Series 8,000 2 78.00 . 80.00 89.00 91.00 2x ‘ 74.50 74 
Listing under 4.00—list plus 35 per 2 82.00 8: 83.00 89.00 91.00 2x ; 74.50 74.50 
cent. 82.00 83 83.00 89.00 91.00 + 74 +4 oes 
Listing 4.00 and over—list plus 36 . 3 Dimenston R/L Only x12 74:60 74.50 
per cent. x 4 69.00. .... pace: lips2 


Clear Lattice, 5-16", 6-16’ 2x 6 58.00 d (Boards graded No. 1, 2, 3, at flat 
: 57.00 price; no price for straight No. 2. Mills 
57.00 : do not grade out No. 3 dimension sepa- 

57.00 rately as In fir.) 
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“Got snowbound every winter till l found out... 


CUERYTHING HINGES ON HAGERS: 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
‘ounded 1849—Every Hager Hinge Swings on 100 Years of Experience 





























What's Behind 
The Panel? 


Dou t let appearance fool you! 
REMEMBER ... THEY ALL LOOK ALIKE... 


When you buy a Walled Lake Door you get not only quality material 
and expert workmanship but also sound design and construction. You 
can be sure of long lasting beauty and customer satisfaction. You 
avoid complaints due to warpage, delamination, or core marks on 
surface. Installation is easier. You can rely on uniform high quality. 


Lat 


The all-wood “Ladder” Core and 7 ply cross lamina- . 


tion results in top structural strength and rigidity 
without excessive weight. Walled Lake Doors retain 
their flatness and balance because of superior de- 


sign and construction. 


ZtIN T AAN 
0000000 
@ CHECK THESE QUALITY FEATURES! 


1 Air vents at top and bottom combined with Highly water resistant POLYVINYL RESIN GLUE 
® ladder core provide continuous air circulation ® is used for all interior doors . . . it is not 

- prevent warpage and delamination affected by weather conditions and is endorsed by 
Formica in Woodworking Digest, March 1950. Highly 
waterproof UREA FORMALDEHYDE RESINS are used 
for exterior doors 


One inch trim may be cut at either end with 


® no danger to saw travel or weakening of con- 
struction 


3 Two lock areas 454" x 24” permit installing 5 Seven-ply all wood construction. Plywood pan- 


® hardware on either side and rotating door for 


® els are ALL-BIRCH (or ALL-GUM), guarding 
matching grain and positive door balance 


against warpage and delamination 


QUALITY BUILT FOR LASTING BEAUTY AND SATISFACTION 


UN?’ Walled Lake DOOR CO. 
“+ WALLED LAKE, MICHIGAN 
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rHIS HOME, built by L. I. Combs & Sons, typifies the 
successful use of 7 hermopane by builders in northern Indi- 
ana. It is an $18,000, three-bedroom house with full base- 
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“This sign 


packs a wallop 
for dealers 


—says HENRY J. BULZA 
of GARY, INDIANA 


This is 7 hermopar insulating glass.’? ‘Those words in 


the window of a new house oO! spoken lO a home-buying 
prospect——are powerful selling. 7hermopane is known 
and wanted. 

Henry J. Bulza of the Ambridge Lumber and Supply 
Company, Inc., Gary, Indiana, can tell you from experi- 
ence that it works! Builders have bought from him over 
1,000 lights of Thermopane in two panel window sizes. 
They’ re offering 7 hermopane in every window of houses rang- 
ing from $18,000 to $25,000. They give home buyers 
insulated windows right at the start, included in the mort- 


gage package. There’s no extra selling job for storm sash. 


WO 


INSULATING GLASS 


ment, garage and perimeter gas heat. It’s all set for the 
cold Lake Michigan winds coming over the dunes. It 
has J hermopane insulating glass in every window. 


&KERESEES 


The use of 7Thermopane in panel windows gives builders 
an economical way to add the extra value and the sales 
appeal of Thermopane. Mr. Bulza says: ‘The panel 
window eliminates storm sash and cuts the builder’s cost 
Also, it gives the home owner more glass for less money 
We can give him 82 sq. ft of glass for about $200. The 
same wall area with conventional windows would cost 
a lot more.” 

Write for full information. We'll send you full data on 
Thermo vine sizes, types of windows for I hermopane and 
details on panel windows. Libbey*Owens:Ford Glass Co., 


523 Nicholas Building, Toledo 3, Ohio. 


Two Pome: of Glow 
f 
Borket of 6 


wmwlates window 


Re Beondermer 


LOOK FOR THE NAME ON THE SEAL BETWEEN THE PANES a 


For better vision, specify Thermopane made with Polished Plate Glass 


MERCHANDISER 


) 
RODUCTS 





YOUR PROFIT-MAKING FORUM 


For faster sales 


Some of the most exciting news in years came out 
at the recent convention of the National Association 
of Home Builders. Wonderful plans for “larger 
homes, sweeping changes in design, bigger old-fash- 
ioned kitchens and year-round air-conditioning at 
prices the average family can afford!” 

Sut how many people in your community have 
heard the good news you heard at this convention or 
through trade journal stories? And how many people 
in your area connect these wonderful new improve- 
ments with you? 

With speculative builders and other competitors 
eager to cash in on the new boom developing for more 
comfortable homes, there’s no time to lose. While 
convention reports are still fresh in your mind, write 
up a good news story for your local newspapers on 
the most exciting developments in store for local 
families who want to build this year 

Also make sure your newspaper advertising on 
new homes strongly connects you with the new im- 
provements in designing and materials and with the 
more comfortable, convenient ‘Mid-20th Century” 
type of home developed in response to consumer de- 
mand 


ear-to-the-ground department 


Some of the most invaluable suggestions for im- 
proving services, products, merchandising strategy 
and store layout come from customers yet these re- 
actions and ideas never reach top executives. More 
often they get no farther than the sales clerks to 
whom they were expressed, because employes either 
fail to pass on such reactions, or do not recogniz 
their value. 

With the toughest competition of years immediately 
ahead, it will more than pay you to alert your staff 
to the value of such reactions, and to the importance 
of passing them on to department heads and other 
key members of your planning team 

For example, the disappointed customer who bursts 
out with, “I don’t see why you don’t do so-and-so!"’ 
may have an idea that will attract many more people 
to your vard. But only if that idea reaches your top 
brass! Some of the best tips on how to reach more 
customers also come from the chatty customer who 
confides that she “likes to shop at Pomeroy’s be- 
cause Pa a 

The man who blows his top very often has an astute 
observation or a clever idea sandwiched in between 
snorts. In fact the harder he blows, the more likely 
he is to put his finger on something of real value to 


by Norm Advertising, Ink 
New York, N. Y¥ 
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your company. More than ever before this is a year 
to know what your customers are thinking, to analyze 
such comments and put them to work for finer cus- 
tomer service and harder-hitting promotions. 


... big hit with the public 


Here’s a good-will builder worth lots of free publi- 
city—both newspaper and word-of-mouth. Once a 
month, invite ten or twelve people to be your special 
guests at a round-table discussion in which customers 
can swap ideas with management and express their 
reactions to shopping services and problems. 

Discussion topics might include the kind of stores 
customers like to shop in—the kind of help they want 
in planning new homes and modernization—the kind 
of advertising they find most helpful—and the kind 
of interior displays or store promotions that interest 
them the most. 

Each month a different topic should be featured, 
and an entirely new group of men and women invited 
to serve on your Guest Panel—some of them your 
best prospects, others prominent people in your com- 
munity who may not be well-acquainted with your 
yard. Most people are fascinated at the idea of serv- 
ing on discussion panels of any kind, feel important 
at being chosen to express their reactions. 

Much more important, Open House discussions of 
this kind bring you much closer to the buying public 
and provide you with a goldmine of information. 
Round-table sessions in which the customer can speak 
his mind also build tremendous good will for you 
with the general public 
the fact that you respect your customers, are deeply 
interested in how they feel and want to serve them 
better 


because they advertise 


... specialized market 


Here's an excellent market for extra sales ... as 
easy to bag as a sitting duck. To combat high living 
costs and make ends meet, millions of American 
women are flocking into Home Sewing courses—-which 
opens up all kinds of profit-opportunities for the lum- 
ber dealer with imagination. 

Why not be the first in your community to pro- 
mote “Special Tables for Home Sewing”’ tables 
with plenty of room for spreading out materials, 
pinning and cutting. Most women have no good work- 
ing surface for this job except the dining room table, 
which means inconveniencing the whole family or dis- 
rupting the sewing bee. It also means damaging one 
of the best pieces of furniture in the house. 

To give you an idea of the demand created by this 
return to home sewing, the market for sewing ma- 
chines in this country now comes to about $200,000,- 
000 a vear. And for every sewing machine, new or 
old, there is a potential need for a good cutting table, 
built-in cabinets, extra-wide shelves and other con- 
veniences for storing equipment such as dress-making 
forms and laying away unfinished sewing. Excellent 
profits also can be made by the dealer who promotes 
the idea of remodeling waste space into an up-to-date 
sewing room. 


February 9, 1953, AMERICAN LUMBERMAN &% 





bt 
Shakertown Ww 
GLUMAC 

Units 


SHAKERTOWN 
SIDEWALLS 


PERMA- 
STAIN 
for 


JIFFY 
CORNERS 


The modern, time-saving way to apply weathertight 
cedar shake sidewalls. Save up to 70% in application 
costs. Unit consists of famous Shakertown Sidewalls 
electronically bonded to waterproof backer board. Only 
22 pieces cover 100 sq. ft. at 14” exposure. Packed 
11 units per carton. A quality product priced for 
today’s market. 


America’s most-imitated sidewall material. Finest quality 
Certigrade shakes with deep-grooved surface, color- 
treated and machine brushed for uniform quality and 
appearance. Nine architect-selected colors to blend with 
any design or structural material, for new construction 
or remodeling. Over 30 years of outstanding reliability 
Carton protected; packed one half square per carton. 


Especially formulated for cedar shingles and shakes. 
Brings out the natural beauty of wood texture; adds 
years of service life. Has balanced capacity to penetrate 
for preservation and cover for beauty and protection. 
Smooth, even flow to the touch of the brush — saves 
labor cost, speeds application. Nine popular colors. 


The standard of quality in smooth-surfaced cedar 
shingles for roofs and sidewalls. Color-treated with a 
balanced blending of finest pigments and oils. Com- 
bining modern styling and beauty with extreme long 
life, light weight and extra insulating properties. Ideal 
for re-styling and modernizing. In eight standard 
colors and prime white. Packed four cartons per square 
at standard roof exposure. 


New, lifetime, metal corners to protect cedar shingles 
and shakes. Concealed spring clip at base holds metal 
corner tight against wood surface. Pre-drilled nail holes 
permit quick, simple installation. Eliminate lacing, 
jointing, time-wasting fitting. Speeds construction. 
Adds protection, Improves finished sidewall appearance 
Packed one gross per carton. 


Write Today for folders, samples 
and complete information. 





MERCHANDISING CLINIC 


It's Time to Match Up 
the Team 


Look to your salesmanship if you 
are pondering how to meet the distri- 
bution problems that are now follow- 
ing pretty much the same pattern in 
all industries. We are set up to make 
things better and faster than ever, 
before. Trouble is the efficiency of 
our distribution processes have not 
kept pace with the vast advances 
that have been made in our produc- 
tion facilities. It’s a two-horse team. 
One horse must be as good as the 
other. Unfortunately, this isn’t the 
case. One of the team is huge, pow- 
erful. The other isn’t. The job ahead 
is to match up the team. Otherwise 
we are headed for trouble 


Intensive, intelligent sales 
programs are the missing link 
in most retail establishments 
today. 


Selling is the Keynote 


You can now buy, and obtain reas- 
onably prompt shipment, on practic- 
ally any material you need to operate 
your lumber yard Question is can 
you sell it at a profit. There will be 
times when you will bump into pro- 
curement difficulties on certain items 
When prices are advancing, order 
files fill up to the point where pro- 
duction is stepped up to make the 
most of the situation. Then the situa- 
tion reverses itself Eventually the 
pendulum begins to swing the other 
way. The ability to produce more 
and more becomes a liability, unless 
it is accompanied by the ability to 
sell output profitably. Any way you 
look at it, it is perpetually a sales 
problem except in periods of 
excessive demand brought about by 
war shortages and other abnormal 
situations 


... “Gear up your sales organi- 
zation” is the order of the day. 


Created Sales are 
Essential 


To make satisfactory profits under 
the situation that is now developing, 
it is necessary to CREATE sales. The 
need exists for enough volume to 
make lumber dealers prosperous in 
the community. Few properties exist 
that do not need repairing and re. 
modeling, for example. Yet Mr. & 
Mrs. Property Owner will put off hav- 
ing the work done year after year, 
until some one comes along and sells 
them on the idea. It is the lack of 
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this motivating factor that createst 
losses instead of profits. Someone 
comes along and sells a new car, TV 
set, new electrical appliances, or 
many other things on the installment 
plan. The property owner, having ob- 
ligated himself to pay for something 
else, becomes a poor prospect for the 
lumber dealer 


.. + Today’s competition requires 
lumber dealers to be there “furst- 
est with the mostest.” 


Where to Begin 


You start with the simple premise 
that there probably isn’t enough 
come-and-get-it business to yield suf- 
ficient profit to offset the highly com- 
petitive contractor trade that invari- 
ably goes to the low bidder. 

Your problem is to get more over- 
the-counter trade and to work out 
ways and means to obtain a more 
satisfactory price for your contrac- 
tor business 

In the latter case, the contractor 
too often is boss of the situation. He 
has gained the offensive. Until the 
dealer is able to take command of 
the situation, it is doubtful whether 
he can make satisfactory profit on 
such sales 

Question is (a) can over-the-coun- 
ter (jag trade) be developed? (b) can 
satisfactory profits be made on con. 
tractor sales? 

The answer to both questions is 
Te.” 


...+ The trends in buying hold, at 
least, part of the answers. 


New Type of Trade 


Take the do-it-yourself trend as a 
typical example of a new phase of 
the retail lumber business. The high 
cost, inefficiency and scarcity of labor 
are factors which are forcing prop- 
erty owners to do their own repair- 
ing, remodeling and maintenance 
work. 

This is being made easier and eas- 
ier by the introduction of ready-to- 
use materials, power machinery and 
application equipment. 

Never was there a time when so 
many property owners were doing 
their own maintenance work. Ac- 
tually, there is no other way for 
them to get it done. Capable work- 
men prefer larger jobs where they 
can make more money with less chas- 
ing around. Repairing and remodel- 
ing work never was very popular as 
compared with new jobs. Today there 
is more new work than workmen. 


Consequently, the property owner 
has no alternative than doing the 
work himself. 

Such a situation creates an unusual 
opportunity for lumber dealers. Cus- 
tomers show up at weekend, load up 
with $40 to $50 worth of materials 

. come back the next weekend for 
more. Usually they don’t shop. In- 
variably they pay as they go. 

Dealers should put maximum pro- 
motional emphasis on this type of 
trade. It will become even more im- 
portant in the future than at present 


. . » How about the highly com- 
petitive contractor trade? 


All is Not Gold that 
Glitters 


First of all, the price buyer is sel- 
dom saving as much as he assumes. 
The low bid in most cases is not the 
most economical purchase. In an in- 
dustry long used to bidding, the seller 
has learned how to match his wits 
against the buyer Horse trading 
principles prevail. And why not? 
When buyers show up with a glint 
in their eyes and say “How much?’ 
most dealers are ready for them. The 
buyer pays for what he gets. Seldom 
does he succeed in getting what he 
doesn’t pay for. Actually he could, 
in most cases make a more satisfac- 
tory profit for himself and his cus- 
tomer by discarding the “I-can-beat- 
you-at-your-own-game” theory and 
switch to a _ live-and-let-live basis 
where service is the predominating 
factor. He will make far more money 
in the end. 


. .. The contractor who tries to 
make his profit by sharp buying 
is seldom successful. 


Service is the Answer 


Bidding on identical lists is giving 
way to package selling for the sim- 
ple reason that the lists (or the de- 
liveries) are seldom identical. Selling 
the complete package (enough mate- 
rial for the job) is far more satis- 
factory for all parties concerned. 

Next comes the completed struc- 
ture (labor included} which many 
dealers are now able to provide. Here 
the lumber dealer is able to give a 
maximum service to his customers. 

That is why we say “Look to your 
salesmanship,” especially as it applies 
to do-it-yourself trade and the sale 
of the complete package-—materials 
only, or materials and labor. In these 
important categories, you will find 
plenty of answers. 
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> GOOD PASTURE, 
-, WISELY-FENCED, 
GIVES TWICE AS MANY 
by DAYS OF GRAZING. 


You Can Boost Fence Sales 
BY SHOWING FARMERS 
How to Double Pasture Profits 


Get extra fence sales easily by showing farmers that added fencing 
can double carrying capacity of pastures. Dividing pasture-land into 
smaller units permits controlled grazing—cuts feed costs, and improves 
land use. Selling Continental fence is easy ... just talk pasture- 
planning—and show farmers this dependable fence. 


*Trade Mrk. Reg. U. S. Pat. Off, 


oo CONTINENTAL 


yp 2p 0) Pa 0) 9 0) Fy le), 


GENERAL OFFICES © KOKOMO, INDIANA 


Farm Fence, Posts, Steel Roofing and Nails, Staples, Lawn 
PRODUCERS OF — Gates, Barb Wire Siding, and Fittings Fence, Wire Products 














THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 














PRODUCTS MERCHANDISER 





WHAT’S NEW 





Products... 


¥ 


Bt: 


212 fuss 
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New Flintkote Catalog 

A new 12-page Flintkote Build- 
ing Materials catalog with color 
illustrations of typical roofing and 
siding products is now available on 
request. The catalog contains gen- 
eral information and detailed speci- 
fications on Flintkote asphalt shin- 
gles, asbestos-cement products, in 
sulation products, insulating siding 
and built-up and roll roofing mate- 
rial. Write Flintkote Company, 
Dept. AL, 30 Rockefeller Plaza, 
New York 20, N. Y 





Movable Steel Partition 

This new brechure describes the 
first Underwriters’ Approved one- 
hour movable steel partition. In- 
cluded are detailed drawings and 
descriptions of the Underwriters’ 
Test, which only this movable steel 
fire partition has successfully met. 
This one-hour movable steel fire 
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. Sales Aids ... . Literature 


partition, the VMP Mobilfirewail, 
answers the need for a one-hour 
fire partition in storage areas and 
other special spaces in warehouses, 
public buildings, schools, hospitals, 
laboratories, factories, etc. For 
copy of brochure describing this 
product write Virginia Metal Prod- 
ucts Corporation, Dept. AL, 1112 
First National Bank _ Building, 
Pittsburgh, Pa. 


New 1953 Kentile Catalog 


Floor covering dealer, homeown- 
er, decorator, architect and builder 
will find the new 1953 Kentile cata- 
log of valuable information on in- 
terior decoration and floor design 
The attractive 8!."x11”" book pic- 
tures in detail a variety of installa- 
tions of Kentile in living-room, 
dining-room, bedroom, _ kitchen, 
bathroom and playroom, as well as 
in stores, offices and other non- 
residential installations. The new 
catalog should be a powerful tool 
in merchandising and selling Ken- 
tile. It is literally a textbook on 
design and color harmony, with 
dozens of suggestions for distinc- 
tive and individualized floor de- 
signs. It reproduces faithfully the 
complete Kentile line of 25 radiant 
colors and skillfully merchandises 
the value of ThemeTile, Feature 
Strip, KenSerts, KenBase and Spe- 
cial Grease-proof Kentile. Write 
Kentile, Inc., Dept. AL, 58 Second 
Avenue, Brooklyn 15, N. Y. 


Wallpaper Decorating Centers 


United's new Wallpaper Decorat- 
ing Centers, the result of over two 
years of research, planning and 
development, were designed especi- 
ally for the streamlined selling of 
the company’s two well-known 
brands——‘‘United Wallpapers” and 
“Nancy Warren Wallpapers.” In 
addition to the most important fac- 
tor, that of choosing basic colors 
and tones, everything else has been 
thought of in the new Decorating 
Centers. Small samples of “Tex- 
ture effects’ and “Miniature 
Prints” papers—-convenient dupli- 
cations of styles shown in the com- 
plete collection—-are bound in sep- 
arate kooks on the backboard of 
the unit, allowing the customer to 
make her choices and lay them 
against her wallpaper selections. 
There are special pockets for place 
marker and selection slips, pencils, 
literature and even shelves on each 
side for handbag and packages. 
On the back of each sample sheet 
in the color sections is a complete 
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decorator check-chart suggesting 
suitability for use in various rooms 
and with different periods of furn- 
ishings. Specific recommendations 
of harmonious pattern selections 
are also shown on the back of these 
sheets as well as much other help- 
ful information. All wallpapers in 
the Decorating Centers are not only 
guaranteed washable and _ fade- 
proof but are also backed by an 
exclusive “‘extra-value”’ guarantee, 
meaning that the customer is en- 
titled to a second selection of equal 
cost free, if she isn’t completely 
satisfied with her original choice 
even after it’s on her walls. The 
new Decorating Centers are avail- 
able in blond or black silver fox 
finishes. Write United Wallpaper, 
Inc., Dept. AL, Merchandise Mart, 
Chicago 54, Ill 


Kitchen Decorating Service 


Kitchen decorating guidance is 
a new service that Youngstown 
Kitchens dealers will offer their 
customers under a “color in the 
kitchen” program scheduled to be- 
gin April 1. The program provides 
new designs in kitchen draperies, 
wall covering and decalcomanias 
that Youngstown had created spe- 
cifically for kitchen decoration. 
Dealers’ tools for this service in- 
clude a Decorator's Handbook from 
which customers can choose an 
almost unlimited variety of kitchen 
color schemes, and a stereo viewer 
showing 10 kitchens in which the 
new decorative materials are used. 
Typical examples of the 10 drap- 
eries, six wall papers and 22 decals 
that are being manufactured in 
three basic designs for the pro- 
gram, are shown in the picture 
above. Dealers do not have to 
handle the materials because they 
will be sold through outlets nor- 
mally handling such materials. 
First public announcement of the 
program will be a story in the 
editorial columns of McCall's for 
March. Write Mullins Manufactur- 
ing Corporation, Dept. AL, Warren, 
Ohio. 
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rolling door hardware 
that breathes... 








wv 


Breathing space shown by arrows 
allows WASHINGTON wheels to 
ride over the years of dust 

and dirt accumulating 

in any track. 

A bumpy track may be all 

right for a freight train, but 

not in a lady's wardrobe. 

Better use 

WASHINGTON. 


WASHINGTON LINE 


Three types of bearings available. 


Ask your jobber for more information or write to: 


WASHINGTON STEEL PRODUCTS, INC. 
Dept. AL-2, 1940 East 1 Ith Street, Tacoma 2, Washington 


i_m_ 
CENTER | BALANCED 


RODUCTS MERCHANDISE! 


THE IN-SWINGING 


Ethng Window 


Watch your sales boom when you 
feature the Etling Window that swings 
in for easy cleaning. 


It's the ultra-convenient window that 
saves time and work — for both home 
builder and housewife. That's why 
they stop... look... and buy! 


@ FINGERTIP e@ EASY TO HANDLE 

OPERATION A complete unit packed in 
Just press a tab and both ™ar-proof carton or crate 
sash swing in. Open or Always clean. Conveniently 
closed, they slide up and Stored. 


down, hang suspended. 


e CUTS BUILDING 
COSTS 


Just place it, square it, nail 
it. Factory primed 


Put The Etling 
Window To Work 
For You 


WRITE: For Catalog and Data 





Etling Window, Dept. AL-532, Barberton, Ohio 


I want to know more about the Etling Window: 


Name 





Address 





City & State 








“Capri” Design 

This new glass knob designed to 
meet the demands of today’s build- 
ers for interior door distinction, is 
Schlage Lock Company’s “Capri” 
design. It is being featured in full- 
page advertisements in color in 
current issues of eight national 
building trade publications, reach- 
ing builders and architects. Special 
displays and lock mounts have been 
developed for dealer use. Promo- 
tional literature on the new 
Schlage Capri is also available. 
The Capri knob is solidly support- 
ed all the way through by a metal 
core. This imparts double strength 
to the knob assembly. The knob is 
held permanently in place by two 
metal plates front and back. Four 
metal prongs embedded in the glass 
prevent all possibility of slippage. 
The glass in Schlage Capri knobs 
is carefully tempered for extra 
toughness. These knobs will not 
erack or chip under any normal 
conditions. For descriptive circu- 
lars in full color write Schlage 
Lock Company, Dept. AL, 2201 
Bayshore Boulevard, San Francis- 
co. Calif. 


Generel Perpese 


anes renmres 
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Deep-Treat; Seal-Treat 
Deep-Treat (shown here) is a 
clean wood preservative designed 
for consumer use. The product 
contains standard 5% by weight 
Pentachlorophenol; does not leave 
any black residue or objection- 
able odor; will stop rot and kills 
termites. It is available in 55- 
gallon drums, 5-gallon pails, and 
1-gallon cans. Containers are at- 
tractively lithographed in eye- 
catching colors available in 
ready-to-use or concentrate 1-10 
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form. The latter is particularly ef- 
fective for use as soil poisoning or 
in fence-post treatments on farms. 
Seal-Treat is a clear, water- 
repellent wood preservative, also 
designed for consumer use. It is 
odorless; provides a paintable sur- 
ace, recommended as prime coat. 
The product stops rot, kills ter- 
mites and controls warping, 
shrinking and swelling. Contains 
5% by weight Penatchlorophenol. 
Seal-Treat is ready-to-use and may 
be applied to wood by soaking, 
spray or orush. Write Chapman 
Chemical Company, Dept. AL, 
Memphis 3, Tenn. 


Curv-Tite Glass Jalousie 


Metal Arts reports that its sil- 
ent, insulated, frictionless, finger- 
tip controllable linkage with bal- 
anced floating Curv-Tite glass 
holders assures trouble-free, ef- 
fortless action under _ severest 
weather conditions. Head and sill 
weatherstripping for positive seal 
and built-in glass compensating 
springs within the Curv-Tite glass 
holder assure jamb dead-lock seal. 
Adjustable to all types of installa- 
tion, it is described as the builder’s 
dream. Write Metal Arts Manufac- 
turing Company, Inc., Dept. AL, 
P. O. Box 4144, Atlanta, Ga. 


Bennett Medicine Cabinets 


A new catalog illustrating and 
describing Bennett Bilt Medicine 
Cabinets has just been released. 
This complete line of Bennett Bilt 
Medicine Cabinets includes the St. 
Regis, Park Lane and Canterbury 
models equipped with full-length, 
fluorescent lights. Every consider- 
ation for hard usage is self-evident 
both inside and outside these medi- 
cine cabinets. For copy of the new 
catalog write The Bennett Manu- 
facturing Company, Dept, AL, Al- 
den, N. Y. 


Cross-Crimped Roofing 

Quaker State Metals Company, 
successor to New Holland Metals 
Company, recently announced that 
Quaker State cross-crimped alumi- 
num roofing is now in full produc- 
tion at the company’s plant in 
Mountville, Pa. Quaker State cross- 
crimped aluminum roofing is avail- 
able in three popular types: 11,” 
corrugated, 5-V crimp and 2!» 
corrugated. The manufacturer re- 
ports Quaker State cross-crimped 
aluminum roofing is more rigid, has 
fine reflective qualities with less 
glare and eliminates unsightly end 
or side laps. Write Quaker State 
Metals Company, Dept. AL, Mount- 
ville, Pa. 


ESSAY ASSASSINS 


Ven San On ak ome Oe Oe ee Be eee, 


Improved Dado Sawing 
Washers 


Home craftsmen can now make 


accurate, professional - looking 
grooves and dados in cabinets, 
bookcases and home repair work 
with the new Warren dado sawing 
washers. Just four simple washers, 
two on each side of the saw blade, 
enable the user to quickly and eas- 
ily dial 40 different widths with 
this improved model of the popu- 
lar Warren washers-——triple the 
number of cuts with the same ac- 
curacy of the previous model. Mi- 
cromatic adjustment gives preci- 
sion settings that can always be 
duplicated when resetting. This 
accessory makes cuts at any angle 
without vibration— the washers are 
left in place on the arbor at zero 
setting when not in use and ac- 
tually strengthens the blade, pre- 
vents warping and reduces normal 
vibration of the blade. The washers 
are available in four different ar- 
bor sizes 1”, 52”, 34” and 1”. 
Write Warren Dado Sawing Wash- 
ers Company, Dept. A.L., P.O. Box 
98, North End Station, Detroit, 
Mich. 
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RAISE/ YOUR SALES with 


thorebing FLUSH DOORS 


A Better Buy for Better Profits! 





Shoreline offers your customers the thing 
they want most in a flush door—maximum 
quality and beauty at minimum cost. 





All weed; 7-aly consivuction It features the finest materials, sturdy 
Miwvadive S:clv Bich foe, ve construction and good looks that win in- 
inforced with strong core of , ° 

wood rails and_ stiles stant acceptance—and its low price turns 
ee ae ee this approval into sales and extra profits 


proof glue to resist warpage 


for you. 

Built-in air vents 

Easily installed—2 lock blocks 

Eee eee ere ane Let us have your inquiries. Write today for 
complete construction information and the 
low Shoreline price list. 


LELAND FLUSHWOOD DOOR COMPANY 


Suttons Bay, Michigan + Phone 71 


How RILEG Package Selling 


can increase your 
farm building sales 


@ Now you can quote the total price of a Rilco farm 
building in a jiffy. Rilco ‘‘package selling”’ with detailed 
material lists and blueprints make it easy to quote the 
complete price. That’s what the customer wants. After 
all, he is buying a farm building—a production tool, not 
rafters, boards and dimension lumber. 

You’ll find that Rilco “package selling” will help you 
from a competitive standpoint too. It’s the real answer 
to outside competition from farm buildings not sold 
through lumber dealers. Now is the 
time to get started with “package sell- 
ing’ for more farm sales next spring. 








RILCO LAMINATED PRODUCTS, INC. 


epee 2521 First National Bank Building « St. Paul 1, Minn. 
7 Ly sores = | : . 
ex. 4! @ Your package selling sounds great. Ask my Rilco 
“ ., service engineer to call on me with complete details at no 
/ E cost or obligation. 


Lamimatedl. PRODUCTS, INC. ti 


WORKS WONDERS WITH Wood 


MERCHANI 





Amerock Self-Service Display 
Shown above is Amerock’s new 
No. 33 Self-Service Metal Display 
being featured especially for IRHA 
Hardware Week. This colorful dis- 
play shows hardware in full view 
to stimulate more sales. Stock hard- 
ware comes packed in assembled 
display—-ready to set up and sell. 
Since all items are a part of the 
regular Amerock line, Amerock's 
nationwide network of hardware 
distributors can offer quick service 
on refills. It is ideal for small or 
large stores, since it can be used 
alone or as a cross-merchandising 





° 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK tion 
STRIP © BLOCK 


HERRINGBONE 
FLOORING 


GRADED SAWDUST 


Custom Kiln Drying 


Members MPM A NHL A KERMA 


OCONTO, WISCONSIN 
P") = 


unit. Particularly well suited for an 
island display, counter display, for 
use in the paint department, or as 
a window display. Measures only 
14” wide and 19” deep, with back 
21” high, yet in itself it is a com- 
plete cabinet hardware department. 
For the “Hardware Week” promo- 
tion, Amerock is offering this com- 
plete display to dealers absolutely 
free when purchased with introduc- 
tory stock of eight basic, fast-mov- 
ing items. There is no charge even 
for the samples mounted on the 
display itself. Write American 
Cabinet Hardware Corp., Dept. AL, 
tockford, Il. 


New Cedar Awnings 


Cedar awnings of good strength 
and rigidity for use on newly con- 
structed homes, as well as for re- 
modeling old ones, are being mar- 
keted by Craftsman, Inc. The new 
awnings are in 3-4-5-and 6-fcot 
widths and are available for 2-inch 


and 3-inch casings. They may be 
installed on either frame or ma- 
sonry homes and also serve as door 
canopies. The angle of the awnings 
is set by merely raising or lower- 
ing the casing dlocks to the height 
desired. Finishing may be natural 
with varnish or painted. The awn- 
ings are individually packaged in 
cartons and shipped complete with 
screws and washers. A screw driv- 
er and hammer are the only tools 
needed for assembly. Write Crafts- 
man, Inec., Dept. AL, Elkhorn, Wis. 


The Powerful Pygmy 

Here are facts given by the Pull- 
man Manufacturing Corporation for 
its Powerful Pygmy Sash Balance. 
Weight factors (using 2 balances 
per sash or 4 per window: P-1: 5 
to 10 lbs.—-single sash; P-2: 10 to 
16 lbs.—single sash. Prices the 
same for special housing to fit sash 
already grooved for tubular sash 
balances. A new key-hole slot in 
end of spring, which will facilitate 
attaching spring to jamb, is forth- 
coming. Customers have been suc- 
cessful in using 1-balance-per-sash 
with equalizer spring button and 4- 
balances-per-sash for abnormally 
large and heavy windows. No head 
or side room necessary .. . simple, 
easy installation in sash . easy 
mortising . used with any stock 
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SCRIBNER’S LUMBER AND LOG BOOK. In- 
for lumber merchants, sawmill men 
Vest pocket size of 1950 pages, giving tables 
and plank measures, round timber 
square timber and round logs re 
duced to inch 
tally calculations 


Price $1.00. 


measure by Doyle's 


SIMPLEX PRICE BOOK. Pocket size 
leaf price book 
piece 
Cut out 
ence. Complete 
loose leaf cover $3.( 


~ ft) wv 1] > . , Gf 
ers $1.50, extra filler sheets, $1.5( 


price 


WOOD WORKERS MANUAL. By H. G. Con- 
rad. A book designed to 


mouldinas and interior trim, fur 


housand square feet 


Terms postpaid, please include 
check with order and mail to: 


AMERICAN LUMBERMAN, Inc. 
139 No. Clark Street, Chicago 2, Illinois 


] 


Rule, log 


informa 


and other valuable 


loose 
Columns provided to insert the 
under proper size and 
margin index for quick refer 
book with margin index and 
0, extra back and ring cov 


miele ] — 
juickly find cost and 
thing manufactured from lum 


ad 
CS haure rice . — 
ONOWS Price per Muare 


width to 10 inches depending 


Price $5.00. 
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or plank frame. Foolproof . no 
moving parts... nothing to get out 
of adjustment. Reduced shipping 
and handling costs ... one set of 
four weighs only 12 ounces. 2,000,- 
000 balances in use are giving ex- 
cellent service. Write Pullman Man- 
ufacturing Corporation, Dept. AL, 
Rochester, N. Y. 


\ 


a 


Harbil Paint Mixer 

This single cradle, all-purpose mix- 
er is designed to mix and blend color 
cubes, powders, tube colors, 


deep-tone paints, etc. in 60 seconds o1 


color 


less. The unit is light in weight, com 
pact, portuble and fast. According to 
exhaustive laboratory tests, it is the 
fastest conditioner, rejuvenator and 
mixer ever built. Capacity: shakes 
round or rect. cans from \% pts. to Im- 
perial gals. Holds either 1 rect. gal., 
lL U.. 8. gal., or 1 U. &S. at. or 2 pts., 
or 3 one-half pts., or 4 one-quarter pts 
at one time. Instant cradle release 
changes cans in seconds. Specifica- 
tions: 18” long by 11” high by 14” 
wide (23” wide with cradle). For de 
scriptive literature write  Harbil 
Manufacturing Company, Dept. AL-1 
325 W. Ohio St., Chicago 10, Il 





Rilco’s New Arch 


A new tied arch for farm build- 
ings and other low-cost clear span 
construction is the Rileco Type 75. 
The new arch is said to have sev- 
eral advantages. One is the fact 
that it can be used with any type 
of roof—wood, asphalt or asbestos 
shingles or metal. Because the 
Type 75 tied arch is formed in two 
segments, with a straight section 
on either side of the ridge connec- 
tion, there is no flat section in the 
center as in regular arch construc- 
tion. Another advantage is its light 
weight. This means savings in 
labor since no special skill or equip- 
ment are required to assemble and 
erect the 75's. Spacing for the Type 


Nominal one-inch sheathing is 
nailed directly to the arches, and 
ceiling material can be nailed to the 
ties. The Type 75 tied arch is lam- 
inated of selected finish grade, 
kiln-dried west coast Douglas Fir. 
Arches and ties are cut and drilled 
by Rilco, then shipped unassembled 
with the necessary connection 
hardware. This new tied arch is ex- 
pected to be very popular for use 
in barns, machine sheds, hog and 
poultry houses where quick, low- 
cost construction and post-free in- 
teriors are desired. Write Rilco 


Laminated Products, Inc., Dept. AL, 


2521 First National Bank Bldg., St. 
Paul, Minn. 


DISTRIBUTOR 


“The Wood-Hu Plan” 


Colonial Finishing Co., Ine., 
woodworking concern, has _ intro- 
duced a plan “that affords beauti- 
ful Wood-Hu Kitchens individual- 
ized to personal desires at moder- 
ate cost.” Called ‘“‘The Wood-Hu 
Plan,” it permits housewives a 
means of self-expression with 
choices of nine furniture-finished 
natural wood grain cabinets, a full 
range of modern-to-colonial hard- 
ware, plus a variety of cabinet 
conveniences and counter tops. 
Wood-Hu's personalized approach 
permits a choice of finishes from 
a soft satin to a brilliant gloss. 
The variety of wood grains further 


follow the trend 





GET YOUR SHARE OF THE 
“DO - IT - YOURSELF” MARKET 











Complete your line 
Be a Brammer distributor 





BRAMMER 








fick BIRCH 


A real 
“OVER THE COUNTER” 


profit maker 


oy 
QUALITY IN THREE PRICE RANGES 


Factory Assembled and Lacquered 
Factory Assembled Unfinished 


Semi-As 


embled Unfinished 


75 is two feet, which eliminates the 


BRAMMER MANUFACTURING COMPANY, DAVENPORT, IOWA 
need for roof and ceiling joists. 


SHOWROOMS: CHICAGO: MERCHANDISE MART -;- SAN FRANCISCO: WESTERN MERCHANDISE MART 


*RODUCTS 


MERCHANDISER 
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individualizes the Wood-Hu kitchen 
with a selection from Frosted Kor- 
ina to Smokey Pine, including ma- 
hoganies, pines and birches in light 
and dark hues. A complete kitchen, 
or cabinets one-at-a-time, may be 
self-installed or dealer-planned, in- 
stalled and financed through the 
Wood-Hu Plan. For literature 
showing the Wood-Hu finishes, 
hardware, and cabinet conveniences 
write Colonial Finishing Co., Inc., 
Dept. AL, Brockton, Mass. 


New Jocelyn Ownership 

The Jocelyn Manufacturing Co., 
maker of all-stainless-steel louvre 
windows, is now under the active 
management of its new owners, 
Paula Nelson and Edward Gross. 
Both the principals have long been 
identified with Southern California 
businesses, and many innovations 
are planned for California Louvres 
by Jocelyn under their direction. 
Product improvements have already 
been made and many new dealers 
and distributors have been appoint- 
ed. California Louvres by Jocelyn 
are being shipped in quantities to 
all parts of the United States as 
well as to many overseas countries. 
Write Jocelyn Manufacturing Co., 
Dept. AL, 1968 So. Sepulveda Blvd., 
Los Angeles 25, Calif. 


New Display for Hand-Saws 


A colorful new _ point-of-pur- 
chase display for merchandising 
precision made Lesto electric hand- 
saws was made available by The 
American Floor Surfacing Machine 
Company. “Lesto . . . All-Purpose 
Heavy Duty Saw” headlines this 
performance - tested display. It 
comes individually packaged com- 
plete with spot action illustrations 
and a slotted shelf holding several 
copies of an informative stuffer 
which gives further facts about 
these saber-type saws. The display 
features its ‘“7-in-1’’ uses includ- 
ing (1) Band (2) Jig (3) Keyhole 
(4) Seroll (5) Rip (6) Crosscut 
(7) Coping. The display is silk 
screened in three colors on 17”x19” 
sturdy 80-point board for long life. 





Located in North Central U. S. 
home office position. 





LUMBER SALES MANAGER 


An excellent opportunity with one of the oldest and largest 
lumber firms in the country. Must be 38 to 48 years of age with 
a minimum of 15 years of experience in managing lumber sales 
of hardwood and softwood lumber. 
mensurate with ability will be paid for the qualified aggressive 
executive familiar with lumber markets. 


Very limited travel as this is a 


The man we need is probably now a sales manager for a smaller 
company; therefore all replies will be held in strict confidence. 


Address Box F-21, American Lumberman, Inc., 
139 N. Clark St. Chicago 2, Ill. 


A substantial salary com- 











W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


— Oak Dimension Stair Treads 
Oak Trim and Moulding 





Each display holds two saws: 
GEB-2 designed for hobby use and 
where production isn’t required, 
and the GEB-11 for a miximum 
sawing thickness of 2 inches. The 
GEB-11 also cuts metal. Write The 
American Floor Sanding Machine 
Co., Dept. AL, 521 So. St. Clair 
St., Toledo 3, Ohio. 


madera hey in kaon 


New Integralock Booklet 

Sargent’s eight-page booklet, 
“Beauty and Security for Your 
Home,” describes the Integralock 
residential entrance lock and its 
exclusive ‘Sentry Bolt’; protective 
knob shear pin; ease of installation; 
simplified mechanism; and key-in- 
knob convenience. The booklet also 
illustrates the “Sargent” line of in- 
terior locks and latches and, with 
the aid of a cutaway drawing of a 
residence, points out the appropri- 
ate lock sets for the various rooms. 
Write Sargent and Company, Dept. 
AL, New Haven 9, Conn. 


NuTone Display Board 


Designed to call attention to Nu- 
Tone’s “Push-Lite,” this 7”x11” dis- 
play board has a ‘Push-Lite 
mounted on it. Sales copy de- 
scribes the features of the elec- 
trically illuminated push button, 
and a mounted penny dramatizes 
the fact that it costs 1c a month to 
operate ‘‘Push-Lite.” 

The counter display is given free 
with each purchase of 12 “Push- 
Lites."” One of the 12 units is 
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UNITED 
NATIONS 


GENERAL ASSEMBLY BUILDING 


woods 


PERMALITE in plaster fireproofs the steel 
PERMALITE in concrete insulates the roof 


The planners of the United Nations General 
Assembly Building have used Permalite for two 
important applications. Permalite, the leading 
perlite aggregate, was specified in plaster for fire- 
proofing the structural steel; and in concrete for 
insulating roof filly As a result, the maximum 
t-hour fire rating for supporting steel has been 
achieved; and the roof has been insulated by light- 
weight concrete. 


from the WESTERN 
PINE 
REGION 


A distinctive straight-grained wood with a 
strength, toughness of fiber and rigidity 
which make it ideal for structural and framing 
members of farm, home and industrial buildings. 


For insulation, fire-resistance, 
lightweight and better workability, plan to use 
Permalite on your future jobs. Permalite meets 
rigid specifications of Underwriters’ Laboratories 
fire test. Frequent production control tests assure 
Excellent workability, fine texture and ability to uniformity and consistently high quality in these 
take and hold ali types of paints and stains aggregates. Complete data in our bulletins PA-26, 
recommend it for interior woodwork too. PA-7 and PA-9. 


BUILDING 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
book about Larch. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 


Propucts MERCHANDISER 


@ 500 cubic yards of concrete 
with Permalite were poured as 
roof fill — reducing dead load 
and heat transmission. The con 
.found Permalite to be 
a workable material, easy to mix, 
place and screed without special 
equipment. 


tractor * 





FRA Re Ae 


ARCHITECTS 
U.N. Board of Design Consultants 


Wallace K. Harrison, Director of Planning 
Max Abramovitz, Deputy Director of Planning 
Jomes A. Dawson, Chief Construction Engineer 


GENERAL CONTRACTOR 
Fuller-Turner-Walsh-Slattery 
PLASTERING CONTRACTOR 
T. A. O'Rourke Company 
ROOF FILL CONTRACTOR 
Brennan & Sloan, Inc. and 
Knickerbocker Construction Corp 

O joint venture 








los — 17, Dept. G-442, 


@54,000 sq. ft. of plaster with 
Permalite were used to fireproof 
steel not only in General Assem 
bly Building but also in two meet 
ing halls. Plaster was applied 1” 
thick on expanded metal lath 
over steel beams, girders, trusses 


Write Great Lakes Carbon Corporation, 612 $. Flower Street, 


local Permalite producer. 


See our insert in Sweets File for Architects. 


Jependable GREAT LAKES 


Pernialite 


HE LEADING PERLITE AGGREGATE 
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mounted on the display at the fac- 
tory. Each ‘“Push-Lite”’ is individ- 
ually packaged in an open-face box 
that permits display of the unit 
Easily installed at entrances, 
‘“Push-Lite” features a small light 
that shines on the personalized 
nameplate of the unit. It is avail- 
able in either gold or silver finish 
plastic. Write NuTone, Inc., Dept 
AL, Cincinnati, Ohio. 
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Acoustamatic Tile 


National Gypsum Company has 
announced the addition of Acousta- 
matic Tile to its line of Gold Bond 
Products. Offering all the advan- 
tages of Insulation Board Tile, the 
new Acoustamatic Tile provides in 
addition greater noise reduction 
Manufactured by the exclusive Ein- 
hiple Drill Process, the noise-trap- 
ping holes have sharp edges and 
exactly uniform size. Interlocking 
edges speed application and conceal 


nail or staple fasteners, making ap- 
plication easy even for amateurs. 
Since these edges are also self- 
aligning, the surface is neatly fin- 
ished. Standard size is 12”x12”, 
but 12”x24” is also available. The 
tiles are 14” thick. Although the 
ivory finish requires no further 
decoration and has high light re- 
flection, the tile can be painted 
without loss of sound absorbing 
quality. Manufactured from fibers 
of selected southern pine, Acousta- 
matic Ti'e is said to make rooms 
pleasantly restful to both eye and 
ear. It insulates, decorates, and 
quiets noise all in one installation. 
Write National Gypsum Company, 
Nept. AL, 325 Delaware Ave., 
3uffalo 2, N. Y 


1953 Miller Paint Mixers 


The Miller Manufacturing Co. is 
introducing its new 1953 Miller 
paint mixers with the Float-a- 
Coil mounting in the portable dou- 
ble and single can models. It is de- 
signed to help ‘pre-mix”’ paint 
right in the container, metal or 
glass, round or square. Has ad- 
justable container-holding clamps 
which hold cans or jars from !', 
pint to one gallon. Two clamps in 
double-can model for twice the 
mixing capacity. The Floating Coil 


legs, widely spread under the mixer, 
insure even distribution of weight 
and help reduce the _ vibration 
transmitted through the paint mix- 
er to any sturdy table, desk or — 
counter. Equipped with a high 
quality, heavy duty ' h.p motor. 
Operates on 110 volt, 60 cycle A.C., 
with forced feed lubrication which 
helps eliminate wear in the bear- 
ings. Write Miller Manufacturing 
Co., Dept. AL, 9425-45 Seymour 
St., Schiller Park, Il. 


Automatic Color Carousel 


The new Automatic Color Carou- 
set enables a dealer to prepare in 
less than 90 seconds any of a wide 
range of ‘“‘modern-to-the-minute’ 
colors in flat, gloss, semi-gloss and 
deeptone wall paints, house paints, 
floor enamels, decorative enamels, 
and pigmented stains——with a color 
matching accuracy which the man- 








ROLLEZY' 


ae 


“GLIDEOVER" 
from 8’ x 7 4 


“AUTOMATIC DOORMAN" 
1g f h butt elect pera 
} ana } ANY make 
] verneaad garage 
and 


Ask for Garage Door Bulletin 53 AL 


Ask for Bulletin ALG 53 
WAGNER MANUFACTURING COMPANY 


®@ Sawhorse Trestles 

@ Scaffold Brackets 

®@ Roof Brackets 

@ Folding Ladder 
Brackets 

®@ Farm building 
Hardware and 
Specialties 


Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 


DRY SHEDS—Ample Storage Adjacent to Car- 


DRY LOADING DOCK—Can Load 19 Cars 


THERE IS NEVER A LET DOWN 


Mills at Anderson & Canby, Californie 
Sales Office: Anderson, California 


sign. Capacity 1 million feet per 
charge. 


line Means Dry Lumber for you. 
Under Roof. Assures you quick 


Shipment Regardless of Weather. 


IN OUR QUALITY- 
PRECISION MANUFACTURE 


The Ralph L. 


MITH 


Lumber Company 


CEDAR FALLS 1OwWA U.S.A 
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ufacturer reports has never before 
been achieved. Through a system 
of mechanical and electronic con- 
trols, code numbers printed on the 
back of a color chip are translated, 
by simply setting the Automatic 
Color Carousel's dials, into amounts 
of concentrated color paste accu- 
rately measured into a can of paint, 
enamel, or stain, to produce the 
color of which the chip is a sam- 
ple. The result of this operation is 
a product of the quality for which 
Standard-Toch has been known 
since 1848. The company’s products 
have been used in industrial and 
institutional buildings as well as in 
thousands of homes. Write Stand- 
ard-Toch Chemicals, Inc., Dept. AL, 
2600 Richmond Terrace, Elm Park, 
Staten Island 3, New York, N. Y 


a 
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Jalousie Windows 


Here is a new extruded alumi- 
num framed jaiousie unit by The 
Casement Hardware Company of 
Chicago—bearing the ‘‘Win-Dor’”’ 
trade mark. The firm’s approach to 
the manufacture and installation of 
jalousies is conditioned to Chi- 
cago’s more variable climate—pro- 
ducing as a result, a more versatile 
jalousie. This unit is designed to 
be used singly, in mullioned series, 
or integral with fixed glass areas 
such as picture windows—and is 
comprised of a heavy extended a'u- 
minum frame and patented Win- 
Dor hardware with stainless steel 
weatherstripping and glass or wood 
slats or louvres. The louvres are 
controlled with the well-known 
“Win-Dor” operator which auto- 
matically locks them in any posi- 
tion, and works through inside 
screens or storm sash. These ja- 
lousies are furnished in standard 
sizes or can oe assembled for en- 
closures as required. Write the 
Casement Hardware Co., Dept. AL, 
612 N. Michigan Ave., Chicago 11, 
Ill. 


Wood Screw Assortment 
“Here at last, is the perfect an- 
swer to wood screw selling at the 
retail level,’”’ says National Lock 
Company, in announcing its new 
No. 24 wood screw assortment, 
complete with automatic dispenser. 
Assortment consists of 24 types 
and sizes of wood screws that have 
proved most popular over a period 
of years. Flat head zinc plated, 
round head zinc plated, oval head 
zinc plated and flat head brass 
screws are included. Called the 
“Select-a-Pak,”’ the dispenser itself 
occupies only 151x12” of counter 
space ... makes it convenient for 
the consumer to select the type 
and size of screw desired. Loaded 
from the back. the dispenser is 
easy to service. The little slide 
boxes called “Paks,”’ contain vary- 


HETTINGERS 


ne 


PATENT 


COMBINATION SASH BALANCES and METAL WEATHERSTRIPPING 


ing numbers of screws, depending 
upon size and type. The “‘Select-a- 
Pak” dispenser is included in the 
assortment at no extra cost. Write 
National Lock Company, Dept. AL, 
Rockford, Il. 


Colored Acoustical Tile 


Kolor-Fast Variegated Acousti- 
cal Tile, the newest addition to the 
Nu-Wood line is being introduced 
at lumber dealer conventions, the 
Wood Conversion Company an- 
nounced. Nu-Wood Acoustical Tile 
is now offered in four blending 
tawny shades of tan plus the regu- 
lar white Sta-Lite Acoustical Tile 
The varied colored tiles are re- 
ported to have all the advantages 
of Nu-Wood Acoustical Tile—high 


Ao 


72580 





NOW! 
ORDER 


TRIPLE SEAL 
IN 
ALUMINUM METAL 


AVAILABLE 
AT YOUR LOCAL 
LUMBER DEALER. 

YOU'LL 
LIKE IT! 


THE WEATHERPROOF PRODUCTS CORPORATION 


Waldo Station, P.O. Box 8498 


Kansas City 5, Mo. 








sound absorption, non-fade colors 
and easy application with patented 
Nu-Wood Clips, Adhestik, nails or 
screws. The new acoustical tile has 
tongue and groove edges, the Nu- 
Wood pencil-thin shadow-line bev- 
el, and is available in 12”x12” tiles, 
\%" thick. Write Wood Conver- 
sion Company, Dept. AL, First Na- 
tional Bank Bldg., St. Paul, Minn. 


Aluminum Nails 

American Nail and Metal Prod- 
ucts Company has started produc- 
tion on a complete line of alumi- 
num nails for the building trade. 
Included are wood siding nails, 
cedar shingle nails, roofing nails 
with neoprene washers, plus sever- 
al other types of siding and insulat- 
ing nails. All are packaged and 
boxed. These new ‘“Alumi-Nails” 
are said to eliminate countersink- 
ing and puttying on the job. They 
eliminate possible rust and _ stain. 
The manufacturer further reports 
they last longer. No coating to chip 
off — highly resistant to corrosion 
all the way through. Alumi-Nails 
are thoroughly cleaned by a special 
etching process. This process mi- 
croscopically roughens the nail 
surface which provides added hold- 
ing power and makes the nail non- 


toxic. For Alumi-Nail brochure, 
write American Nail and Metal 
Products Company, Dept. AL, 1230 
W. Lisbon Ave., Milwaukee, Wis. 


TOOLS & W000 


Book for Woodworkers 


“How to Work With Tools and 
Wood” is an all-new edition of a 
“know-how” book published by 
Stanley Tools for the man, woman 
or boy interested in woodworking 
as a hobby. It tells the woodwork- 
ing hobbyist which basic tools to 
select, how to use and care for 
them, how to construct and finish 
shop projects—plenty of hints for 
the “do-it-yourself” handyman. Re- 
tail price of this 192-page book is 
$2.00 per copy. Write Stanley Tools, 
Dept. AL, New Britain, Conn. 














ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 





Quality 


WESTERN 








Redi-Trim Molding 


Today there are more “home car- 
penters” than ever before, and here 
is a product they will certainly enjoy. 
It is not only low in cost and easy to 
apply, but gives their work a real 
professional appearance. Red-Trim 
molding is made of 44 inch 3-ply gum 
available in widths up to 10 inches 
and up to 8 feet in length. Each pat- 
tern is already sanded and finished 
The product will take paint, shellac, 





McCloud Lumber Co. 


Executive Office 


900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 


McCloud, Calif. 
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PONDEROSA PINE 
SUGAR (Genuine White) PINE 
DOUGLAS FIR, WHITE FIR 

TS) 


~ 
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CABINET 
HARDWARE 


* * 


X 


Note the attractive pull and latch for cabinet doors and 
drawers — simple, modern lines — easy to keep clean. 

The cabinet hinges are finished in lustrous chromium 
plating and are furnished in a wide variety of styles to 
accommodate practically every type of door construction. 


) 
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No. 706 Door Latch Ne. 460 No. 460A3/, No. 460Z%, 


MANUFACTURING COMPANY 


STERLING * ILLINOIS 





varnish or wax and can also be cov- 
ered with wallpaper or fabric. All the 
home carpenter needs is a saw to cut 
Redi-Trim to the desired length and 
a hammer to drive in a few small 
nails. The molding is used to beau- 
tify such spots as windows, shelves, 
cabinets, walls, porches, bookcases 
Stores find scores of uses for displays, 
lighting ef- 
fects. For illustrated and descriptive 
literature write Redi-Trim Manufac- 


Dept. AL, Hartford 3, 


window trimming and 


turing Co., 
Conn 


Hessette Vanity 

The Hess Company will soon re- 
lease its Hessette Vanity, a new en- 
semble for the bathroom. The great 
demand among leading architects, 
builders, and homeowners, for an 
economical vanity ensemble with 
individual cabinets for the senior 
members of the family is said to 
have prompted this new idea. The 


MIXED CARS 
A SPECIALTY...‘ 


Hessette Vanity which is easily 
adaptable for use in either tradi- 
tional or contemporary homes, is 
comprised of a center mirror of 
high quality plate glass bound in 
polished stainless steel, with a 
large, deep drawn, one-piece bath- 
room cabinet on either side, the 
doors of which when opened, form 
wing mirrors. Exclusive safety 
chests installed at the factory in 
the upper corner of each cabinet 
guard against catastrophies and 
keep toddler’s prying hands from 
dangerous drugs and poisons. They 
are easily opened by an out-of- 
the-way button atop the cabinet. 
The three plate glass mirrors 
offer the consumer a total 22” high 
and 48” wide mirror area. Write 
The Hess Company, Dept. AL, 1855 
South 54th Ave., Chicago 50, Til 


Maple Flooring Panels 

A new color folder, ‘““Photograph- 
ic Interpretations of Grades of 
Northern Hard Maple Flooring,” 
has been published by the Maple 
Flooring Manufacturers Associa- 
tion. The folder illustrates direct 
photographic color reproductions 
of three Maple flooring panels. In 
these reproductions, the engraver’s 
color camera reflects, as faithfully 
as possible, the pattern character- 
istics expectable in First, Second 


and Third grades, the basic grades 
of Maple flooring. This new piece of 
educational literature will serve as 
a useful guide in interpreting the 
rules for MFMA grading, especially 
that part of the text which de- 
scribes the natural tone variations 
allowable in each grade. A digest 
of the official grading regulations 
for Maple flooring and the practical 
uses of each standard grade are 
included in the folder. Write Maple 
Flooring Manufacturers Associa- 
tion, Dept. AL, 35 E. Wacker 
Drive, Chicago 1, Tl. 


AT LAST...A PAINT MIXER 
THAT’S TRULY V/BRATION - FREE 


Keeps Your Paint Stock 
“Factory Fresh"’ 


arter 


f sing 
WRITI 


circula 





NO BOLTING DOWN 
wit » MILLER 1953 mode 
MIXEI al I z 
MILLER PAINT MIXERS 


MILLFI 


Serving Industry Since 1927 





Phone Gladstone 5-3343 
9425-45 Seymour St., 
Schiller Park, lll. 
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Reduce Delivery Costs 
and Speed up Deliveries 


Load or Unload a Load 
or Half Load at a Time 
Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Cotalog and Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 








Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Yeor 
Continuous Supply Still Available 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factery & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


Sales Office: 


1026 Chicago Title & Trust Bidg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 





RAINY LAKE LUMBER CO. LTD. 








BuILDING Propucts MERCHANDISER 


"See how easily it slides!” 





... when you use K-V 


DRAWER SLIDES 


Even the heaviest drawers slide open at a touch, 
without sticking, jam or sag when equipped with 
K-V drawer slides! The K-V slide has noiseless, 
self-lubricating genuine Oilite bronze bearings 

lets the drawer float open and closed, makes sure 
the drawer never dislodges. All stopping points 
are protected with rubber bumpers Drawers 
can be fully extended and easily removed. No 
mortising is necessary in installation. Cadmium 
plated finish. Sizes, in inches: 12, 14, 15, 16, 
17, 18, 19, 20; 21, 22, 25, 26, 26, 26, 27, 20, 


29, 30, 32, 34, 36, and 38. 


THE NEw K=V suipinc poor 
SHEAVE WITH NYLON ROLLER 
AND OILITE BEARINGS 


Now K-V brings you the lifetime nylon sheave 


with genuine self-lubricating Oilite bronze bear- 


ings! This sheave glides noiselessly at the touch 
of a finger, is the ultimate in roller sliding door 
equipment. Order No. 594 sheave with No. 465X 


brass track. Other size nylon sheaves available. 


cmt 


Ask your jobber for K-Venience builders hardware 
or write for complete catalog. 


NNR EAL 


WROTE SW 
Grand Rapids, Michigan 
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NAMES IN THE NEWS 


Hachmeister Attends NAHB Show 


Joe Rihn, Hach 
meister demon 
strator, introduc 
ing N. A. H.B 
Home Show vis 
Hako 
products in Dis 
play Room 652-A 

Two valuable 
awards were 
Ziven away to 
lucky 
the Hako Display 
ltoom: first award 
was enough Vin- 
viflex to cove! 
the winner's 
bathroom floor 
plus enough Cor 
onet Wall Tile 
for his bathroom 
valls; 
award wasa com 
plete kitchen installation of Vinylflex 

Also representing Hachmeister at 
the Show were: M. D. Gladstein, gen- 
eral manager of the Floor and Wall 


itors to 


visitors to 


second 


ore wararth Prconsiive gan 


ry 


= 
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Selecting Wallpaper 


A modern method of choosing wall- 
paper speedily and easily, from hun- 
dreds of selections, is now being of- 
fered homemakers in the new “Wall- 
paper Decorating Center” announced 
by United Wallpaper, Inc 

This new merchandising method 
recently met with the whole-hearted 
approval of wallpaper distributors 
and retailers in the Chicago area 
when it was introduced during a pre- 
view January 18, in the Grand Ball- 
room of the Knickerbocker Hotel 
Chicago 

From a survey of hundreds of 
housewives, United learned that 91 
per cent have a preferred basic color 
in mind such as green, gray, brown, 
etc., when they start to shop for wall- 
paper 

When asked what difficulties they 
found in selecting wallpaper under 
present methods, first on the list was 
finding their preferred background 
colors. Next in line of the “don't 
likes” were: confusion resulting from 
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Tile Division, Wes George, advertising 
manager, William Grey, assistant to 
the treasurer, and A. G. Kennedy 


Hachmeister’s midwest sales manager. 


Although similar 
in appearance 
and operation, 
ihe United Wall 
paper and Nancy 
Warren Centers 
each feature a 
different and dis 
tinct group. of 
wallpapers as 
well as_ special 
sections of new 
matching wall 
papers and fab- 
rics 


the Modern Way 


mixtures of colorings in sample 
books, incomplete selection in any 
one book, lack of decorating assist- 
ance, and that it took too much time 
to find the right selection. 

With the advent of the Wallpaper 
Decorating Center, shoppers can now 
select in minutes what often took 
hours. Although occupying less than 
seven square feet of a retailer's 
floor space, it is a completely self- 
serving unit that attractively displays 
over 500 style creations .. . all 
grouped by background color 

The key to the Decorating Center 
is an eye-catching ‘color spectrum”’ 
on the display backboard which 
shows that the wallpapers are ar- 
ranged into 10 basic color groups 
From this color spectrum the shopper 
simply chooses her preferred color 
group -lifts the corresponding col- 
ored tab divider below that leads her 
to a complete section devoted to her 
color preference 


According to E. W. Ream, vice- 


president and general sales manager 
of United Wallpaper, Inc., the new 
Wallpaper Decorating Center repre- 
sents the most important wallpaper 
merchandising change since sample 
books were introduced 50 years ago 

“To accomplish this major change,” 
Ream stated, “United Wallpaper per- 
sonnel has been aided by two of the 
nation’s outstanding merchandising 
and distribution consultants. 

“We have talked to a great army 
of typical American housewife con- 
sumers and found out their desires, 
preferences and requirements in the 
purchase of wallpaper. We have 
found the lady knows what she 
wants. 

“The result is our now being able 
to give the lady what she wants,” ae 
concluded.” 

In order to graphically introduce 
their new idea to distributors and 
retailers throughout the country, 
United has had a motion picture in 
full color produced in Hollywood fea- 
turing Elyse Knox, with Bill Goodwin 
doing the commentary, titled, “She 
Knows What She Wants.” 


Superior Lumber Operating 
Plant in Marysville, Calif. 


Cc. K. Rose, managing partner of 
Superior Lumber Sales Company, Sac- 
ramento, Calif., recently announced 
the purchase of a remanufacturing 
plant at Marysville, Calif. This plant 
is equipped with a modern Stetson 
Ross planer, a Turner resaw and the 
entire area is black topped. All equip- 
ment and sorting chains are covered 
with steel fabricated and aluminum 
buildings. There is a storage shed of 
the same construction in which can 
be stored four million feet of dry 
lumber. This shed has a _ five-car 
loading spur which permits all dry 
lumber to be loaded under cover. In 
addition there is a six-car loading spur 
not covered. 

Now in operation, it is reported the 
plant will carry six to seven million 
feet in inventory consisting of Sugar 
Pine, Ponderosa Pine, White Fir and 
Douglas Fir—-all species except Doug- 
las Fir to be shipped dry. 

Gordon Brawith, who has had con- 
siderable experience in operating re- 
manufacturing plants, is the operating 
manager. 

Sales from this plant are made 
through Superior Lumber Sales Com- 
pany, 920 9th Street, Sacramento, 
Calif. 


New Sisalkraft Plants 


The Sisalkraft Co., now in its 25th 
vear of business, announces the addi- 
tion of two plants which will help 
meet the increasing needs of indus- 
trial, construction, and agricultural 
users of reinforced waterproof paper 

A new plant has recently gone into 
operation at Cary, Ill., about 40 miles 
north of Chicago. Its complete ware- 
housing facilities are helping to speed 
delivery of all Sisalkraft products in 
the immediate midwestern area. 

Construction has begun on a new 
mill at Tracy, Calif., which, when 
completed and in operation, will serv- 
ice most requirements on the west 


9, 1953, AMERICAN LUMBERMAN °3 





WEST CORST 
a 


° 
DOUGLAS FIR 


READY TO SHIP — WHEREVER YOU ARE 


One of the 14 cars of Oregon-American quality lumber shipped daily 
from this loading dock is headed near you. That's because } A‘s old 
growth Douglas Fir and West Coast Upland Hemlock are recognized by 
buyers in all parts of the country for their fine quality and manufacture. 
These buyers know O-A‘s complete, modern facilities and choice timber 
make for consistently high grade lumber products. 


Let Oregon-American route one of these cars to you. You'll find O-A lum 
ber fills all your requirements. Straight or mixed cars to suit your needs 


T } 


KILN DRIED OLD-GROWTH DOUGLAS FIR 
I ring, Dimension, Boards, et 300 , 001 


feet daily 








Check WHAT i a z HANDEE 
OZAN PINE a, SASH 


OFFERS YOU!!! 7 rk ansas 
Shortleaf , — ™ Saues 
Soft texture TIME, MONEY, TROUBLE 


Light to handle 


Nice to work 











Sell for on-the-job installation in pre-fab windows 
or use in your own stock frames! 


HANDEE SASH BALANCE is a better, 18 ga 
metal balance that assures you greater ease of in 
stallation, more profits from reduced labor costs 
Simple to install in your shop or on the job 

it saves time and work and will perform efficiently 
for years to com 


Dresses smooth 
Takes any finish 


Easy to nail 


Uniform quality Economical, sturdy and silent, HANDEE SASH 

BALANCE provides fingertip control for Double 
Perfect Seasoning Hung Windows of all sizes, wood or metal. Avail- 
able for either side or overhead installation at prices 
that save in your own production or give pleas 
ing retail profits 


Dependable Grades 


Standardize on Ozan Soft Pine today! Write for factory-to-you price list 


Send for glass framed weight chart 


~~ 


| aN LUMBER CO. | | Associated Metal Products Co. 


Greenville, Michigan 
Prescott, Arkansas 
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coast Stocks of all Sisalkraft prod 
ucts will also be warehoused at Tracy 
This promotion expansion will sup- 
plement the main manufacturing 
plant located at Attleboro, Mass 


Ponderosa Pine Panel Door 
Design Competition 


A national architectural design 
competition for an interior panel door 
design, with $7,600 in awards and pos- 
sible purchase of designs suitable for 
mass production, has been announced 
by Ponderosa Pine Woodwork in Los 
Angeles 

Approved by the Committee on Ar- 
chitectural Competitions of the Amer- 
ican Institute of Architects, the com- 
petition closes with a mailing date of 
Monday, April 27, 1953. It bears the 
title “Ponderosa Pine Panel Door De 
ign Compe tition.” 

The sponsor, an association of man- 
ufacturers of Ponderosa Pine panel 
doors, and other woodwork, is seeking 
1 fresh approach in applying the prin- 
ciples of panel door construction to 
progressive design, it was reported by 
Robert H. Morris, general manager of 
the sponsoring organization 

The purpose of the competition 
he said, “is to obtain a design for an 
interior panel door which is suitable 
for mass production methods, and is 
consistent with current standards of 
architectural design.” 


There is a current trend among in 


Rod 


GLASS CUTTERS 


Engineered to cut 


CLEAN 
ACCURATELY 


with less effort 


Twelve in a display 


No. 024— Best 


terior designers to exploit hitherto 
neglected decorating possibilities in- 
herent in the Ponderosa Pine panel 
door, according to Mr. Morris 

“Designers are making effective use 
of panels’, he said, “to develop color 
harmonies to integrate with virtually 
every type of interior In many in- 
stances decorators are using colored, 
transparent wood stains, pointing up 
the natural texture and grain pattern 
of Ponderosa Pine to get a tonal ac- 
cent for furnishings 

“This significant trend suggests 
that there may be further unexplored 
design possibilities in the panel door 
Through this competition we hope 
that some new advance may be made 
in the panel door already contributed 
and added to the many refinements 
by generations of craftsmen-design- 
ers.”’ 

The competition Program which in- 
cludes all mandatory requirements for 
entering is available by writing to 
Ponderosa Pine Woodwork Competi- 
tion Headquarters, 2907 West Pico 
Bivd., Los Angeles 6, Calif 


Ewing Becomes Ludwig Lumber 


Fifty years ago last month the part- 
nership of Ewing Lumber Co. com- 
menced business in Effingham, Ill. The 
partners were Norton E. Ewing and 
James T. Ewing, and both were active 
in the business until 1938, when Nor- 
ton Ewing retired. The business was 


carried on by James T. Ewing until 


1944, when Stephen T. Ludwig was 
taken in as a junior partner. “Steve’”’ 
has been associated with the company 
since 1923. Leo W. Ludwig has been 
with the company 15 years. 

James T. Ewing recently sold his 
interest in the Ewing Lumber Co., 
under the date of Jan. 1, 1953, to 
Stephen T. Ludwig and Leo W. Lud- 
wig, who will continue the business in 
the name of Ludwig Lumber Com- 
pany, at the same location, 318 W 
Jefferson Ave 


Vermiculite Processing 
Plant Opens 


A new vermiculite processing plant 
has been opened in High Point, N.C., 
it was announced by L. P. Hollis, 
manager of the Carolina Vermicuitte 
company 

The plant will process vermiculite 
ore for use in North Carolina. In its 
finished form, it is used as plaster 
and concrete aggregate, house fill in- 
sulation, and acoustical material. The 
High Point plant will provide fast 
delivery and improved service (to 
contractors, architects, and dealers, 
Hollis said. 

Carolina Vermiculite is a subsidi- 
ary of the Zonolite company, Chi- 
cago, which mines the ore in Libby, 
Mont., and Travelers Rest, S.C. 

This installation brings to 38 the 
number of processing plants in the 
United States and Canada operated 
by Zonolite or companies affiliated 
with it 


keep your EYE 


No. 023 
—For use 
wherever 
tapping is 
advisable 


on: clean, 


a +) for General Use 


Write for a copy of 


Merchandising Plan 
for selling Wolmanized 
Pressure-Treated 
Lamber. It's 


American Lumber 
& Treating Co. 


Branch Offices in Boston, New York, 
Baltimore, Jacksonville, Fla., Little Rock, 
a profit- » Ark., Los Angeles, San Francisco and 
builder. e Portland, Ore. 
*Wolmanized is a registered trademork 
> of American Lumber & Treating Co 
Wr 


A Product of 


/ 
Red Devil Tools 
Irvington 11, N.J., U.S.A. 
1671 McCormick Bidg., Chicago 4, Ill. 
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SUPERIOR LUMBER 
NEW PROFITS SALES CO. 


with 
KITCHEN CABINET 
COUNTER TOPS 


Top , 
Absolutely e IDEAL FOR THE 
Guaranteed “DO-IT-YOURSELF” MARKET 


Against e USE IN YOUR OWN CUSTOM-BUILT 
Defects OR KITCHEN REMODELING JOBS 


High quality maple counter tops that offer big sales opportunities 
for you! Sell either as a profitable item to the homeowner doing 


his own remodeling—or as a part of your kitchen remodeling job 
for him! 


These beautiful tops will last a lifetime, are waterproof and 
warp-resisting. Penetrating sealer finish 


In standard sizes, with or without 4-inch backsplash. 1'2 inches 
thick 25” x 15'-18"-21-24"-27"-30"-36"'-42"-48" 


Aliso WORK BENCH TOPS of ALL TYPES for factories, schools, 
laboratories, and for home work shops 


Write today for complete information, including low 
price lists and discount structure. 


LAK INDUSTRIES CORPORATION 


Escanaba, Michigan 


Supplier of Fine Cabinet Tops to the 
Nation's Leading Kitchen Cabinet Manufacturers 


GIVE CONDENSATION 
THE AIR with 
“MIDGET LOUVERS” 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


Use on sidewalls, flat roofs, 


eaves and soffits, gables, SUPERIOR LUMBER 
unexcavated areas, finished 

basement walls, cupboards, closets, storm sash, 

etc. Write for information. , SALES COMPANY 


920 9th ST. * Phone HUdson 4-8216 , 
SACRAMENTO 14, CALIF. 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 
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PRICE 


offers a 


e 
a. 
poe” ° 


n 


FIREPLACE 


FRONT OPENING 
DIMENSIONS 
engineered for con- 
venience in using 
standard brick and 
standard masonry 

joint 


DUCTMAKERS 

FURNISHED FREE 
that save masons 
valuable time 


EXPANSION 
CHANNELS 
eliminate the ugly 
joint between face 
brick and fireplace 
form. No masonry to 

crack and fall out 


Il \e ‘| | FLEXIBLE METAL 
\| } i| | STOP provided to 
| . Hy | hold insulation blan- 
) ket in place above 

fireplace opening 


INCREASED 

VOLUME of warm 
air supplied due to 
larger air passages 


offering book “100 Fireplace 
ideas” brings many thousands 
of inquiries every year—leads 
for you—and helps sell both 
builders and home owners 


I 
in 
on the benefits of this won- he ' 
derful new fireplace form he bs | 
ee ee 
Send for copies of the Price book “100 Fireplace 
ideas” for each of your Salesmen 
Cc E FIREPLACE, HEATER & 
Pp 4 | TANK CORPORATION 


193 W. Austin Street, Buffalo 7, N. Y. 


156 





Masonite Display 
Interior and ex 
terior applications 
of firm’s hard- 
boards are shown 
in a display de 
signed by Mason- 
ite Corporation 
for lumber deal- 
ers’ conventions 
In the 
the new 


center is 
Masonite 
siding, with the 
ends exposed to 
show the shadow- 
line wood strips 
High winds depic-. 
ted bending the 
trees in the mural 
accentuate a 
spray of water 
beating against the siding to show 
its weatherability Flashes of light- 
ning heighten the impression. At the 
left is shown part of a bedroom, walls 
of which are covered with Panelwood 
and Leatherwood. A linen closet has 
shallow drawers built of Tempered 
Presdwood. Doors of the storage 


25th Anniversary 


A. W. Steudel, president of The 
Sherwin-Williams Co., congratulates 
Paul R. Bewie, the paint manufactur- 
ing firra’s western regional director, 
upon his 25th anniversary with the 
organization. Presentation of the tra- 
ditional anniversary watch and scroll 
took place January 13, during a meet- 
ing of the company’s regional direc- 
tors in Cleveland 

Mr. Bewie, who headquarters in 
Chicago, named to his present 
post last June. Joining in the round 
of congratulaitons were the following 
regional directors: D. W. Campbell, 
North Central region (Cleveland); 
R. G. Bull, North Atlantic region 
(Newark); J. L. Rutledge, South At- 
lantic region (Philadelphia); E. T. 
Housekeeper, Pacific Coast (San Fran- 
A. W. Everett, Southwestern 
region (Kansas City); R. E. Sprinkel, 
and W.B 
(Atlanta) 


was 


cisco); 


Gulf States region (Dallas) 


Bell, Southeastern region 


Albert Deahl, General 
Manager of I-XL 


Albert F. Deahl, who has been ex- 
ecutive vice-president of the I-XL 
Furniture Co., Goshen, Ind., has been 
made general manager of the 
succeeding Don W. Doherty, it 


firm 
was 


Februa 
bruary 








compartment above and of the closet 
itself (not visible) are another new 
product, Masonite Presdply, a_ ver- 
satile panel with a core of plywood 
and faces of Presdwood. Interior of 
the closet is lined with a perforated 
Presdwood with special fixtures for 
hanging clothes and furnishings 


announced by President Joseph Fried- 
man 

Mr. Deahl, a native of Goshen, has 
been associated with the I-XL com- 
pany in various capacities all of his 
adu!t life. Controlling interest in the 
I-XL company was recently purchased 
by Mr. Friedman and several associ- 
ates from 8. D. Ruby, of Chicago. 

The I-XL company is one of Gosh- 
en's oldest manufacturing concerns, 
having been in continuous operation 
for 98 years. The company manufac- 
tures kitchen and bathroom cabinets. 


Discussing “Experimental Set’ 

Ross Fowler, president of Sturdee 
Steel Products Co., Los Angeles, 
Calif., discusses the development of 
a new experimental set of commer- 
cial jamb overhead door hardware 
with his shop foreman Gordon Wolfe 
During a continuous research pro- 
gram, the Los Angeles firm has pi- 
oneered the development of today’s 
easily-installed, easy working jamb 
lumber doors 
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“The Floor Layers Choice ei 
J. W. WELLS’ UNIT PACKAGED FLOORING 


Wells’ Appalachian Hardwood Floor- 
ing — Oak, Hard Maple, Beech — is 
known far and wide for its soft texture risers, thresholds and trim. Appalachian 
and quality manufacture. Floor layers hardwood paneling to order. 

find it easy to install, hard to beat for For 
durability and appearance 


mixed cars with Southern Yellow Pine 
—or Van loads to include Oak Treads, 


quality and careful attention to 
the smallest particulars, make "Wells’ 
: : Wells steel straps all its flooring in unit your brand today. 
_ packages to facilitate unloading, ware- 36 Hour Van Service to Midwest 
some A, housing and handling. It's available in and Middle Atlantic States 
Flooring from the Foothills: of the 


Smoky Mountains and the Cumberland J. W. WELLS LUMBER COMPANY 


_ Mountain Range 


Bx Vm, 4c. -- - -_—- 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Trade Mork 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


Registered 


IMMEDIATE 
DELIVERY! 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


The ORIGINAL disappearing 
stairway — made for over 40 


1 © to home 
reo stairway—not a ladder. buyers 


Seven well-engineered models 
—for every need. 


Safety-designed in every de- 
tail for your protection. 


Suitable for the finest homes— 
old and new 


Operates from above and be 


ie e architects 











€  SELIS 
WINDOWS! 


ie 


Better windows, 
truly counterbalanced, 
at amazing low cost! 


Double hung windows become 
a good “talking point” when 
they're equipped with Pull- 
man Sash Balances. Noiseless, 


e builders 


New Catalog! 


Ilustrates and describes 


Full width treads—SAFE fur 
everyone. 

ALL steps are of equal height 
Treads and stringers are made 
of Sitka Spruce. 

Full door width provides am 
ple access for large objects. 

. Full length SAFE hand rall 
Accurate architectural design 
assures easy and SAFE 
ascending and descending. 


All metal parts are made of | 


strong. SAFE pressed steel 

Repairs always available o: 
quick notice for all models 

no ‘‘orphans.’’ 


Doors made of White Pine and Fir in two | 





trouble-free—guaranteed for 
the lifetime of the building. 
For homes, schools, hospitals 

~all kinds of commercial and 
industrial buildings. The Pull- 











man method permits quick in- 
stallation (10 to 15 minutes per 
window), uniform mortise 
size— wide scope in window 
design, maximum light area. 





Write today for full specs: 
Pullman Manufacturing Corp., 


TYPICAL 
FALSE HEADER 
LAYOUT 


PULUMAAN Sn ee 


complete line of seven Bess panel and flush types 

ler Disappearing Stairway flush type coly | 

Models to meet all your Taller-made for all heights—ne short or long } ] 
steps 

needs, This “new catalog 7, Hundreds of theutands. Im content éslh 

ready reference — write for 18. IMMEDIATE DELIVERY! 

your copy now! 19. Meets all bullding odes. 


The Bessler Disappearing Stairway Co. | 
1900 East Market $t., Akron 5, Ohio 


hardwood doors In 325 Hollenbeck St., Rochester 


9, IMs Ke 
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SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 


For pre-painting preparation—the 
smooth way to ‘‘crack-proof"’ plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
“and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST $T. LOUIS 6, MO. 


Annular-threaded 
metal weather 
Strip nails... 


FOR GREATER 
HOLDING POWER 


USERS REPORT, Apr. 4— 
‘Fast replacing the old fash 
ioned unthreaded nail!” 


Plated for maximum rust 
resistance. Early delivery in 
packages and in bulk. Write 
for prices and samples 


A JOHN HASSALL INC. 


Hassall 396 OAKLAND STREET 


Rrooklyn 22, N. Y 


“Motion” Display Featured at 1953 Conventions 


This new ‘“mo- 
tion” display fea- 
turing Nu-Wood 
tile will be shown 
at 24 lumbermen’s 
convertions in 23 
States during 
1953, ace ording to 
K. C. Lindley, ad- 
vertising man- 
ager, Wood Con- 
version Company, 
St. Paul, Minn 
The convention 
displays will also 
show Wood Con- 
version's complete 
line of building 
products,  includ- 
ing Nu-Wood in- 
sulation board, 
Sta-Lite Acous- 
tical Tile, the new 
Kolor-Fast Varie- 
gated Acoustical Tile, Nu-Wood 
Sheathing, and Balsam Wool Blanket 
Insulation 
Special attention will be focused on 
the place of Nu-Wood and Balsam- 


COMPANIES ANNOUNCE 


Robert M. Tuck- 
er was appointed 
to the position of 
general 
manager of Rus- 
sell & Erwin Di- 
vision of The Am- 
erican Hardware 
Corporation, ef- 
fective January 1 
Mr. Tucker has 
been associated 
with the Division 
since his gradua- 
tion from the Worcester Polytechnic 
Institute in 1928. He has represented 
the Division in New England, Florida, 
Virginia and Maryland sales territor- 
ies, and prior to going to the plant 
in New Britain, Conn., in August, 
1951, was manager of the New York 
tussell & Erwin sales office. During 
the last six months he has served as 
assistant general sales manager in 
New Britain. 

He succeeds L 
was recently 
ident in 
Sales. 


sales 


Curtis Booth who 
promoted to vice-pres- 
charge of P. & F. Corbin 


Dave Davis of 
San Francisco, is 
now redwood 
sales manager for 
the Simpson Log- 
ging Company. A 
veteran of 30 
years in Califor- 
nia lumber sales, 
Mr. Davis will 
open a permanent 
office in San 
Francisco after a 
get - acquainted 
period with Simpson’s redwood re- 
manufacturing plant at Arcata. Bill 
Brauning, Arcata, will be Davis’ prin- 
cipal assistant in redwood sales. The 
Simpson Logging Company produces 
a full line of redwood products in its 
modern Arcata, Calif., plant. 





Wool in the big home remodeling 
market, as well as the opportunities 
for lumber dealer sales of insulation 
board tile for commercial, vocational, 
and institutional application 


OBITUARIES 


HENRY ORMOND SCHOOLFIELD, 
SR., 75, pioneer Mullins, S.C. indus- 
trialist, died Dec. 25 at the James L. 
Martin hospital where he had been a 
patient following a heart attack 

About 50 ago he and his 
brother, the late S. Hughes School- 
field, organized the Mullins Lumber 
Company. Later the company ex- 
panded for the manufacture of fur- 
niture under the name Schoolfield In- 
dustries, Inc. 


years 


GEORGE N. COMFORT, 
more than 40 years in 
lumber trade, died Jan. 11 in his home, 
2742 West Park Boulevard, Shake1 
Heights, Cleveland, Ohio. Since 1913 
Mr. Comfort had been president and 
treasurer of the George N. Comfort 
Lumber Co., carload dealers. He cur- 
rently was a director of the National 
American Wholesale Lumber Associ- 
ation and was a former president. He 
also was a life member of the Lum- 
ber Club of Cleveland. Mr. Comfort’s 
association with the lumber trade 
dated from 1904. He worked for es- 
tablished companies until 1909 when 
he aided in forming the Central Lum- 
ber Co. He disposed of that interest 
in 1913 to launch his own business, 
which he since had headed. 


74, for 
the wholesale 


GEORGE TURNER KIMBALL, 78, 
former president of The American 
dardware Corporation for 21 years, 
died Jan. 1 after a long illness A 
native of Chicago, Mr. Kimball prac- 
ticed law and accounting in Chicago 
after graduating from Lake Forest 
College. In 1913 he moved to New 
Britain to serve as auditor for the 
American Hardware Corporation 
Later he was named secretary, then 
first vice-president and in 1924 Mr 
Kimball elected president. In 
1945 he became chairman of the 
board, an office he retained until his 
retirement in 1950. 


was 
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CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 


The original Miner Service 





Write for free Lumber & Log Scale — Dept. A 





PROTECTION FOR LUMBERMEN 


For specialized protection in casualty insurance and bonds 


Lumbermens iw “swur aw 


Operating in New York state os (American) Lumbermens Mutual Casvalty Company of Illinois 











James S. Kemper, chairman H.G. Kemper, president © Mutual insurance Building, Chicogo 40 











No better door 
at any price! 


Style King is the better value, al! wood flush door that's 
tailored for handsome profits. Its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market making it an outstanding buy for your customers 
and an outstanding seller for you. No ‘‘cut-rate’’ quality 1 
Style King is guaranteed against defects. It’s distributed by 


recognized wholesalers everywhere STYLE 


let us send you full profitable dteails. Inquire today KING | 


STYLE KING DOOR CO., Inc. 


Detroit Office: Sales Office and Plant 
9946 GREENFIELD ROAD (27) P. O. Box 71 — MANSFIELD, OHIO 
VErmont 8-7047 Phone J3-1096 











English Type = ; 
RAIL and HURDLE | you sett FENCE 


We Carry Inventory 
i= yh FF Will ship, in your name, from 
our Yards in Toledo and 


West Virginia 








ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
WRITE FOR CATALOG AND PRICES 
1 ay le ies ‘ 


D_PRODUCTS CO. ro.tpo 12, on 


ae ae a 
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J. NEILS LUMBER 
COMPANY 


Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE + DOUGLAS FIR 
LARCH ¢ ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 

















“Well, Dear — here’s our little LOVE NEST!” 





GET YOURSELF MORE BUSINESS by using our toons in your 
per advert y. Th ire 104 cartoons « 


j, Additior New Home 
Ze A 390 PY 


ay r 


To LIL-AD FEATURES, RFD 3, Box 150-A 
Santa Ana, Calif. 

















RECESSED DOORS 


the Modan way 


DORFLO is « new concept of 
door function and design . . . a 
simple, fool-proof, scissor-like 
mechanism, cantelevered from 
within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips so 
easy even a child can operate it. 


@ No complicated overhead 
trocks 

@ No nowy floor runners to 
clog and jam 

@ Simple installation 

@ Available im 

@X-.0 wall sections 

@ Pockaged hardware 

@ Ready-Unit sections — 
completely assembled 
wall sections including oll 
hordware, finished split 
jomb with built in steel 


Write for name of \ Wor” 


Nearest distributer 


Dept. 5, Box 300-3 St. Paul Park, Minn. 








( Here's the one that ) 


WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 





AY SALES, INC. 





a kB Me © DONALD 
cane” Te ve DURHAM 


COMPANY 
) Des Moines 4 
lowa 


Dur ham’ 
Hard Water 


rive youl 


‘ vil quic kly 
{ o regu 
nay shrink, 
ill out or chip of Rock-Hard 
Water Putty doe ) rink. Absolutely 
not. It sticks and i ul can saw or 
chisel it, paint or poli tt velvet smooth 
finish. Easy to use 


eco 


¢ 


industria ‘ Order from your obber 


The PLASTIC Repair Material 
in POWDER Form 





PRACTICAL BUILT-IN 
STORAGE UNITS 


(continued from page 121) 





containing more than 80 plans and 
everything else the dealer needs for 
a hard-hitting, low-cost, tie-in pro- 
gram at the local level. 

As a part of the well-rounded 
merchandising program to help 
dealers boost sales for built-ins, a 
new, all-purpose display rack for 
the plans has been developed. 
Small, compact, bright and durable, 
the rack can be placed on the coun- 
ter or hung on a wall as a poster. 
Pockets hold small supplies of each 
of the easy-to-follow plans. 

The display sign on the stand of- 
fers the plans to dealer customers 
at 10c each. This does two things: 
it means the counter stand will 
more than pay for the space it 
takes on the counter; it pre-screens 
dealer sales prospects. 

Also included in the eight-way 
pack is a big window banner, a 
giant-two color wall poster, news- 
paper ad mats, radio commercials, 
stamps and statement insert sheets. 
The stamps are in a pad and each 
one carries a renroduction of one 
of the built-ins. They are designed 
for use on letters and sales liter- 
ature to let a dealer’s customers 
know about the plans. The state- 
ment insert sheets contain a larger 
reproduction of one of the units 
and help to do the same job 
through the medium of letters. 
monthly statements and other cor- 
respondence. 

The campaign breaks in con- 
sumer magazines Feb. 21. Dealers 
can be ready by getting their tie- 
in materials ahead of time. Your 
regular source of supply for ply- 
wood should have the kits on hand. 
If not, send one dollar to the Doug- 
las Fir Plywood Association, Ta- 
coma 2, Wash., for the eight-way 
profit pack. 





FOUR-YEAR COURSES 


(continued from page 106) 





Four-year courses in the light-con- 
struction field are offered by the 
following institutions: 

Virginia Polytechnic Institute, 
Blacksburg, Va.; C. H. Cowgill, Head, 
College, School of Business & Indus- 
try State College, Miss.: R _t 
Dept. of Agriculture. Mississippi State 
Weems, Jr., Dean. The New York 
State College of Forestry, Syracuse 
University, Syracuse, N. Y.; Hardy L 


| ee 


Shirley, Acting Dean. North Carolina 
State College of Agriculture & Engi- 
neering, University of North Caro- 
lina, Raleigh, N. C.; R. E. Fadum, 
Head, Dept. of Civil Engineering. Uni- 
versity of Florida, College of Archi- 
tecture & Allied Arts, Gainesville, 
Fla.: William T. Arnett, Dean. Uni- 
versity of Minnesota, Dept. of Agri- 
culture, University Farm, St. Paul, 
Minn.: Frank H. Kaufert, Director. 
Massachusetts Institute of Technol- 
ogy, Dept. of Building Engineering & 
Construction, Cambridge, Mass. ; 
Werner H. Gumpertz, Asst. Prof. of 
Zuilding Construction Michigan 
State College. East Lansing, Mich.; 
Wm. B. Licyd, Asst. Prof., Dept. of 
Forest Products. Alabama Polytech- 
nic Institute, Auburn, Ala.; Frank 
Marion Orr, Dean, School of Archi- 
tecture & the Arts 

Zensselaer Polytechnic Institute, 
Troy. N. Y.; Ralph E. Winslow, Head, 
Dept. of Architecture. Oregon State 
College, Corvallis, Ore.; Dept. of In- 
dustrial Arts of the School of Engi- 
neering, Texas A & M College, Col- 
lege Station, Tex.; T. W. Leland, 
Head, Dept. of Business Administra- 
tion. University of Denver, College of 
Business Administration, Denver, 
Colo.; James F. Price, Dean. Okla- 
homa A & M College, Stillwater, 
Okla.; Raymond Thomas, Dean, 
School of Commerce. University of 
Missouri, College of Agriculture, Co- 
lumbia, Mo.; R. H. Westveld, Chair- 
man, Dept. of Forestry. 

A two-year course in light-con- 
struction is offered at the State 
University of New York, Agricultural 
& Technical Institute, Delhi, N. Y.; 
Harland L. Smith, Director. 

Undergraduate curriculums or light 
building options offered at: 

Louisiana State University & A M 
College, College of Commerce, Baton 
Rouge, La.; James B. Trent, Dean. 
University of Idaho, Dept. of Agri- 
cultural Engineering, Moscow, Ida.; 
Walter R. Friberg, Associate Pro- 
fessor. University of Maine, Orono, 
Me.: W. S. Evans, Head, Civil Engi- 
neering Dept. The Pennsylvania State 
College, School of Agriculture Dept. 
of Forestry, State College, Pa.; 
Newell A. Norton, Professor, Wood 
Utilization 


Answers to What's Your Answer 
Stop! Read questions on page 122 


1 $15,000, exclusive of lot. See story 
on page 77 
B. F. Goodrich. See ad p. 24 
Between 8,000 and 10,000 people 
See story on page 104 
B. B. Butler Mfg. Co. See ad p. 98 
Handling a complete and exten- 
sive line. See dealer story on page 
72. 
Yes. The Alprodco gate is this 
strong. See ad p. 29. 
Selling sewing tables and remod- 
eling ideas for sewing rooms. See 
Profit-Making Forum, page 134. 
Rileco Laminated 
See p. 141. 

) Saginaw Lumber Co. See p. 54. 

10. Haskelite Mfg. Co. See ad p. 75. 
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Please EVERY customer! 


The many optional features of 
our corner cabinets make it 





possible to fill the requirements 





of any customer. 











Check our prices! 





Immediate delivery! 








A postcard will bring details and 
our extra-generous dealer discounts. 








AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 
y AV 7 Ss) +n te $50 A MONTH 
JPABTR AND LABOR 

30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


cuts all 


resilient floor tile Toole of quality ter 


quality workmanship. 
Each J.M.J. cutter is ex- 
pertly and exactingly 
designed for the types 
of tile designated. 





BLADE RESHARPEN- 
ING SERVICE 


my 


cuts plastic wall tile 





DEALER RENTAL 
PROGRAM 
AVAILABLE 


MODEL MPT.) 


Write for bulletin F-100 and 
nearest distributor TODAY. 


J.M.J. INDUSTRIES 


Incorporated 
Belleville, Ii. 


cuts and 
bevels metal wall tile 








"Ready Lumber & Plywood Co. 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 
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PLYWOOD 


ROTARY CUT MAHOGANY 
RIBBON GRAIN MAHOGANY 
SEN WOOD + SHINA =: BIRCH 
DOOR PANELS 


Write us for samples 














ALIFORNIA 


SUGAR & WESTERN 


. PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 
SUGAR Pattern Lumber 
Sélects and 
é E Shop / 
California Ponderosa Pine 


Mouldings and Cut Stock 
Diao: Pine Specielists foc @8. Ves 


BuILDING PRopucTts MERCHANDISER 





Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 
e 


End-Matched PINE, OAK, 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 
Members: 


Bo @ 


ATSEY ¢ 
ps ‘BRoTHERS 


MILEY. S@OUTE CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 

















Classified 
Advertising 


All ads tor ciassified section must be im Pub- 
lisher's office 10 days preceding date of pub- 
lication. Advertisements are set in orm 
6 point style. No cuts or special borders 
cllowed. Please indi J ficati de- 
tired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
- a@gency commission or cash discount 
allowed. 


AMERICAN LUMBERMAN 6& 
BUILDING PRODUCTS MERCHANDISEB 
139 N. Ciark St., Chicago 2, Ill. 


HELP WANTED 


MILLWORK SUPERINTENDENT 
Want experienced Millwork Superintendent 
who can list from plans, and estimate, and 
detail and bill. No one but qualified man 
need apply. Florida. Address Box E-32, 
American Lumberman, Inc. 











Wanted: Man experienced in wholesale lum 
ber business to assist in management and in 
increasing sales from both office and in 
making personal contact. Old established 
firm located in Western Pennsylvania. A 
splendid opportunity for right man looking to 
the future. Address Box E-33, American Lum- 
berman, Inc. 


WANTED: Dimension operation foreman, thor 
oughly experienced with moulders, matchers, 
and resaws; thoroughly capable of handling 
labor; hardwood operation; southern location; 
permanent position; give age, experience, 
references, and salary wanted with applica- 
tion. Address Box E-42, American Lumberman, 
Inc. 





LUMBER YARD MANAGER 

Well established retail lumber company wants 
thoroughly experienced, qualified man to or 
ganize and take charge of large branch yard 
in N.W. Suburban Chicago. Excellent compen. 
sation and chance for real advancement. Give 
full details, which will be treated in confi 
dence. Address Box F-20 American Lumber. 
man, Inc. 





HELP WANTED 


WANTED: Man experienced in lumber office 
routine. Listing material and general office 
duties. Chicago territory. Address Box E-45, 
American Lumberman, Inc. 





Pine Mouldings 
An unusual opportunity by a rapidly growing 
Midwest manufacturer of pine mouldings is 
available to a hard working representative to 
call on retail yards in Chicago. The right 
man should have some knowledge of 8000 
series in pine mouldings. An attractive com- 
pensation plan with unusual possibilities will 
be arranged for the right man. Address Box 
E-46, American Lumberman, Inc. 


EXECUTIVE WANTED 
SECRETARY - MANAGER 


For large Retail Lumbermen’s Association 
Excellent opportunity. State qualifications. Box 
4822, Redford Station, Detroit 19, Mich. 





Direct Lumber Mill Representative serving 
Atlantic Coast area has opening for associate 
n executive and sales work. Location New 
York City. All replies strictly confidential. 
Give full details, experience, age, etc. Reply 
Box E-47, American Lumberman, Inc. 
Experienced wholesale sales manager that can 
handle Wholesale Lumber Department of our 
business. Should be experienced in telephone 
and mail buying and selling of yellow pine, 
southern hardwood and fir lumber. Will pay 
a straight salary or salary and percentage of 
net profits. We have ample capital. 
GRAYSON LUMBER COMPANY 
Birmingham, Ala. 


EXECUTIVES 
We urgently need experienced lumber per- 
sonnel for various locations throughout U.S. 
and Canada. Qualified men with good records 
will be sponsored on a fee basis for the 
following: Yard Managers, Sales Mgrs., Es 
timators, Countermen, Servicemen, Yard Fore. 
men, Billers & Detailers, Salesmen, Millwork 
Plant Supers., Trainees and many others. Tell 
us what you want. HINES EXECUTIVE SERV 
ICE, 5255 W. North Ave., Chicago 39, Illinois. 


SITUATIONS WANTED 








LUMBER SALES MANAGER 


An excellent opportunity with one of the old. 
est and largest lumber firms in the country. 
Must be 38 to 48 years of age with a mini- 
mum of 15 years of experience in managing 
lumber sales of hardwood and softwood lum. 
ber. A substantial salary commensurate with 
ability will be paid for the qualified aggres 
sive executive familiar with lumber market. 
Located in North Central U.S. Very limited 
travel as this is a home office position. 


The man we need is probably now a sales 
manager for a smaller company; therefore all 
replies will be held in strict confidence. 


Address Box F-21 American Lumberman, Inc. 





LUMBER SALESMEN 
to solicit contractors and industrials in Chi 
cago. Excellent opportunity for good men with 
lumber experience. Salary, commission and 
expenses. BISHOP LUMBER COMPANY, 2315 
N. Elston Ave., Chicago, Ill. 


TALLYMAN SUPERINTENDENT 
Opening for a good man to take charge of 
shipping and receiving lumber. Must be ex- 
perienced and know how to supervise and 
manage labor. Location Chicago. Good per 
manent position for a capable man. Living 
quarters available. Confidential. Address Box 
F-22 American Lumberman, Inc. 





Experienced Draftsman Wanted. Must be able 
to take off millwork from plans, understand 
specifications, draw shop details, and handle 
all matters related to above work. In apply 
ing, stafe age, experience and salary required. 
Steady work for the right man. Apply Carr & 
Johnston Co., 1219 S. Washington, Peoria, Ill. 


WANTED—Manager for yard in good-sized 
city in south central Minnesota with old es. 
tablished line yard. Liberal salary plus profit. 
sharing plan. Address Box E-41 American 
Lumberman Inc. 
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MILLWORK-DETAILING 
Let a group of experienced millwork detail 
ers with 30 years experience, commercial and 
residential, do your detailing. Cost reason 
able. Results guaranteed. Address Box V-71. 
American Lumberman, Inc. 





Wholesale Lumber Merchandiser available 
immediately. Broad acquaintance with South 
ern and Western Producers. Comprehensive 
knowledge of retail Industrial and Railroad 
requirements. Accustomed to handling — 
volume. You furnish the capital—I will do 
the job. Address Box E-36, American Lum 
berman, Inc. 





MILLWORK—DETAILING 

Send us your plans for detailing. Compre 
hensive shop drawings; hourly or contract 
rates, fast service. Address Box E-50, Amer 
ican Lumberman, Inc. 





SITUATIONS WANTED 


Manager of men and materials wants job. Ex- 
perience includes: contracting, personal sell- 
ing and sales management; also work as su- 
perintendent of specialty woodworking plant 
and manager of lumber and building material 
yard. Address Box E-54, American Lumber- 
man, Inc. 








Lumberman, 12 years experience with line 
yards. 7 years manager, estimator, want job 
with independent, limited invest t possibl 

35 years old, married with family, vet. 
Address Box F-27, American Lumberman, Inc. 


WANTED 
SALES REPRESENTATIVES 


Manufacturer of a pre-warning fire detection 
system offers exclusive franchise arrange- 
ments to distributors or sales representatives 
now calling on the home or farm market east 
of the Rocky Mountains. Alarm warns before 
flame appears, operates on temperature con- 
trolled detector elements . critical point 
variable to meet individual conditions. All 
component parts Underwriters Laboratory ap- 
proved. Opens vast home and farm market 
. warns before spontaneous combustion 
occurs. Unlimited potential earnings. Small 
investment covers inventory. Packaged com- 
plete units moderately priced. Installation 
simple. Distributor instructed by manufactur- 
er’s representative. Write REXALLOY COR. 
PORATION, 281 E. 21st Street, Hialeah, Florida. 


WANTED — RAILS 

















RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS 
Any Quantity—Any Size 
IDWEST STEEL CORPORATION 
$18 Dryden St., Charleston, W. Va. 





RAILS 
New Relaying 
Always in market to purchase and sell all 
classes railroad equipment such as spikes, 
bolts, tie plates, turnouts, and rails. 


M. K. FRANK 
480 Lexington Ave. Park Bldg. 
New York, N. Y. Pittsburgh, Pa. 
105 Lake St., Reno, Nev. 


BUSINESS WANTED 


Wanted to Buy: Retail lumber yard or whole- 
sale industrial yard, preferably located in 
medium sized progressive community in the 
west, midwest, or south. Write Box E-37, 
American Lumberman, Inc. 


USED MACHINERY WANTED 


WANTED — Good used fork lift truck. Capa- 
city 6 to 8000 lbs. Lift at least 11 ft. Creed 
Lumber Company, Peekskill, N. Y. 

















LUMBERMAN age 50 High School Graduate, 
has Lumber background special experienced 
in European Lumber Import-Export Business, 
seeks position; also Wholesale or Retail. Ad- 
dress Box F-32 American Lumberman, Inc. 
Young lumberman, with vision, fifteen years 
experience in retail lumber office desires 
change. Would consider connection in south 
ern Michigan as wholesale lumber salesman 
or sash and door representative. Married, age 
37, captain World War II. Address Box F-23 
American Lumberman, Inc. 








Millwork Superintendent and Draftsman avail 
able in 30 days, would like to contact Archi 
tectural and Stock Millwork Company in need 
of a good Superintendent. Address Box F-24 
American Lumberman, Inc. 


Tho:oughly experienced man in early fifties, 
36 years in retail lumber business, desires 
permanent position. Good collector; can draw, 
list, estimate, sell; city or rural. Available 
60 days notice. Address Box F-25, American 
Lumberman, Inc. 





MILLWORK SUPERINTENDENT 
Able to take full charge of special millwork 
plant. Experienced estimator and detailer. Cost 
Book ‘A’ methods. Address Box F-26, Amer- 
ican Lumberman, Inc. 


LUMBER & DIMENSION 
WANTED 


Wanted — Several cars K.D. Yellow Pine or 
Redwood Bed Slats EE. Box F-28, American 
Lumberman, Inc. 


BUSINESS FOR SALE 


Lumber, Building Materials, Paint and Hard- 
ware business, located in Central Penna. Trad- 
ing area of 70,000 within 10 mile radius. Real 
Estate including 44x62 well equipped shop, 
showroom and office, and six storage build. 
ings $30,000.00. Inventory $15,000.00. Business 
averaged $80,000.00 per year last four years. 
Address Box F-31, American Lumberman, Inc. 











FOR SALE or will lease property and sell 
stock. Location Central Michigan—Penna. Ry. 
Side Track with transit privilege. Shed 66x132 
cement and steel. Outside storage 22x100 
cement block. Built up roofs. Plenty additional 
space for building or piling. Equipment: 15 
H.P. Sawdust blower system and bin. 71 
HP DeWalt 30” Single Surfacer Buss planer. 
30” Band Saw. Small Jointer. Tracks for shed. 
Roller carriers and equipment for unloading. 
Clean saleable stock. Nice office. Good layout 
for box factory. For further details write Box 
F-35, American Lumberman, Inc. 
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BUSINESSES FOR SALE 





MISCELLANEOUS—FOR SALE 


USED MACHINERY FOR SALE 








California box factory, planing mill and 
moulding mill ideally located in San Joaquin 
Valley. All year operation with remanufac- 
turing and warehousing facilities. Excellent 
drying weather. Modern main buildings of 
23,000 square feet. Mostly new equipment. 
Twenty acre area. Write Box C-50, Amer- 
ican Lumberman, Inc. 





Sale or Lease established lumber yard near 
San Diego. Gross 150,000—Paint, Hardware, 
Loader, 2 trucks. H. Hagmes, 5086 Guava, 
La Mesa, California. 


For Sale, Building Material business in West- 
ern Montana. Good plant, stock and equip- 
ment. Address Box E-30, American Lumber- 
man, Inc. 





FOR SALE: Established business, handling 
lumber and builders and farm supplies. Lo- 
cated in east central Indiana. Yearly volume 
$175,00.00 Buildings located on 2! acres of 
ground outside city limits. Business serves a 
rural area and small industrial city. Reason 
for selling is failing health. Will deal with 
— buyers only. Address Box E-39, 
merican Lumberman, Inc. 





For Sale: Lumber yard in a “4 farming 
territory _ North Central Kansas. Also a new 

1o0bss & Sate. Address Box D-49, American Lum- 
ane tig Inc, 


Union County, ‘New Jersey, retail building ma- 
terial yard, modern show room and ware. 
house, 25% increase over past year. Owner 
has other interests. Address Box E-58, Amer- 
ican Lumberman, Inc. 


FOR SALE—Old established lumber yard in 
small town. Reason for selling; Owners wish to 
retire, This is the only yard in town, which 
is ideally located in a good farming area. For 
complete details write Shipman Lumber, Ship- 
man, Illinois. 

Lumber yard sawmill and planing mill operat 
ing in small community, on railroad siding 
and paved highway on Lake Huron, all elec- 
tric. Sufficient hardwood and softwood timber 
available for continued operation. Ideal hunt- 
ing and fishing area. Complete with machin- 
ery and lumber inventory $15,000.00. 

John Kowalski, G Greenbush, Michigan 





Lumber Yard in Parsons, Kansas, established 
in April of ‘52. Monthly average for gross 
sales has been $4800 during first eight months 
of operation. Managed by 21 year old boy 
who will be called to the army soon. 
$30,000.00 to handle. Address Box F-29, 
American Lumberman, Inc. 


Coal, Lumber & Builders Supply Yard in small 
town with good prosperous farm community 
surrounding. Business located in growing 
northern Ohio town and on R.R. siding. Ex 
cellent opportunity and only responsible per- 
sons need apply. Reason for sale, retiring. Ad 
dress Box F-30, American Lumberman, Inc. 





For Sale: Lumber and building material yard 
in fast growing small town near Chicago. 
Only yard in town, nice business, excellent 
potential, good reason for selling. Address 
Box F-34 American Lumberman, Inc. 


FOR SALE 
Good Nebraska Yard located in Corn Belt, 
Good clean dry stock under good sheds. 
Owner wishes to retire. Address Box C-4l, 
American Lumberman, Inc. 





PROMPT SHIPMENT 





Building Paper (36’’—500 sq. ft. 


King Nails Bags—(larger opening) 
Twine for tying lumber) 


Siding Corners (including 5% in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 


Flashing Shingles 
Tel-o-posts 


Wall Ties 
Area Walls 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 


BuitpiInc Propucts MERCHANDISER 


COMPLETE SAWMILL. (Formerly owned and 
operated by Brooks Scanlon, Inc., Florida Di- 
vision.) Must be sold and dismantled to make 
room for erection of Proctor & Gamble new 
cellulose mill. May be purchased at fraction 
of original cost. Property includes: sawmill, 
planing mill, dry kilns, power plant, mono. 
rail system, and fuel house. Miscellaneous 
machinery and equipment such as: lift trucks, 
carriers, motors, locomotives, etc. Entire mil] 
still running—can be seen in operation. Will 
sell all or any part, subject to prior sale and 
commitments. FOB cars or trucks Foley, Flor 
ida. Write direct for complete schedule of 
items. Foley Lumber Industries, Foley, Florida. 





CARPENTERS APRONS 
Write tor pnces and intormation. 
THE MINNESOTA SPECIALTY CO.., Inc. 
Minneapolis, Minn. 





Sévertsing Yardsticks 

Basswood, 2-color. 

Also Paint Paddies, 
J. DUMONT CO. 

491 | aR. St.. Geneva. Ill. 


same price qs 1-color. 








BUSINESS OPPORTUNITIES 


CANADA 
Wanted 
Financial Backing or Partner. 
$50,000 to $100,000 

Established Lumber Wholesale Business with 
good connections among retail yards in the 
Provinces of Quebec and Ontario, and some 
areas of United States, and well known among 
Eastern and Western Lumber Manufacturers, 
seeks financial backing or partner. Please 
reply Box E-55, American Lumberman Inc. 





REBUILT 
FORK LIFT TRUCKS 


Gerlinger Model PH 962-130 
Capecky 18,000 lbs. 

Lift 14 ft. 2 in 

Cab — Wonderful Power. 


Gerlinger Model i 962-130 
Capacity 18,000 1 
Lift 17 ft. 6 in. — ie ‘months old 


Hyster 1 
Capacit ‘s. 000 lbs. 
Lift 17 x 6 in. — Completely Rebuilt 


Four Wheel Drive 

Fork Lift Truck 

Capacity 6,000 lbs. 

Lift 9 ft. 4 in. — Excellent Traction 


Ross HT 19 
Capacity 6,000 lbs. 
Lift 10 ft. Ideal for small loads 


Ross Carrier 

Model 7056 

Capacity 15,000 lbs. 

Package Size 48W-S4 in. H. 
Swing Shoe — Good Condition. 


Terms: Cash or Time 
Every truck guaranteed. 


HARVARD EQUIPMENT CO., INC. 
295 Cambrid - - ee 

Allston 34, 

Phone: Stadium %. 0826 





Truck, Lumber Rolloff, 1948 G.M.C. 2-ton trac 
tor with new motor. 16 ft. Kentucky trailer, 
complete with accessories. Good condition. 
$1950.00. VAN OEYEN, 4856 Sunnyside, Chi 
cago. Phone Kildare 5-3470. 





Will sell part interest in old established 
wholesale lumber business located in Pitts- 
burgh area. Will only sell to man experi- 
enced in this business who will take active 
part. Will make good proposition to right 
man. Address Box E-34, American Lumber- 
man, Inc. 





Will sell part interest in old established 
Wholesale, Retail and Mill Work Lumber Busi- 
ness located in Southern Indiana. Will make 
good proposition to right man with experience 
in the busienss and take active part. Address 
Box F-33 American Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 


Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 


Millwork Blanks 
Ladder Rails 4 Parts 


Your inquiries answered promptly. 


Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 








Cut Stock 
Mouldings 


TWX EG 049 Tele. 5-3317 





HARDWOOD SQUARES 


Progressive Maine hardwood square producer 
now supplying several steady customers. 
Have increased production and desire to de. 
velop additional markets for 90% & Btr. white 
birch, yellow birch, and rock maple squares 
sawn to specified dimensions. Can be shipped 
green this spring or air-dried during August 
and September. Write, phone or visit us: 


Prentiss & Carlisle Co., Inc. 
107 Court St., Bangor, Maine 
Telephone: Bangor 8297 





West Coast Kiln Dried D. F. Industrial Clears 
~ all standard rough sizes. All stock shipped 
= gperiees weights with WCLA inspection 
pe icate. 
CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon, Phone 5-6312 





We have several thousand feet of B&Btr 4x6 
Boston pattern fir gutter lengths 6-24, heaviest 
10, 12, 14, 18 & 20°. Will sell random or 
reasonably specified lots at 43c per lineal foot 
f.o.b. Cadiz, Ohio. Dealers only. THE LONG 
FIR GUTTER CO., CADIZ, OHIO. 


For Sale Woods 412 — 6x15 — Planer and 
Matcher, Serial 30789 — with electric top and 
bottom profiles—JMS—Serial 30790-—-Excellent 
Condition—Available 30 days—Price $10,000. 
Available immediately: :::: 

One Hyster 15 lift truck with 17°6” lift 
54” forks .. .$2,500.00 
One Hyster straddle "ruck 54 x 54 


package $2,500.00 


One Wheland band mill carriage $8,500.00 
One Tower 42 in. B. B. edger $1,500.00 
FLACK-JONES LUMBER CO., INC. 
Moncks Corner, §.C. 


For Sale: 9° Used Band Saws. Left hand, 14 
gauge, 45 ft. long, 1% tooth base. Excellent 
condition. $1.50 per foot. Ahonen Lumber Com- 
pany, benweed, Michigan. 

ONE — “Used #£22-250—24" x8" Single Surface 
Crescent Planer with 72 horsepower, three 
phase, 60 cycle, 220 volt motor. EXCELLENT 
CONDITION. CLIFF BUZICK, INC., BARDS 
TOWN, KENTUCKY. 





FOR SALE — Complete Saw & Planing Mill, 
Double Rotary, Steam feed, 4 saw Edger, 2 
saw Trimmer, Live rolls, Slasher, 185° Log 
haulup chain and Rig, two Boilers, Stacks and 
Engines, Heavy Planer and Matcher with pro 
file, 6° Berlin Sand Resaw, Motorized Rip 6 
Cutoff Saws, Belts, Shafting, Conveyors, Saws, 
Knives, Filing Room Equipment all complete 
for immediate use. Capacity 2500° PH Hard 
wood, 3500’ in Softwood, for use on present 
location or to be moved. Owner retiring. 
BOWLER LUMBER CO., BOWLER, WIS. 


Fay & Egan Glue Jointer. 

8"’ Yates all electric motor with individua) 

motors to each head and drive. 

Yates #401 — 43° 3 Drum Sander. 

New Britain Chain Mortiser. 

Greenlee #530 Single End Tenoner. 

Dodds Dovetailer—-12 Spindles. 

American Table Tilting Saw. 

Greenlee Table Tilting Saw. 

H. B. Smith 36” Band Saw. 

Newman 24” Single Cabinet Planer. 

American Double Spindle Shaper—Ball 

Bearing. 
With all of these machines, we include the 
motor, starter and switch. All machines are 
wired for 440 volt, 60 cycle, 3 phase. These ma 
chines can be seen at our piant, the South 
Bend Lumber Company, 1535 South Main Street, 
South Bend, Indiana. 





ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
as Repair service. Send us your inquiries. 
fUSSBAUM & CO., Fort Wayne, Ind. 
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“Mt. Vernon” 
satisfaction. Made from top-quality lumber, 
carefully manufactured and graded, you 
get guaranteed quality from every shipment. 


is the home-mark of customer 

















ALSO BAND SAWN HARDWOODS 









Latest Equipment: Dry Kilns, 


planing mill and flooring plant 





send us your inquiries 












MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 



































\ \ DOUGLAS 
FIR 
) Mf WEST COAST HEMLOCK 


Look to Griswold for your lumber needs! Enjoy the 
satisfaction of knowing you'll get what you want- 
fine products manufactured with strict adherence to 
quality standards. 

Straight or mixed cars to suit your requirements, 
including Lumber, Plywood and Doors. Go Griswold 
today! 


Prompt Dependable 
Shipment Values 
















THE GRISWOLD LUMBER Go. 


Vand ae lesale Desteabutors 


FAILING BUILDING ce) 044 Mee) acto) 
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Telephone ATWATER 8319 





AFFILIATED 








Carlton Manufacturing Co. L. H. L. Lumber Corp 
ARLTON OREGON CARLTON, OREGON 
MILL INTERESTS 5 Millon Feet Anavel Cut 45 Millen Feet Annvel Cut 
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Super-Ex — provides strong, straight nose 


4et.@ ©! 


held true by two semi-solid flanges 


Super-Ex — combines expanded wing with 
solid sections, Note alternate perforations 


in solid portion — for better plaster key 


Super-Ex — requires little or no plumbing; 


corrugations assure rigidity 


Super-Ex — can be wired, stapled, spotted, 





or nailed to wall - no clips necessary 














afe construction at its 
BS): improved Milcor Super- 


Z 
. Pe te 
. Y . “ Si . orner Bead, Milcor Metal 
\ \ 4 5 \ . ‘ - . mp, ond Milcor Steel Stud 
— ‘2 Sy oe a . > Vi ° 4 


Improved: 


al 


peaizcon: 


or longer plaster life, lasting plaster beauty 





-now provides for greater depth of plaster adjacent 
to the bead = regardless of the plaster grounds! 


Improved Super-Ex Corner Bead, with whether 34", 5g", or 14”, 
its exclusive design, combines the 
Sper a ; : ; Milcor Super-Ex goes on fast... re- 
rigidity of a solid wing with the added ; 

' duces erection costs . .. protec , 
plaster reinforcement of expanded metal. ania - ne oan 





Here's why Super-Ex corners are stronger, 


ears . a ki . : last longer: note greater depth of plaster 
. " ‘ " against crac Ing, chipping + + + assures adjacent to bead area... spring fit which 
Super-Ex wings are formed at a min- 


dae : dapts easily to any specified depth of 
; straight, true-edge beauty. a , oe 
imum angle of 60 (max, 70 ) for spring Z & d plaster ground — whether it be %", %", 


; : or 2" . . . and solid meta! that protects 
fit on a 90° corner, and easy adapt- 


corner at point of greatest strein, 
ae ae ’ a 9. 257 ta 
ability to specified plaster grounds, Write for Catalog No. 252 today 


F-362 


*Reg. U. S. Pot. Off. 


E<INLAND>STEEL PRODUCTS COMPANY 


Formerly Milcor Steel Company 
4027 WEST BURNHAM STREET e MILWAUKEE 1, WISCONSIN 
BALTIMORE 24, MD. — 5300 Pulaski Highway © BUFFALO 11, N. Y. — 64 Rapin St 
OHIO — 3240 Spring Grove Ave. © CLEVELAND 14, OHIO — 1541 E. 38th St 


@ CHICAGO 9, ILL. — 4301 S. Western Avenue Bivd. © CINCINNATI 25, 
Boulevard and State Line © LOS ANGELES 58, CALIF. — 4807 E. 49th St 


@ DETROIT 2, MICH. — 690 Amsterdam Ave. © KANSAS CITY 8, MO $s. WwW. 
@ NEW YORK 22, N. Y. — 230 Pork Ave. © ST. LOUIS 10, MO. — 4215 Clayton Ave. 
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NORTHERN HARD MAPLE, BIRCH AND OAK 


IN CARTONS AND IN UNIT LOADS 


SONNOR LATTE” 3 
PACKAGED FLOORING 


Carton keeps floorin 


Unioading Time 3 to 4 Man Hours 


The new Connor Unit load is unloaded with a 
fork lift truck in 3 to 4 man hours compared 
with 16 man hours the old hard way. The 
Unit Load is composed of regular wire tied 
bundles approximately 8’ long, 39” wide and 
23” high. A car will contain as much as 

— - easy inventory 26,000’. Each unit is tallied in quadruplicate 
labeled tO! and is frequently loaded out to house jobs 
Also “Stuck Down” without breaking unit. You can unload by 

Pattern Flooring hand if fork lift is not available. 


Connor Laytite Flooring in cartons has an entirely new appeal 
and the fact that the price can be marked on the carton and 


Each carton 


Retail customers are attracted by the cartons 
customers can easily figure cost of entire job. 


NORTHERN HARDWOOD LUMBER—KD OR AD IN MIXED CARS. 


/ 


%e CONNOR LUMBER AND LAND (CO. °c 


Wisconsin 
P.O. Box 112-M Telephone No. 3 or 418 Teletype—Marshfield No. 26 








